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ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too. 
The end labels on these convenient cartons enable 
you to instantly identify the catalog number, the 
type ballast, the ballast voltage and other important 
For further details on how you can in 
° ry . 
crease your ballast sales with ADVANCE technical data. The boxes are rugged, stack easily, 
scent Li Ballasts ode 
Fraeneeren Samp Banas i modern and require only a minimum of shelf space. They put 
individual cartons, contact your . 


ADVANCE salesman, or write, phone an end to loose, dangling wires and keep your bal- 
or wire today ss 


last stock always factory-fresh. This saves you time, 


money and gives you better inventory control. 


ALL HPP BALLASTS CARKYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 


The Heart of the Lighting Industry 
| TRANSFORMER C0. 


2950 NO. WESTERN AVE. CHICAGO 18, WL. USA 
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complete fuse with 


ECONOMY fuses! 


Eco" ARKLESS” 
ONE-TIME MECHANICAL 
CARTRIDGE INDICATING 
FUSES FUSES 


ECON” 

DUAL- ELEMENT 
CARTRIDGE 
FUSES 


DELAY” RENEWABLE ECONOMY 

CARTRIDGE FUSES | RENEWABLE 
ior PLUG FUSES 
or | ran h 


r lines. Can 


 CLEARSITE® 
PLUG FUSES 


orizina 
emciency in a few 
minutes tor a few 
cents. Knife blade or 


Economy Gives Both—Complete Line Selection plus Creative Engineering! 


You're sure of complete fuse protec engineering excellence. Creative 
ion because Economy's line is com engineering by Economy anticipates 
plete! It offers you exactly the type your every fuse need as exempli 
size and capacity of fusing that ic hed in the pioneering and perfecting 
engineered to your specif require of such notable advances as the first 
ments. Illustrated are some of the renewable fuse to carry the seal of 
popular Economy Fuses that meet nderwriters’ Laboratories Ark 
definite needs. Economy fuses are less Mechanical Indicating and Econ 
the simplest, most practical method One-Time Fuses as well as the 
ot reduc ing down time due to need famous Econ Dual bleme nt Puse 
less blows and burnout. Proper loubl 
( complete fuse protection. And 
Economy Fuses all backed by 
the seal of I nderwriters Labora 
tories. Call your local Economy 


lower cost, dependable protection 
and often, eliminates the need for 
expensive circuit breakers 


You're sure of complete fuse protec representative for his recommenda 
tion because each Economy Fuse is ons he can save you time and 
backed by nearly fifty years of money 


WHOLESALERS 
ne te F it the a r 


with 


F s E 


ECONOMY FUSE & MFG. CO., 2717 Greenview Chicago 14, til. 
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| those accused: An objective look at one accusation distributors face 
Lighting Sales Idea-Book 4) 
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| Here is a 
| YOU'VE GOT TO CULTIVATE THE BUYING INFLUENCES 44 
i package of facts 
| on lighting YOU'VE GOT TO KNOW YOUR PROBLEMS 46 
YOU'VE GOT TO APPLY PROVEN TECHNIQUES 48 
YOU'VE GOT TO LOOK AHEAD 64 
T A 24 page special report on practices problems, sales techniques 
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“Christmas Gift-Giving’’—These answers to an | 
annual problem will tell what type of gifts you 
give, what they cost and who receives the gifts— | 
ali) @. along with other interesting facts about this : 


timely topic. 
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G-E Hook-on 


SHOWS 
ONE SCALE 
AT A TIME 


RANGE AND SCALE of this GI 

trument how It cane isl h 
mpl turning the fingertip mtrol 
knob. Seeing onl ne range and 


cale avoid reading errors 


SCREW-IN VOLTAGE LEADS anc re 


cessed termut ide maximum 


protection for the perator Voltage 
lead innot be pulled it ace 
dentall 


WIDE RANGES ARE AVAILABLE in 
both models of the G-E hook 


olt-ammeter. Ranges of the AK-4 


model ine 0-10 340 100) 300) BOO 
amperes and 0-150 300 0 volt 
The AK range ire O 1) BO 
$50 ampere 0-150) 300 0 
olt The wider range AK-4 model 
ha i ponte toy for ccurate 
checking of surge readings 
DISTRIBUTORS further infor 
mation vrite Section 
General Electric ¢ Schenectad 

N_ Y. and ask for bulletin GEA 
6292, or contact your nearest G-E 
Apparatus Sales Office 
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Credits and Collections 


How much is a good idea w 
A difficult question (like how hi 


orth? 


gh is 


the ky?" ). Nevertheless, we think 
find some ideas that are cet! 

nl vorthwhile ideas you might 
apply to pep up your own lighting 
sales in the special report starting 
n pave 4/. Sixteen of the 24 pages 
1 th Lighting Sales Idea-Book 

nt proven sales techniques 

If you can look beyond the many 
problems. you might find the sky's the 
n selling lighting which ts 
precisely th ase if you look at the 


relighting m 


arket 


Ih li ( baud names that have 
been bestowed upon wholesalers 
parasitic middlemen, necessary evils, 
et al- are still very much with us. But 
now a new one is the vogue. It’s 
“order-taker.” Sounds more innocent 
but it meaning | the same as the 
othe! that distributors are not doing 
i job. For some editorial Comments 
on thi ,ord and its derivation, see 


in a monthly 
an easy trick. We strive extra-hard for 
lop of the N 


Being timely 


timeliness on our 


is not 


cws 


(pave /2) and other news pages and 
olumns 

Feature articles are an even more 
lifficult) proposition. With the lead 
lime necessary to produce them, it 
ire that th in ride the tide of cur 

nt ents. But we felt our “The Pros 
nd of Consignment” (EW 
\u ; p. 44) did just that, coming 

it did on the heels of the action by 
onduit manufacturers terminating 


Consignment 


timely topic as the possible c 


quence of the termination actior 


lebuted in the industry. The thor 
! tributor 


if on 7 ve oO 


continues to be a 


mse 
1 ale 


ights 


i strongly-worded 


Christmas is less than four months 


away ind that means the tim 


Is 


is to 


drawing near to decide what gif 
ve (and not to give) Customers 


Next month EW will present a 
wrapped package of facts on this 
Better read it be 


nual practice 
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HELPS YOU GIV 
SETTER SERVICE 


General Cable Corporation's modern Distributing 
Center System backs up its Authorized Distributors 
with extra service and extra stocks... Distributing 
Centers are strategically located throughout the na 
tion to help Authorized Distributors get more business 
and better serve their customers, with lower operating 
costs. This Distributing Center System is supported by 
21 manufacturing units and a proved method of stock 
control designed to assure prompt availability of Gen 
eral Cable products. A sales organization of experi- 
enced representatives is always available to serve the 
Authorized Distributor and his customers. For quality 
and service, it pays to be a member of the General 


Cable team 


AVAILABILITY: 


If you're an Authorized General Cable Distributor, 
substantial wire and cable stocks in a nearby General 
Cable Distributing Center are readily available to 


supplement your own inventory 


LOWER COSTS: 
Special and slow-moving items of wire and cable are 
carried in the Distributing Center for you, reducing 


your inventory and costs of operation 


GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 17, N. Y 
Offices and Distributing Centers Coast-to-Coast 


for quality and service... G R 
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LETTERS TO THE EDITOR 


Coming—Chaos in Conduit 


Dear Sir 
We do not favor elimination of 
consigned stocks. There are too many 


problems now in the conduit market 
This move will bring on many more 
Neither manufacturers nor distributors 
will enjoy what is bound to come out 
of the change 
This does not mean that we don't, 
in at least a limited measure, appre- 
Products Office ciate manufacturers’ problems with 
Carey, Ohio consigned stocks. The investment in 
volved in itself is out of this world 
And the behavior of the fool dis 
tributors entitles them to much less 
consideration than has been extend 
ed to them. To carry from two to 
four consigned stocks has never been 
anything less than assinine 
And the smart deals between the 
smart Operators of both manufactur 
ing and distribution have kept the in 
dustry in continual uproar. There are 
distributors who are operating with 
the fool idea that they have no invest 
ment in a consigned stock 
All this aside, however, it is my 
opinion that so far as chaos in the 
conduit market is concerned, we ain't 
seen nothing yet. This move will re 
create problems, if anything, worse 
than were prevalent in the 20's and 
40's 
We will again experience buying in 
carlots in order to fill in with one 
or two sizes. The balance will again 
go at cost Or worse because many 
distributors cannot finance this kind of 
an investment. And extra 5% deals 
will sprout like weeds. This has been 
Porcelain Products’ Low Voltage Division offices, 
formerly located at Findlay, Ohio, are moving into 
a new building adjacent to the plant at Carey, Ohio. 
Consolidation of plant and offices will increase the 
operating efficiency of the Division resulting in 
improved service to you, our customers 


true even under consigned stocks; and 
it will be worse 
All of the above is true unless the 
conduit manufacturers eliminate the 
present absurd 20,000 pound rule. The 
minimum should not be over 5,000 
The construction of this building is evidence of our pounds at most so that if a distributor 
plans for continued growth and expansion — plans 
backed up by many years of experience of two great 
companies, Porcelain Products, Inc. and A. B. Chance 
Company of Centralia, Missouri. Porcelain Products, 
with the carload gentry 


Inc. is a subsidiary of A. B. Chance Company. 
pp This means for one thing that 


The High Voltage Division of Porcelain Products freight charges would have to be 
will continue to serve you from their offices and plant 
at Parkersburg, West Virginia. 


runs out of a size he can replace it 
without the need to disrupt the mar 
ket. And he should be competitive 


equalized so that the 5,000 pound 


purchases would still be competitive 


Porcelain Products manufactures dry process por- It is also our feeling that local 
celain for low voltage applications at Carey, Ohio, manufacturers’ stocks of rigid conduit 
and wet process porcelain for high voltage use at will become an imperative. Here, too 
Parkersburg, West Virginia. ¢ for other than metropolitan distribu 
tors, the question of the back haul 
would have to be worked out to keep 


Please note NEW address, 


effective September 20: the 5,000 pound buyer competitive 
Price declines are an important 


problem. Competition has not per 


mitted sufficient profit margins to 
PEE, TIC. absorb that kind of loss. We think 
9 provision should be made to cushion 


225 NORTH PATTERSON ST., CAREY, OHIO Continued on page 128 
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STRIKING 


EFFICIENT 


Good Housekeeping 


45 


TRA 


INEXPENSIVE 


PATRICIAN 


VENTILATING HOOD 


Here, for the first time, is outstanding appear- 
ance, performance and quality built into 2 striking 
ventilating hood at a remarkable price 


The Trade-Wind Patrician is supplied as a com- 
plete package, ready for quick, simple installation 
This is what you get 

Hood in coppertone or satin chrome® with 
solid top cut out for ventilator (left, right or 
center). Hood completely pre-wired with light 
and on/off switch. Your choice of 5 lengths — 
30”, 36”, 39”, 42” or 48”. Mounting holes and 
screws provided. 


Ventilator—Trade-Wind's exclusive Axial Flow 
unit—quiet and delivering full capacity. Has 
remarkable pressure characteristics against 
duct resistance. Takes standard 7” round pipe. 
Back draft damper available 

Filter Grille. Big 9° diameter washable filter is 
quickly removed by unscrewing 2 wing nuts 


The Patrician is making house sales easier and 
profits longer. Get the facts today 


*White and colors also available 


HOOD LIGHT INSTALLEL 
AND PRE-WIRED 
PATRICIAN HOOD 


\ 


/ 
AXIAL FLOW 
VENTILATOR 


9” FILTER 


FILTER RING 


tans, A Suc. 1755 PARAMOUNT BOULEVARD. DEPT. EW. RIVERA CALIF 
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BUY 'EM BY THE BAGH! 


Me ndising 


FIRST! 


A new MIDWEST concept in packaging locknuts 


Midwest introduces locknuts pack- 


aged in tough, thoroughly-tested, © EASY TO CARRY 


heavy gauge, heat-sealed, polyeth- « EASY TO SEE 


ylene bags: 
* CONVENIENT TO STOCK 
© 100 locknuts per bag 


© 5 bags per carton (500 locknuts) * CONVENIENT 
CONTAINER 
ON THE JOB 


© 5 ctns per standard package 
(2500 locknuts) 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 
1639 W. WALNUT STREET 


Chicage 12, Vlineis 


} 

6 

A 

“ 
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NEW PRODUCTS 


Flexible Tubing faucet. Unit plugs into ordin va . 


Zippertubing Ca § Act fo operat t Ih 
pulveda Blvd., Culver City, Cal sater pressure, Locations not equipped 
sith hot Wale! tunk (factories oan 
Zippertubing plastic tubing for Paves cottages ind camps) ind 
wires that zips open and shut for ad travelers offer prime markets re ! ——} 
7 justments. The company says that Zip i | M 
es pertubing permits custom cabling at illuminated Ceiling 
% low cost. Other features of the product ) A. Wilson Lichtine & D ~~ 
are flexibility, accessibility to work G. D. Raldwin B 
points, and ability to be pertorated to 7, Po 
i allow branch outs, or lined to protect g° 
\ 
wires from temperatures. The om ‘ew iluminated 
dur i ry ca Tea 
pany also uggests use a repla eabl Paragrid Lik can c in a Gear Motors 
sith low ceilings. according to man 
announcement Pa 


bile precision molded of ht 
tubilized pizmented polystyren new tine of 
} Modular size is 16x16-in, with B ponesmes 
Planar louver construction and nnounced, The seri vil in 
in aperture Producer claim th tude ast omponent 
permit vider lamp pacing ind omoNining 
vreater diffusion Other idvantage ingle unit, (-) a 
listed include simple suspension olor motor featuring drive 
tem with tiles panning metal r reduc nd 
hannel iid to halve installation cost unted ane 
1 hel il peed 
iris, GO Boston the three ut ire intended as “shell 
ten ther than a pecnal 
Lighting Equipment All-Radiant Baseboaurds utilize Amy zed prod din toy the wn 
The Miller Co., Meriden, Con: Quartz” clement id to have radiant wuncement 
Redesigned Ivanhoe line of incand efliciency of over 90 per cent, and 
cent and mercury lighting equ pment compl tel Transparent to intra Fixtures 
offers industrial users two new mount red ra Thi re manufactured in Progr Manu ‘ / 
ing and socket assemblies each of HOO 1OOO ind 1SOO-w rating with Philadelphia, Pa 
Which facilitates installation and main width and &-in height. May be Dayna’ lighting fixture tyled in 
tenance, producer claims. Units hav painted to mat h house decor ina US re produced in W tern burope 
louvered ventilated reflector neck may be used on either 120- o1 manulactur 1) ubsidial 
Be. protect the lamp from moisture while circuits to match house current Mod n concept, the S56 preces re 
providing self-cleaning action. Steel present Hoof countri 
“sh reflectors are white porcelain enam from which th on produce 
cled inside and outsick Compan 
. engineers indicate new line has been 
developed with both contractors’ and 


users’ needs in mind, emphasizing tast 


Cas) installation low-cost mainte 


nance, and high matntained output 


Troffers 
The Waketield Ca | ermiullion 
Ohio 


Recessed Fixtures 
Curtis Lightis Inc.. 61 


Shallow, one-piece Wakefield Trot 
fer comes in four sizes, offers choice 
of diffusers— including lenses, louvers, Spring Door Cover dross 
ti) ‘ “4 man 
and patterned vinvl ilso hoice of Pa & Seymour, Ine . 
flanged snap-in, of lav-in method of Syracuse ) i 
1000) eri ‘ ture 
diffuser installation. Modules of 
2x4 ind 2x2-tt are ivailabl 1} ‘ if 
ithe 


Portable Hot Water Unit 


Veck, NN. ked-on lacquer finisl { fiat | 


New portable electric hot wat nit ned fe isc with luplex out , ly | without u 


ighing kk than 2-1 1 te mounting of tandard ‘ of n 


Vice iutomatic flow of potabl hot hon in na trial | ! 1 1 f 


Water in twe onds ti reamern distiller which held 


adjust itself to ilmost haf cr ny platlorn ct 
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NOW 4 Great Names team up to 
increase Virden Lighting sales 


The glamour of SHOW HOUSE — the power of the POST — the 
influence of LIVING For Young Homemakers — all teaming up 
to increase the sales of Virden lighting. 


Virden fixtures will be featured in full color in the Show House 
2-page spread ‘““The Newest of the New.”’ Over 16,000,000 readers 
will see them in the Saturday Evening Post, September 21 issue, 
again in Living for Young Homemakers, October issue. Right in 
the middle of American Home Lighting Fixture Month! e 


And, to help Virden distributors to cash in, Virden will supply 
free a complete merchandising kit. Make plans now to get the 
plus sales and profits this program will create. See your Virden 
representative or write John C. Virden Co., Dept. EW,6103 
Longfellow Ave., Cleveland, Ohio. 


virden 


Member American Home Lighting institute 


October Issue 
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Watthour Meter 
General Electric Co 


New 


phase watthour meter 


Schenectady 


1-60 (Class 200) model single 
with stator de 
sign said to permit “on-line” accuracy 
cost 
no greater than 100 
types, according to the company New 
minimize shortcom 


present 


up to 200-amps, 1s offered at a 


available Class 
Stator is said to 


ings found in day meters 

potential losses, torque reductions, coil 

heavy loads 
1-60 1s 


single-phase 


and a 
low power s0-amp, 
240-volt, model 
with 667 per cent overload capacity 


. 
Wire & Cable 

National Electric Products Corp., 
Gateway Center, Pittshurgh, Pa 


Type RHH—-RHW 


fibrous covered wire and cable is de 


halance errors at 
factor 


3-wire 


rubber insulated 
signed for general use in wet or dry 
1956 NEC, it 
is listed by UL for 600-volt service 
in sizes 14 through 6 AWG 
a dual rating, the 
marked type RHW 
RHH 90 also 
“mark 


locations. Included in 
Carrying 
new 


product ts 
as well as 
has company’s 


and measure” designations 


Fluorescent Fixtures 

Metal raft 
& Lippincott Sts 
Pa 


Products, Ine Mascher 
Philadelphia 33 


New series of 3'2-in deep fluorescent 


fixtures feature one-piece wrap-a 
round plastic shielding and one-piece 
Wrap-Around Plasto 


pendant or 


welded body 


Liers” are designed for 
stresses 


light 


surface mounting. Company 


installation ease provided by 


weight of polystyrene shielding 


Wall Switch 

Remcon div., Pyramid Instrument 
Corp., Lynbrook, N. Y 
addition to 
Made 
of phosphorescent material, it is me 
Remcon 


Glow” switch 1s latest 


manufacturer's low-voltage line 
chanically identical to other 
“butterfly” 
able in 


silent switches. It 1s avail 


combinations of one to four 


switches on standard wall plate of 


eight-position motor control 


Crimping Tool 
Vaco Products Co., 317 I 
St... Chic avo //, 


New “Crimcut” 
combination 
ter, 
per. It shears 5 
bolts 


Ontario 


tool is described as 
bolt cut 


strip- 


crimping tool 


wire cutter and insulation 


sizes of machine 
scTeWS OT 
#10 to 


in long, chrome plated with insulated 


and strips wire from 
Multi-purpose tool is 8 
grips on handles. Saves electrician 
handyman or mechanic from carrying 


four tools, it is stated 


Quiet Switches 
Circle F Mfe. Co 


“No-Kitk” 


provide, according to the 


Trenton, N. J 


mechanical quiet switc hes 


manufac 
turers, “almost silent operation with 


fluids,” 
arms 


out mercury or other having 


phosphor bronze spring with 
silver alloy contacts. Designed to opet 


No-Klik line 


is approved for control of both incan 


ate in any position, the 


descent and fluorescent lamp loads 


and motor loads 


Bus Duct Unit 
Federal Pacifu 
Parish St., Newark 


Llectrie 
N.J 


Single bus duct plug-in disconnecting 
lS-amp, 250-v to 


100-amp 600-v is said to simplify in 


unit usable from 


installation, Device ac 
ind I 
now used with the 
AB-Is and distribu 
Interlocking 


ventory and 


cepts the same I frame molded 
StABreakers 


company’s line of 


case 


tion panelboards cover 
prevents opening when breaker ts’ in 


on position. 


Floor Box 
The Thomas & 
Butler St., klizabeth 


Bett 
N.J 


New combination floor box-receptack 
nine different 
said to 

those of 
loads 


Design fa 


accommodates any of 


standard mect 
all outlet 


equipment 


receptacle Is 
needs including 


with heavy and 
varied Operating currents 
cilitates replacement of Outlet when 


ever change in equipment dictates 


Aluminum Clamp 


Llectru Lert 


Penn-Union 
Pa 


New 2-bolt aluminum clamp includes 


Corp 


with wrap-around finger, en 
fitting 
stresses that it is one 


part to 


spacer 
closing conductors over entre 
range Company 
fitting with no 


drop off during installation 


piece loose 
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NEW PRODUCTS 


Meter Socket Cincher 

D Kees Reatrice 
Neb 
socket 


meters on 


Improved version of meter 


cincher can now mount 


new GE square sockets as well as on 


conventional round ones 


Stahlin Bro line Beldin Mich 


New Pam 1 ¢ 
Lok-Slot id to 
vembly featuring 


iceway desinuated 


facilitate 


hanels 
control 
panel a construc 
that ; ept ine hold 
while the ire being 
ording to the 


lion readil 


ing them securel 
connected, ic company 


Because raceway climinat Wirt 


reduce 


bundling and lacing t 


pre 


duction time and maker cham 


Batteries 
Olin Mathie 

Llectrical div 

York 22, N 


New premium Win butter 

line will replace “Olin” b (with 
the exception of Olin photo-flash bat 
tery). Winchester D-size batters will 
hipper 144 unit All 
old 


itleri 


be sold in 
flash lights will also be 
Winchester: 


under 


brand 


Beam Clamp 
M inerallac hlectru 
Peoria St Chicavo /// 


ht weight beam clamp is termed 
treamlined uve 


ron casting 


hipping and 


ductile mal 
throat 
flanpe 


verti al 


handling cost 
leabl tain 
wu 4/4-in 


lapped for both horizontal or 


ommodat 


mounting of 1/4-20 machine screw 


Electrical Tubing 
The Sieelduct Co 
Bld 


Steel 


Republu 


town, Ohio 


Aliner EMI 
! tubing by means of 
h length 
hend ollset 


) oun 


nad 


henading « 


permits 


Ninet 
addl 
hing lines wit 
Benfield Bender 


I used als 
thinw ubing 


lateral blue line on « 
n ninety and 
in mat 
marke! duct 
Bend-Aliner 
with any 


market 


hn 


with line 


4 
\\ 
Raceway 
on Chemical Corp 
160 Park Ave., New ee 
bi 
i | 
N 
l 
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ind of Consigned Conduit 


Stocks Brings: 


Divided Opinions... 


Uncertainty... 


...and Many Questions 


Is Profit Squeeze Just a 


Pinch for Manufacturers? 


Mergers in the News 


Delivery Facilitation: 


Distributor Felicitation 


fixture Figures 


How’s Business? 


TOP OF THE NEWS .. . and its significance to you 


Consignment continues as the industry's hottest topic (.W—Aug 
57, p. 44). The opinion pot is boiling over in the wake of the 
announcement by conduit manufacturers of the termination of con- 
signed stocks. Distributors are divided into three camps: a small, 
articulate group that opposes the move (for an outspoken negative, 
vee Letters to the Editor—page 6) and an equally small group that 
applauds the step. The attitude of the majority: watchful waiting. 


The reason why most consigning distributors are on middle ground 
is their uncertainty of all the consequences. To some, the end of 
conduit consignment sounds the death-knell of the brokers and 
fringe operators who have been plaguing the distributing industry 
lo others, it places a bigger club in the hands of big distributors 
lo all, however, it means that a sizable investment in this basic 
commodity ts now called for 


For now and the near future, the atmosphere will be full of ques- 
tion marks. Will inside 5% deals on conduit become even more 
prevalent? Will the end of consignment make manufacturers’ local 
warehouses even more important? Will the 20,000-Ib rule hold? 
Will some conduit manufacturers soon find a return to consign- 


) 


ment imperative 


And another question, too: will wire be next to come off consignment? 


Are corporate profits really as rosy as some economists suspect 
(EW—Aug,. °57, p. 90)? We checked 20 electrical manufacturers’ 
first-half reports for 1957 against those for 1956 and calculated 
net carnings as a per cent of sale Ihe average change was a 
mere .5%—albeit in a downward direction. (A sampling of cor 
porate reports appears on page 118). Thus, we deduce that the 
electrical manufacturer perhaps has not been hit as hard as others 
by the “squeeze on profit margins’—the wholesaler, for example 
Sull, the profit squeeze is being cussed and discussed unceasingly 
It will be treated as the great 1958 challenge at the NICB marketing 
conference (by speakers including |! electrical industry leaders 
see page 110). And the ASA annual conference will discuss stand- 
ards as the key to beating the cost-profit squeeze (p. 134) 


National Supply Co., Pittsburgh, which manufactures and distributes 
conduit through its Spank-Chalfant div. announces purchase of 
Howard Electric Co., Melrose Park, IIL, maker of “Howarduct” 
underfloor wire distribution system. McGraw-Edison Co. will pur- 
chase total assets of Allover Mfg. Co., Racine, Wis., maker of com- 
fort appliances, and certain assets of Fairchild Camera & Instrument 
Corp., Burlington, Vt 


One of the major gripes of the distributor against his suppliers is 
their long delivery period. “We could've made ‘em ourselves, by 
the time we got ‘em.” Well, in this issue we report the expansion 
program of four manufacturers which should speed up delivery 
time: Okontte (p. 108), National Electric Products (p. 114), Crouse- 
Hinds (p. 120) and Roebling (p. 120) 


Value of all lighting fixtures shipped in 1955 was $736,800,000—a 
gain of 16% over 1954's total of $632,300,000. Average yearly 
gain between 1947 and 1954 was only 5°. More on Census Bureau's 
lighting products report next month. Meanwhile, American Home 
lighting institute reports residential lighting fixture sales in the first 
six months of 1957 were 3'2‘ under the comparable 1956 period 

2.2% 


Manufacturers’ sales were off 4 distributors’ decreased 


Wholesale electrical, that ts. There’s a minus statistic that bears 
watching in EW’s Business Index (p. 9&8). Its significance ts dis- 
cussed in News for the Industry feature, beginning on page 93 
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your B UR DY represe ylatiie 


COMES til, ask 


“WHAT'S NEW?” 
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| Great new merchandising opportuni 


...new “carry anywhere” demonstrator features 


EDWARDS SYLVAN 
entrance chime! 


Chime has eye-catching genuine natural wood 
case, lustrous pirano-like finish! Stock is 
window-boxed for extra impulse-sales appeal! 


J Popular price! Chime retails at $11.95 

J Demonstrator welcome in any store! Built-in 
battery power supply no plug-in cord! 

5) Ties in with other dealer promotions! Fits on 
any counter! 6%” wide, 744” deep, 11%” tall! 


te: look at.. 


Belle and chimes 


of) E 
pr 


to heart 


Reach new markets, new outlets, for holiday sea- 
son sales! This demonstrator sells anywhere because 
it's truly portable! Compact, light, and it has its own 
hattery power supply! No plug-in cord to bother with 

it goes On any counter, in radio-TV stores, hard- 
ware and appliance stores, gift shops, jewelry and 
department stores — anywhere! 


The chime is Edwards top-selling Sylvan! Intro- 
duced just last spring, Sy/van is already running away 
with the sales race! Now with this new demonstrator, 
customers everywhere will be pushing the buttons to 


hear Sy/van's three signals one note, two-note, and 
vibrechord. And Sylvan is the only popular priced 
chime with genuine natural wood housing! Eye-catch- 
ing new frosted walnut on the demonstrator — or the 
customer can choose popular modern limed oak from 
the window-display boxes in which chimes are packed! 


Cash in on the impulse-sales market with this new 
Sylvan demonstrator! Call your Edwards representa- 
tive or write: Dep’t EW-9, Edwards Company, Inc., 
Norwalk, Connecticut. (In Canada: Edwards of Can- 
ada, Ltd., Owen Sound, Ontario) 


EDWARDS 
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MR. JOBBER: 


This ad is making sales for you right now in 
the 5 leading electrical publications. 


Rotary-scale volt-ammeter 


150/300 
VOLTAGE RANGES 


NOW! A great new rotary-range AMPROBE with all the voltage and 
current ranges you need most. Here's why AMPROBE F 

easier to read than any other test instr 

1. SEE ONLY ONE SCALE AT A TIME. 4 current range 
ranges—each on a scale of its own. Every range you ne 

one time-saving tester! 2. ONE HAND-OPERATION! Range selector 
knob is right next to your thumb. 3. NEW MAGNIFIED DIAL... 
LONGER SCALE LENGTH. Greater visibility, greater accuracy than 
ever before. 4. POINTER-LOCK “FREEZES” POINTER AT READING 
Use the RS-2 any place your hand can reach—Needle can be locked 


in place so that you may read it away from conductor 


The only tester of its kind 
at the low, low price of only 


dont guess at it: ; AMPROBE 


There’s an AMPROBE for every job and every budget 


PYRAMID INSTRUMENT CORPORATION, Lynbrook, MN. Y. 
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Diamond 


WIRE and CABLE 


amond Wire 


ry ) 
the industry, 
through 
h and product 
nd product wig 


of the best ! 
is re 


rol, 


as on tauor 
Accepted Boe earned th pu 
ave 
gon cont 
yn any 


researe 
Diamo 
rvice to 


products 
program of prot 
vevelopment Your © 
mediate action ™ 
ime 


first portable cord for mill and Thermoplastic insulated and jack- 


plant use designed with tough, ouil- Type MD° eted non-metallic sheathed cable Diamond 
resistant Type MD* neoprene (Mill Duty) Retards flame and has excellent re- DUF’ 
sheath in Industrial Red for ready 


4 sistance (to moisture, Corrosion, 
Identification. “(Mill Duty) RED-D-Prene Type UF 


fungus, abrasion. Listed by UL. 


: Flexible steel armored cable ideally 
Non-stic king, smooth and easy to Diamond DT xX suited for general lighting and wir- Diamond ABC 


pull, Diamond DTX will not flake Non-Metallic ing in non-fireproot homes Armored 
off. Moisture aod flame resistant, it White Sheathed Available in two, three and four Bushed Cable 


is clean to handle and strips easy conductor 


Cable 


MOND 


May be used without conduit from 


Type SE 


Service . re 
pole to building and down side of Diamond tree-wire range cord Diamond 
building in places not subject to Entrance Cable long Have runes 


mechanicalinjury. Listed by Under (Armored and molded cap, molded on rubber Range Cord 
writers’ Laboratory jacketed cable—are complete with Set 
steel strain relief. UL approved 


DIiAMON D 


WIRE and CABLE Company 
Sycamore, Illinois 


WAREHOUSE: BIRMINGHAM, ALABAMA 


Unarmored) 
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The Cutler-Hammer Unit Breaker 
is the quality safety center 
which can grow with future needs 


Most new homes being built today are expected to grow electrically. New 
circuits will be required for added rooms, for air conditioning units, for 
automatic washers, clothes driers, food freezers, power tools, etc. Such 
additions can require expensive rewiring and costly load center replace- 
ments unless sensible provision has been made for this growth with a low- 
cost, high-quality Cutler-Hammer Unit Breaker 

Far-seeing architects, contractors and home builders are installing 
Cutler-Hammer Unit Breakers with breaker panels big enough for future 


needs but with only the breaker units needed today. They do this with 

There is a Cutler-Hammer Unit Breaker tor 
every homeowner's electrical future. Avail 
built for years of service. No product line as adequate and a uccessful able in graduated sizes up to 32 single pole 
in service as Cutler-Hammer Unit Breakers will ever become obsolete in 
pole breakers and 10 single pole breakers on 

a 200 ampere split bus 


confidence because they know Cutler-Hammer Unit Breakers are quality 


the protection it provides. 

On your next job install a Cutler-Hammer Unit Breaker safety center 
It is the finest and most dependable circuit protection available. Your 
nearby Authorized Cutler-Hammer Distributor is stocked and ready to 
serve you. Be sure to ask him for your copy of the Cutler-Hammer 
Unit Breaker Handi-Log, the complete safety center selector guide 
CUTLER-HAMMER, Inc., 1527 St. Paul Avenue, Milwaukee 1, Wis 
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IDEAS FOR I-T-E DISTRIBUTORS 


| 


Il circuit breakers have « venient, externally located adjustment controls. Available 
nd M frame (3 to & r ontinuous ratings), 2 or 3 pole, 600 v a-c, 250 v d-c. 


Only I-T-E gives your customers 
convenient external trip adjustment 


In motor control and resistance stantaneous trip adjustment means 
welding applications, adjustment of greater protection for motors and 
protective devices to a required set resistance welders. When a short 
ting is important. One of the many circuit occurs, all poles open simul- 
features of the ETI circuit breaker tancously. And enclosed terminals 
is iS convement externally adjust- protect personnel, yet permit easy 
able magnetic trip device. When it cable connections. 

is required to adjust the trip to a All these extra values in I-T-I 
liner degree, adjustment is made circuit breakers—at no extra cost 
from the front of the breaker without will be appreciated by your cus- 
interrupting service or encountering tomers. Point them out and enjoy 


live conductors. The range of in- extra sales. 


1-T- E CIRCUIT BREAKER COMPANY © 19th & Hamilton Sts., Philadelphia 30, Pa. 
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Frankly, it has been impossible to improve the excellent contact: 


of Eagle receptacles which have been proven for over 25 years 


But Now... 
We Present Them With The 


NEW LOOK 


MODERN DESIGN—NO GROOVES TO CATCH DUST 


AND 


LARGER HEAD BINDING 


for wire faster q 
AND 


MUCH STURDIER BAKELITE BODY 
to withstand thie heavier de 


Vaderwriter mands of modern wiring 
Listed Approved 
for use on 

REA SYSTEMS 
& PROJECTS ; LONG MOUNTING SCREW: 


CSA APP 
No. 6914 attached to stray; 


Now Also Available With 
HEAVY DUTY DOUBLE-WIPE CONTACTS 


Ordinary double-wipe contacts make con 
tact at only 2 places. Eagle Exclusive 
double-wipe contacts incorporate the Eagle 
pressure principle to assure maximum con 
tact area with the prong. Note large areas 
of contact between prong and flat surfaces 
Seale of double-wipe contacts, backed up by 
Contacte aanaeeaaian plastic at top and bottom. 


SOLD THROUGH WHOLESALERS ONI 


SINGLE CONTACT DUPLEX RECEPTACLES 


EAGLE ELECTRIC MFG CO, INC 


No. 733 without plaster ears 
Long Isitand City 1, New York tw 9.57 


No. 736 with plaster ears 
Plea nd me FREE me of your new Duples 


DOUBLE-WIPE DUPLEX RECEPTACLES lant 


No. 977 without plaster ears 
COMPANY NAME 
No. 978 with plaster ears 


Receptactes 


STREET 


All available in Brown or Ivory CITY 


Note——-2978 Also meets Fed 
Spec. WR ISIA 


EAGLE ELECTRIC MANUFACTURING CO., INC 


LONG ISLAND CITY |, NEW YORK 
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FRANK ADAM 
panel base asseinbly type 


FEEDER DISTRIBUTION 
PANELBOARDS ARE... 


Jobbers and wholesalers in all parts of the 
country are agreed that Frank Adam Pulfuz- 
switch (PFS) and Klampswitchfuz (KSF) 


Feeder Distribution Panelboards are one of 


their best sellers. 


The reason is that contractors and engineers 
know from experience that these panel- 
that they 
are safe, dependable and efficient and be- 


boards are one of their best buys 


cause they require less maintenance, they 


are economical too. 


Another big reason for the popularity of 


these panelboards is that they are of the 
panel base assembly type, which means that 
all necessary components—box, front, panel 
back and main bus bars are packaged com- 
pactly and are readily available for over the 
counter delivery for quick and easy assembly 


on the job. 


20 


There are no installation delays with these 


panelboards—no waiting for missing parts 
or complete assembly from the factory. 
Every precaution is taken to insure that all 
needed parts are included in the package. 
Switch units too, are separately packaged 
and are available from dealers’ stocks for 
quick assembly on the job. 


Still another important selling feature is 
that the switch units used in these panel- 
boards are horsepower rated and can be 
used as an emergency disconnect under 
stalled rotor conditions. For greatest effi- 
ciency, all current carrying parts are heavily 
electro silver-plated. 


If you want to reduce your inventory, and 
increase turnover and_ profits—here’s your 
opportunity! Stock and promote Frank 


Adam Feeder panelboards. You'll find it pays. 
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SWITCH FEATURES 


of FRANK ADAM panel base assembly type 
FEEDER DISTRIBUTION PANELBOARDS 


KLAMPSWITCHFUZ 
hinged type 


Combines both disconnect switch and fuse pro Access to fuses can be had only when door is 
tection into one unit, assuring years of trouble opened Doors can be closed in ‘‘on" or “off” 
free service Heavily electro silver-plated copper position Switch ratings are 30 to 600 amps 
contacts clamp fuses under pressure for low 240 volts AC, 250 voits DC, 2, 3 and 4 poles 
resistance continuous duty double or single throw 


PULFUZSWITCH 
pull-out 
type 


A safety type disconnect with pressure type For maximum efficiency all current-carrying 
fuseholders. To throw switch from “on” to switch and fuse contacts are heavily electro sil- 
“off” position, pull out fuse carrier—turn 180 ver-plated. Capacities are 30, 60 and 100 amp.,, 
degrees—and reinsert into base 240 volts AC or 250 volts DC, 2 and 3 poles 


For further information about these panelboords, 
and other Frank Adom products, consult your neorest 
@ representative listed in Sweets 


FRANK ADAM ELECTRIC COMPANY 
BOX 357, MAIN P O.¢ ST. LOUIS 3, MO 


makers of 
busduct + panelboards + switchboards + service equipment 
safety switches + load centers * Quikheter 
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A lighting job to be proud of. Shopping center in Chicago area uses 
Revere Ultra-Lites, which provide uniform, high-level illumination 
While reducing pole Uitra-Lites throu 


requurrements 500% to 


square shaped light patterns which “butt’ together, eliminating 
“dark spots The Revere heavy duty hinged poles allou 
nance at ground level—an additional economy feature jor the user. 


mainte 


Outdoor lighting trom one responsible source 


Widest line of matched fixtures 
offers the one best lighting solution 


Whether your customer is planning a parking lot 
installation like the one shown above, or whether he’s 
going to light a football field, Revere has the outdoor 
lighting equipment he'll need, Only Revere offers the 
wide choice to do the best job the most economical way. 

mercury, incandescent 
floodlights, fixtures and 


Hinged and rigid poles . 
and fluorescent luminaires 


fittings . . . Revere has them all, matched to “fit” for 


top performance 

You'll find it simpler, easier ordering from Revere: 
one shipping schedule, one billing schedule. And a call 
or a letter will bring a Revere sales engineer to help 
solve your customer’s special lighting problems. 


Write for catalog covering Revere’s complete line of matched outdoor lighting equipment 


Revere Electric Mtg. Co., 6009 Broadway, Chicago 40, Ill., UPtown 8-7100 


Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario 


OUTDOOR LIGHTING: Industrial * Commercial * Service Stations * Streets * Sports * Airports * Shopping Centers 
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WAY 
TO FINISH A JOB 


MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard. 

Hex head screws available 
on all fittings at no extra 
cost. L35 and L70 furnished 
with slotted screw to 
allow tightening 

with screwdriver. 


TERMINAL LUGS AND SPLICERS 


Quickly Installed—No Special Tools Required 
Highest Quality Materials Throughout 
Rugged, Durable Construction; Compact Design 


Choice of Bolt crew, Socket or Hex-head 


Economic ally Priced 


Available Through Electrical Wholesalers Everywhere 


Write for Latest Lug Bulletin Containing Specifications and Prices 


~ 


1525 WOODSON ST MO., WYDOWN 3.9430 
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Malleable tron Unilet 
Takes either 100 W or 
150-200 W adapters 
Ceiling, pendent 

bracket types available 
in a variety of hub 


sizes 


Reflector 
Steel, with green por- 


celain enamel exterior; 
sized for 100 W, 150 
or 200 W lamps 
naps easily into posi 


n 


Unit Assembly Adapter, Globe, and Guard 
size globe adapter with shock 
ast aluminum guard has two 
plungers which snap se 
apter. Vaportight globe in 
lear glass Of various 


U. S. Pat. 2,749,433 
2,715,214 
2,749,435 


Canada Pat. 531,655 


Also Manufacturers of: 


"ST" Series Connectors 
Explosion-Proot Outiet Boxes Malleable iron Unilets & Covers 
Fixtures 


Automatic Reelites 


® 
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V-51 Series Convertible 


Vaportight Fixtures 


to relamp or convert! 


m@ One trip up the ladder, a few quick twists of the wrist, and relamping or wattage 
conversion is done! V-51 reflectors with integral neoprene ring adapt perfectly to the 
grooved unilet ... permit instantaneous substitution of reflectors. For economical service 

and maintenance, it’s hard to find anything more practical than Appleton’s V-51 Series 
exclusive unit assembly (adapter, receptacle, globe, and guard). Shock absorbing socket 

cuts lamp replacement costs. Try the Appleton V-51 Series standard or shallow dome, 
deep bowl, or angle type reflectors and 100 W and 150/200 W vaportight unit assemblies 

in your plant today. Available in a variety of hub sizes in pendent, ceiling, of 


bracket type fixtures for every kind of installation. 


Maintenance man take pare a bly to lamp siring nt An upward thrust J b jarter twist engages neoprene ring with 


or wattage change er the groove in the ur 1d snaps the reflector in p tion 
in place and the jot { igher wattage yf )/ : ¢ peration of removing mp, inserting new u et, and positioning of 
changeable with | watt ur nd can be used in ne unilet bod reflector requires no special tool no set screws no small parts 


Die-cast aluminum guard tur inter clockwise to at ’ | to juggle. Absolute simplicity! 


Soild Through Franchised Wholesalers Only 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 


4 

for easy val in relamping) 

ANS 

Rely on APPLETON... the Standard for Better Wiring® * 


Are you selling 
the steak 
or the ‘sizzle’? 


Sure, 


“overloading” 
be wired for best performance. 

But how about the little lady? Chances are 
all she knows about electricity is that it packs 
a wallop. That’s why she usually lets her hus- 
band change the fuses. 

One thing she knows for sure, though — noth- 
ing works right anymore, The appliances act 
sluggish, the lights go dim, and the fuses keep 
blowing. That’s why she’s called you in. 

She’s been reading all about the wonders of 
“FULL HOUSE-POWER” and “LIVING BET- 
she wants 


some of the same. 


you know all about “voltage drop” and 


and how a house should really 


This is no time to talk about “voltage-drop,” 


Avoid Technical Jargon 


Your trade associates will know what you’re 
talking about — but she won’t. Take a tip from 
industry promotions now educating the public: 
talk to your homeowner customers in terms of 
the pl asure, Conve nie and ty ail ad- 
equately wired home, 

Stress the « njoyment and comfort offered by 
the latest electrical appliances and the need for 
having the proper wiring to enjoy it. Your cus- 
tomers will respond a lot faster to these benefits 
— the “‘sizzle’’—than they will to talk about am- 
perages and voltages, 

And when you explain the wiring details, try 
putting it in simple terms. For example, when 
you show how conductors feed current into 
branch circuits, you might use the idea of 
“water in a big pipe feeding into smaller pipes.” 
Homeowners can understand that kind of talk 


and they’ll be considerably more receptive to 
your sales efforts. 


What Other Contractors Are Doing 


Contractors who sell rewiring find they can bet- 
ter escape the cutthroat competition of new con- 
struction work and bid-peddling. To help them 
along, the industry is spending over $10 million 
this year to promote rewiring jobs. 

Make this investment pay off for you. Tie in 
locally with the national wiring programs spon- 
sored by the industry. Cooperate with trade 
allies. Do a little promoting on your own by ad- 
vertising locally or in direct mail. 

And above all, sell “better electrical living” 
every chance you get: through trade and civic 
associations, through employees—yes, even 
through friends and relatives. 

very one in the industry has a stake in the 
multi-billion dollar modernization market — 
yours, the contractor’s, is perhaps the biggest. 


MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue, Brooklyn 16, New York 
aha Manufacturers of: Safety Switches, 

Service Entrance and Meter Mounting 
§ Equipment, Fuse Panels, Fully Magnet- 
ic Circuit Breakers and Load Centers. 


BAND FORA 


HAPPIER 

jour ) 

AMERICA 
» 
Mpa” AT HOME 
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on the lighting horizon with 
PRISMATIC LIGHT CONTROL 


RISMOID 
RATELITE 


* Pot. Pend 


THE PRISMATIC LOUVER-LENS 

employs thousands of plastic prisms to create 
functional, beautiful lighting patterns. Up to an 
amazing 86% efficiency with low brightness 
control comparable to accepted standards. Plus, 
BREATHING ACTION for better maintenance 


and cooler operation 


A HMHEAD-ON 


HERE'S A CROSS-SECTION 


AAAAA 


Add this new touch of charm plus Guth's tradi 


WRITE FOR ALL THE DETAILS OF THE 
EXCITING PRISMOID GRATELITE STORY 


tional lighting efficiency to your installat 
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CLARK Type ‘CY’ Starters, sizes 0 and 1, 
now have higher NEMA horsepower ratings 


As shown in the table below, NEMA maxi- 
mum horsepower ratings for size O and 1 
AC magnetic across-the-line starters have 
been increased. Clark Type“CY” starters 
now available to meet these new standards 
will, in many cases, permit you to meet your 
requirements with smaller sizes. Effective 
immediately, Clark distributors can help 
their customers save money and space with 
Clark Type “CY” starters. 


CHANGES IN NEMA STANDARDS FOR 
MAXIMUM HORSEPOWER RATINGS OF AC 
MAGNETIC STARTERS AND CONTACTORS 


SIZE AND 
VOLTAGE RATINGS 


MAXIMUM HP RATINGS 


THREE PHASE 


SizeQO 110V 
SizeQ0 208/220V 
SizeO0 440/600V 


IN ADDITION TO COST AND SPACE SAVING See 1 110 


BENEFITS OF THE NEW NEMA RATINGS, 
CLARK Type “CY” STARTERS OFFER 
MANY OTHER ADVANTAGES: SINGLE PHASE 


SizeO 110V 
Greater Dependability and longer life Size 0 208/220V 
@ Heavy-duty mill-type construction Size 0 440/600V 
@® Large silver-to-silver twin-break contacts, 
@ Vertical lift, free-floating magnet uses no springs; pull char- Size} 110V 
acteristic assures positive contact closing and keeps magnet Size 1 208/220V 
slam to a minimum. Size 1 440/600V 


Easier Maintenance 
@ Contacts and contact springs quickly and easily inspected — NOTE: HP ratings for plugging and jogging duty 


without tools. have not been revised. 


@ All parts readily accessible and replaceable from front with 
out removal from panel or enclosure—screwdriver and wrench 


only tools needed 


@ Magnet coils easily replaced, These increased horsepower ratings for AC 
Simplified Installation controls will be adopted for all forms of 


@ Generous wiring space Clark across-the-line starting equipment. 
@ All terminals face the front. 


Pressure-type terminals line and load, 
determi Revised Clark Catalog sheets and price lists cover- 


-..and many others ing the new NEMA ratings are available on request. 


ally 


Jee CLARK (@) CONTROLLER 


Everything Under Control UU 1146 East 152nd Street ° ° Cleveland 10, Ohio 


IN CANADA: CANADIAN CONTROLLERS, LIMITED . MAIN OFFICES AND PLANT, TORONTO 
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when good designers get together... 


They recommend connectors made the ILSCO way greater than much heavier and larger cast alloy 
because they know they get these important added types. You save 
benefits: 


pace, handling trouble and money 

Iisco connectors do not overheat. Under normal 
conditions, operating temperatures remain as much 
as 50% below permissible Underwriter Laboratorie 
maximums. That means greater safety, fewer trou 


n ble spots in your layout 
@ 100% pure electrolytic seamless copper gives 


Ilsco connectors 100% conductivity. The copper is 
cold-worked to preserve its natural properties. Find out how much time, trouble, worry and hard 


Join the ranks of Ilsco’ itisfied customer 


@ Compact, light-weight Ilsco connectors pos- cash you can save. Write for your free copy of Cata 
sess strength, secureness and capacity equal to or log #50 and samples. Dept. 13 


CONNECTORS © FABRICATED TUBES NEUTRAL BARS 


SOLDERING LUGS ¢ STAMPINGS © TERMINAL BLOCKS 
SHADING COILS ¢ WIRE-REINFORCED FUSE CLIPS 


4730 Madison Road « ( 


isco of Canada, ltd , 25 Carsor 
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All 4 offer more light—-save more money 
because Sylvania puts the reflector inside 


Revardlh of your customers’ lehting mercury vapor lighting. Its 23,000 lumens tensity, while “floods” give a wider, more 


requirement there's a Sylvania reflec represent an important increase of overt diffused beam. Reflector lamps are suit 
tor lamp that can help reduce lighting 0° in light output compared to other able for high-bay industrial lighting, and 
cost types of mercury vapor lamps of the close visual assembly work, parking 

Sylvania reflector lamps give more us sume wattage areas, etc. Projector lamps are better for 
able light without increasing power cost Fluorescent  Sylvania’s Reflector area floodlighting and general outdoor 
They eliminate frequent, costly reflectoc Fluorescent Lamps offer up to 60 applications, or tor interior industrial 
and fixture cleaning expense. They give more directed, usable light. Available auxiliary lighting and many commercial 
a hizher depree of efficiency because in single-pin and bi-pin types, they are applications 
light-dimmuing dirt, dust and grime cant made in a broad range of colors and : 7 


affect the sealed-in reflector sizes. They are particularly suited for Demonstrate the dollars-and-cents ad 


\ tay if hivh-etl ret 
Sylvania reflector lamps are available industrial lighting, for bare-lamp strip antages of high-efficiency reflector lamp 


rh \ ) 
in all 3 mayor lamp types lighting, and directed light in store win lighting to istomers. For informa 


Mercury Vapor (KS-II1) a dows, coves, valances, etc 
hizhly efficient 400 w. Silver-White lamp Incandescent Sylvania Incan 
that combines the advantages of an in descent Reflector and Projector Lamps 


won, write 


Ma 
ternal reflector lamp with are available in spot’ and “flood” types ” 5 , snada) Lid 


the economies of “Spots” concentrate a beam of high in 


SYLVANIA ¥ 


+. the fastest growing name in sight! 


LIGHTING ELECTRONICS TELEVISION . ATOMIC ENERGY 
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savings 
irect burial 


1/3 TYPE UF 


lower material costs 
lower labor costs 


types of more expe 


combinations for 


Columbia UF is available 
with and without grounc 


through 4/0 Approved by Underwriters’ Laboratories 


CABLE & ELECTRIC 


Serving the Electrical Wholesaler Since 1912 % 
255 CHESTNUT STREET BROOKLYN 8, N.Y. 
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Flex-Seal Non -Metali sheathed Cable 


Pe 
. 
ae 
( 
—— 
1956 NEC regulatio yw permit the use of UF ple jucto : 
zes through 4 for direct eart buria whe provided witt ey 
vercurrent protect on voll f Now y ive 
on materials and labor by using ; UF in place of other 
cable o place of wire and conduit 
direct burial ay 
n two a three juctor assemblie 
wire nd ple juctor $i7@4 
9 
EMT UF Flexible Stee! Conduit 


Thoroughbred 
erformance 


every job! 


There's a 
BULL DOG TAPE 


for every purpose 


FRICTION 
BULL DOG TAPE goes on fast ... sticks tight 
ays tight. Splices neatly ... extra strong 


e RUBBER and st: 
High dic lactic trength for 


and non-rave 
complete all-round electrical protection. BULL 
stands 


DOG resists weather and moisture 
job. Make BULL DOG your 


PLASTIC 


up longer on the 
pet tape! 
Nold only 


through verified 


wholesalers 


Another quality product of 
BOSTON WOVEN HOSE & RUBBER COMPANY 


BOSTO BOSTON 3, MASSACHUSETTS 


Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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ADVERTISEMENT 


PRODUCT NEWS 


New Leviton Wall Plates 
Have Clean Line Design 


jem if 


In step with today’s trend toward 
clean, functional design, the new 
Leviton wall plates are smartly 
styled to complement any decora 
tive scheme. Molded in rich brown 
phenolic or gleaming ivory plas 
tic, these distinctive low relief 
design wall plates eliminate dust 
collecting problems wipe clean 
in a jiffy. Complete range in 1, 2, 
3, and 4-gang plates, with com- 
binations to meet all wiring in 
stallations. Also available for 
Interchangeable Series Device 

Individually packed in cellophane 
together with necessary mount 
ing screws. Meet NEC and Fed 
eral specification 


No. 5031 


New U-ground Devices 
Added to Leviton Line Now, a newly designed series of de- changeable with other devices of the 


vices that can be made up in combina ame type for replacement purposes 
Among the many new items con- tion and installed right on the job 

stantly being added to the with a minimum of inventory and a 
U-ground line of Leviton specifi maximum of efficiency. Any combina 
cation grade devices are the tion of one, two or three devices on a 
duplex outlet combinations with single gang can be assembled quickly 
parallel and tandem slots. These and easily. Each device locks into the 
strap with a twist of the screw driver 


Select from a wide ariety of Inter 
hangeable components including Sin 
gle pole, Double pol »-way and 4-way 
witche Cor ! outlets; Push 

Duplex and Triple 


combinations are particularly ap- 
plicable where 125V and 250V is With the Leviton Interchangeable es oF 

required at one outlet. For use Line, you get the devices you want in lesions 
with air conditioners, portable the combination that is right for the shenolic are sin ed.eca y cleaned 
power tools, washers and dryers job. And these devices are also inte: ) nderwr oratories 
New and also available are single 
pole switch and U-ground outlet 
combinations. Meet all Federal Your best jobs are done with 
specifications. Listed by U.L 
For complete information write full informa 

Leviton Manufacturing Company, LEVITON MANUFACTURING COMPANY - BROOKLYN 22, N.Y. 


Inc., Brooklyn 22, New York 


Al 
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BECAUSE nearly | out of 3 . 
homes will see these I 


sales-making ideas in... 


BECAUSE 


BECAUSE (, 


BECAUSE | 


conte 


GENERAL ELECTRIC 
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5 The Saturday Evening 
GE broadside O00 dealer Christmas lighted he es acre "Ne cour 

mas lamps chi cal \ ipplier and for renew G-l } ta 
| the |} i elped prod of Nela Park 


“WHAT? 
You've 
never 
tried 

Circle 


i 


Well, what are you waiting 
for, man! You'll really be 
surprised when you see 
how good it is! In fact, it’s 
the best! Y’see, Circle F 
products are made with 
exceptional care. They're 
top-quality — made better 
to last longer—giving you 
service with a capital ‘S!”’ 


Best of all, here’s quality 
and service that doesn’t 
cost you an arm and a leg! 
The price is right—because 
it’s low! 

So, don’t just stand there 
with your mouth open... 
get Circle F — quick! 


Circle F Mtg.Co. 
TRENTON 4, NEW JERSEY ELECTRIC 


PRODUCTS LTO 


rn ie ted re 
er isulate ¢ MONTREAL @ 
Box 591, Trenton, N J 


nt aste 
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PRODUCTION STRIPPERS 


New high-speed bench model for film-insulated 
fine wire. Twin fibre-glass cones remove every 
known type of film insulation instantly, from 
AWG No. 50 to No. 30 wire, without damage 
to wires o1 parts One pal of cones does every 
job. Other models include hand-held model 
and heavier duty twin cylinder bench type 


Compact Twin-Cylinder Bench Light weight Hand-Type unit 


Type—Strips AWG No. 50 strips wire to within Ve" 
to No. 25 wires of coil 


DON'T FORGET THE REST OF THE IDEAL PRODUCTION 
STRIPPER LINE — THE BROADEST IN THE INDUSTRY, 
WITH STRIPPERS FOR EVERY KIND OF JOB. 


36 


SPREAD THIS NEWS 


---and bring back a 
bagful of orders! 


NEW WIRE 
STRIPPERS 


from 


End the ‘‘Headaches’”’ of 
Stripping Film Type Insulation 


High-speed stripping of film type insulation has given many of 
your OEM and other customers a bad time. Demonstrate to 
these folks how neatly these new IDEAL Wire Strippers solve 
their problem—on “Formvar’, “Formex”, Nylon, Teflon or 
any other film-type insulation. It takes just a few moments to 
show ‘em—and come back with an order! This is juicy new 
business—and the field’s wide open for you because there’s 
nothing else even close to these strippers on the job. Get 
started now—by getting your own order in today! 


TEFLON HANDSTRIPPER 


Designed exclusively to make stripping of 
Teflon insulated wire, sizes No. 10 to 26, 
easy and quick. Unique features include ad- 
justable length of strip and plastic wire stop. 
Nothing else like it 

IDEAL SUPPLIES A COMPLETE RANGE OF OTHER HAND- 
TYPE STRIPPERS IN THE FAMOUS ‘'STRIPMASTER'’ AND 


“E-Z"' MODELS. IT PAYS TO MAKE IDEAL YOUR 
SOURCE FOR EVERY STRIPPING NEED! 


IDEAL INDUSTRIES, Inc. 


1047-1 Park Avenue, Sycamore, Illinois 
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ROYAL PVC HEAVY DUTY 
CAPS AND CONNECTORS HAVE 


WAYS 


PATENT 
PENDING 


I like PVC ex 
tra rugged all 
molded design 

blade and 
contact tay 


I like PVC be 


iuse they ive 


Llike PVC dead 
front caps ne constr time fast 
exposed wires I like PVE one 0 est, easiest wit 
to worry about I like PVC for piece connes 
no bother afety | get tor no loose 
some fiber better, safer evelets or rivets 


put never 


wobble or work 


washers cleaner wiring no screws to 
every time fall out and get 


Y @S. the electrical trade is going for Royal PVE 
ina big way the greatest engineering advance in caps 
and connectors in years! 


FREE SAMPLE Write on company 
letterhead for FREE SAMPLE today! 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporatior 
PAWTVCKE RHODE 1StLANOD 
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There’s a HOLOPHANE Luminaire 
Specifically Designed for Each Purpose... 


¥ For almost 60 years wherever lighting is 
; used—the name HOLOPHANE has sym- 
bolized the ultimate in quality, effective- 
ness and enduring serviceability... 
Holophane engineers continue to develop 
new scientific techniques for every lighting 
purpose —industrial, commercial, educa- 
tional and institutional .. . The products of 
their research are sold and accepted 
with confidence, because the name 


Holophane is impressed on each piece 


Look for the Name Holophane 
on Lighting Units that 


Sell Faster...Serve Better 


(A) REALITE* Luminaire featuring the new 
PRISMALUME* CONTROLENS* 
(B) No. 635-AL LOBAY* Reflector for 400 Watt 


mercury vapor lan ps 


(C) Nos. 6024, 6025 — 2 foot square PRISMA- 
LUME* ry f t INTR ENS* 
for troffers. as etr r ngs or large 
luminous pane 


PARADOME* in cx 


types. For classrooms and offices 


Recessed Incandescent Unit wit! 
CONTROLENS* for high level 
able general lighting 

Bracket-type outdoor unit widespread 


distribution for exteriors 


No. 685 LOBAY* Reflector + se in low 
bay industr reas and for the lighting 


of gymnasiums 


HOLOPHANE 


COMPANY, INC. « Lighting Authorities Since 1898 
342 Madison Ave., New York | 
THE HOLOPHANE (CO., LTD., 418 KIPLING AVE. $0, TORONTO 14, ONTARIO 
Write for Engineering and Sales Data 
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Order-taker—the Big Libel 


They're just order-takers . . . they don’t stock adequately . . . they have 
no loyalty. With monotony of cigarette commercials, these criticisms of dis 
tributors are repeated in an endless procession, Litthe manufacturers say 
them. Big manufacturers say them. If there’s one thing all manufactures 
have in common, it would seem to be a poor opinion of distributor: 

In making their no-loyalty, no-stocking, no-selling complaints, manufactur 
ers are partly right-—no doubt about it. But they also are partly wrong. Their 
major error, In Our Opinion, ts in generalizing. And the generalization that 
galls us most ts the No. | gripe: distributors are just order-taker 

This simply isn’t so. We have been in too many wholesaling houses, mad 
too many calls with good salesmen, seen too many effective demonstrations 
of salesmanship—and published too many stories about them—to swallow 
such an across-the-board characterization. There are order-takers in the 
wholesaling business, to be sure. But they aren't the common denominator 
in distribution any more than quacks are in medicine 

Where do manufacturers get the idea that distributors and their salesmen, 
individually and collectively, are just order-takers? 

Distributors themselves certainly are a primary source. Right or wrong 
they are too ready to pin the order-taker and price-cutter labels on competi 
tors. The result: eventually, everyone's name is muddied 

Another source of this mistaken impression is other manufacturers, Just 
as distributors privately blame contractors for many of their troubles, manu 
facturers are inclined to take it out on the next guy down the line. And when 
the bad word makes the rounds, it soon takes root 

Possibly the most prolific spreaders of the bad word are the manufacturer 
field sales people. From the narrow vantage point of their product specializa 
tion, they are quick to conclude that distributors are not devoting enough 
time to their line. And from this conclusion, its only a short step to the 
conviction that all that distributors are doing is taking orders 

But distributors and manufacturers are carriers of the libel, not the cause. 
The cause itself is the demoralizing influence of the Big Job. Its decei 
big dollar sign is often the distributor's downfall. Here is where he for 
sell and takes the order for anything that will get it: cost plus five, four 
two—or one. And here is where he earns the order-taker tag 

Ihe fact that es apes many however, is that Big Jobs are only part 
business. The rest—some 8&5‘ of a firm’s transactions, by one autho 
reckoning (FW—Dec. ‘56, p. 53)—1s where the distributor acts 
tributor. Unfortunately, it’s forgotten in the Big Job fever. But the fox 
there—solid, sustaining. It’s the many small volume sales the salesman 
on his daily calls. It’s the countle ales that are built up at the 
every day. It’s these and all the other things that make distributor 
nomic necessity and not a necessary evil 

They give the lie to the order-taker label. | lectrical wholesali 
ales-creating, sales-building busine Distributors shouldn't for 
they shouldn't let manufacturers forget either 


EDITOR 
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The First BASICALLY NEW 
Lighting Idea in nearly 20 years! 


NEW in its revolutionary light-positioning principle 
NEW in its ease of “stay-put”’ adjustment 

NEW in its vision-aid quality of light 

NEW in its more efficient light distribution 


TROMBOLITE 


-VISION-AID 
QUALITY 


from vertical 
to horizontal 


You've never seen a lamp like this before! Attractive, func- 
tional G-l-i-d-e A-c-t-i-o-n TROMBOLITE adjusts in seconds to 


thousands of positions — stays adjusted under jolts, jars, a) 2 
vibration. CLOSE INSPECTION 


Modern blue and chromium finish. Choice of mounting bases 
for desks, drafting tables, wall, machinery 


Mode! #15D-100 [Incandescent)} List Price $19.95 
Model #FSD-200 [ Incandescent 
(iIMustrated) & Fluorescent 


Write f talog listing complete range of models and prices. | ae 


CORPORATION © 111 WATER STREET, BROOKLYN 1, N.Y. 


Jus Price $24.95 
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A SPECIAL REPORT COVERING: 


ON Customers page 42 
Buying Influences page 44 
Markups and Discounts page 46 
Problems page 46 
Sales Techniques page 48 
Looking Ahead page 64 


HE STAKE of full-line electrical wholesalers in 
lighting is a big one. As dollar volume producer: 


in themselves and as prime movers of other items 


lamps, wire, tape, ballasts, switche lighting fix 
tures are at or near the top of every wholesalers key 
product list 

But, unfortunately, the liyhting busine isnt a 
profitable as it should be. Cutthroat ompetition on 
big jobs, direct selling by manufacturers and agent 
discount selling hy Vholesale-retaal operator and 
a host of other assorted ills are c ntinuing to take 
much of the joy and most of the margin out of the 
market 

What's the cure? More emphasis on merchandising 
and creative selling may not be a panacea, but it 
a do-it-yourself remedy that can be prescribed for 
all. By way of some ingredients, 
SALING has prepared this 24-page special report 
which (1) presents some important new statistics and 
(2) spells out in detail lighting sales ideas that are 
paying off for their distributor-originator 
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Lighting Sales Idea-Book (cont.) 


TO SELL LIGHTING SUCCESSFULLY: 


Youve Got To Know 


How electrical wholesalers divide their 


NOWING who your customers are seems so funda 
[einen a consideration as to be hardly worth a 
mention. But in marketing lighting fixtures, the role COMMERCIAL FIXTURES: 

of the customer is not always too clean-cut ” 
In the industrial fixture field, for example, there’s the 
contractor-industrial problem of who hangs, who buys 
And with residential fixtures, it’s often a case of selling to 
the consumer for the contractor, who is the wholesaler’s 


actual Customer 

Io find out who the customers for lighting fixtures are 
and what their relative importance is, ELBCTRICAI 
WHOLESALING surveyed the lighting department managers 
for the nation’s independent electrical distributors. We 
asked them approximately how their commercial, indus 
trial and residential fixture sales were divided. An analy 
is of their responses provides for the first time customer 
omposites for the three classes of fixtures (right) 
e Contractor First--As might have been expected, the 
electrical contractor comes off us the biggest custome! 
directly for commercial and industrial units, and directly 
and indirectly for residential fixtures. But there are two 
statistics with a surprise factor INDUSTRIAL FIXTURES: 

e 43.7% of industrial fixture sales is to industrial 
plants—-certainly higher than many would have guessed 

e 7.8% of residential fixture sales is to builders 
rather low in view of industry talk about seeking more 
builder business 

What about trends in customer patterns? Changes 


69.9% To 


ELECTRICAL 
CONTRACTORS 


52.4% To 
ELECTRICAL 
CONTRACTORS 


are on the way as the pressure from other channels 
grows, particularly the retail-wholesale specialty lighting 
fixture outlets. In view of this burgeoning outside-the- 
channel competition, a logical first step for full-line 
wholesalers would seem to be renewed development of 


electrical contractors as lighting merchandisers 


RESIDENTIAL FIXTURES: 


43.1% To 


ELECTRICAL 
‘ \ CONTRACTORS 


35.6% To 
CONSUMERS 
(THROUGH THE 
ELECTRICAL 
CONTRACTOR) 


BUILDERS 
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Who Your Customers Are 
; lighting fixture sales—based on an analysis of responses to a recent EW survey: 


‘Others Include: 


Schools state and tederal agen 


cCics 


Industrial plants 
2° Cusors 
10. Yo TO casees 
OTHERS* Public utilities 


National buyers 
Store owners and hardware lore 


19.9% To 


BUILDING 
OWNERS 


with their own electricians 
Architects, decorators 
Institutions that have their own 


maintenance men” 


‘Others Include: 


3.9% TO Municipaliti 


Government 


OTHERS* Small stor 


Leases 


Home ownel 


INDUSTRIAL 
PLANTS 


*Others Include: 


National buyer 
Retail Ww on 
P. A., etc) 


10.0% TO Other distributo ot on dling 


residential lightin 


3.5% TO 


BUILDING OTHERS* 
SUPPLY (INCLUDES 6.6% "Interior decorators’ 
DEALERS TO OTHER Retail-—unclaimed by contractor 

RETAILERS) 
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Lighting Sales Idea-Book (cont.) 


TO SELL LIGHTING SUCCESSFULLY: 


You've Got To Cultivate 


QO SELL more lighting fixtures, cultivate archi 
tects and consulting engineers through salesmen 


by respondents in the “whom do you cultivate beside 
customers” phase of EW’s recent survey of lighting e ARE CULTIVATED sad 
practices, problems and sales technique 

(The cultivation practices of the respondents—lighting 


sales managers for departmentized electrical wholesaler ° 

are probably more advanced than non-department Consulting 
ived firm \ survey of this latter group Ow =of the Engineers 
nation’s independent undoubtedly would show a lesset 


degree of this type of activity.) 
Nip and Tuck—In all three markets—commercial 


industrial, and residential——architects were named a COMMERCIAL 


the most heavily cultivated of the buying influences 


Consulting engineers ran a dead heat in one, a clos LIGHTING Architects 


econd in another 


And salesmen’s calls got the nod as the most frequently 
used means of promotion FIXTURES 


In the commercial fixture field, architects got more 


mention than consulting engineers, 79° \ 136° 
Decorators trailed way back, with but 41.7/ of the 
distributors seeking their favor. Personal salesmanship Decorators 


uppeared as the most popular medium tor convincing 
these three buying influences. Direct mail, usually coupled 
with sales calls, was mentioned by more than 60% 


And hehting layout service received considerable notice 
although less than the other two methods 


For industrial fixtures, architects and consulting Consulting 


engineers tied at 71 in degree of distributor cultivation, s 
with ale men call vain the overwhelming choice INDUSTRIAL Engineers 


for selling methods. About one-half of the cultivating 


distributors use mailings to stir interest in fixtures. A LIGHTING 
notable variation came in the use of lighting layout 
service——over 40°) found it worthwhile when dealing 
with consulting engineers, but less than 20 employed it FIXTURES r’ La 
with architects rchitects 


Architects nipped builders by a fraction as the most 


sought-after buying influence in the residential fixture 


realm. Decorators continued to follow in the distance 
Although sales calls were most often indicated as a 
sales technique with architects, a whopping 90.9% of 
those cultivating builders listed direct mail as the most Builders 
olt-used device. With decorators, 83° said the same 
Lighting layout service is used moderately, slightly 
more than 25° making it available to all three buying 


influences 
e Results Confirmed the cultivation of architects RESIDENTIAL 


and consulting engineers can be profitable is confirmed 


by a 1956 survey conducted by the Erecrrica WHowt LIGHTING Architects 
SALING-——Electrical Construction and Maintenance Re 
search Department. This study showed that architects 
and consulting engineers evenly split the responsibility FIXTURES 
for selecting fixtures on 52.8% of all types of jobs 
amounting to more than $1,500. Electrical contractors 


picked the make in 52.4% of the jobs 


Ihe moral tor wholesalers in these statistics is clear Decorators 


cultivation of the keying buying influences—in addition 


to the actual buyer—should add up to a more successful 
lighting business — 
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The Buying Influences 


BY THIS % OF WITH THIS % OF THEM USING... IN THESE COMBINATIONS 
DISTRIBUTORS BS Direct Mail Salesmen’s Calls Lighting Layout Service ~ 4 

| 
73./ 60.7 78.6 35.7 


79.0 71.4 82.1 42.8 


47.0 


455 


90.9 


740 82.6 


83.0 64.7 


94.5 
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More on cultivating residential fixture sales 


Do Distributors Cultivate Consumers? 

A big majority 17% of the sales managers 

responding in EW’s survey—say they cultivate 
consumers in selling residential lighting fixture 

Newspaper and radio advertising and direct 

mail are the primary means. Then in this order 

following ip Dodge report inviting con 

ume! to the howroom, talking to lub 

participating in home show following uf 


factory advertising imnquirt 


What Are the Showroom Markups? 
The median markup ts 2.5 times—with 54% 
aying this is the one they use. The next most 
widely-used markup is 2.22 times, followed 
by 2.0 and 3.0. Some of the variations include 
if received prepaid; 2.1 if freight 
collect; 2 if assembled by u 
where equipment is FOB our hous« 
and 2 vhere equipment is FOB mill 


What Is the Contractor's Discount? 
When the contractor comes into the show 
room with a customer Ai iy they give 


the contractor i 40 discount. One grout 


comprising of those re ponding im the 
urvey ay their discount 1s 25° another 
ay and still another 8‘ Sa\ 
Ihe remainder tate them di 
count to the ontractor | on escorted 
ule 
When the contractor simply sends the cu 
tomer in, the picture changes somewhat. Gen 
erally speaking, the contractor's share of the 
ile 4 ut. This is done primarily by the 
distributor vho extend him a 40° discount 
when he scorts the ustomer \ number 
vitch to 4 4 discount 


Distributor hi s% of 


discounts to cover escorted sales almost unan 


imously stick to these discounts when the con 

tractor sends the customer in. The prevailing 

discounts for unescorted sales break down as 

follows: & Sis % say 2 11% say 
Say 40) 


Changes in Markups and Discounts? 

Showroom markups and discounts to the 
contractor have been changed recently by 35 
of the responding wholesalers. Almost without 
exception, these changes were reductions 

One typical comment We changed from 
40)! on unescorted to 33-! because we 
handle the complete ale. The electrical con 
tractor makes too much money for the amount 
of effort he puts into the sale of lighting 

Ot the 6 of distributors who have not 
made any change half are considering a 
change in the near tuture. Some commented as 
follows 

e “Present markup too high 

e “We would like to change to a 2-time or 
22 with a 20/20 discount split between build 
er or consumer and electrical contractor. The 
electrical contractor is too important to change 
the markup 

e “lo meet local price competition 

e “lo cut the contractor's discount 


cannot pass a discount along to the custo 
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TO SELL LIGHTING 
You ve Got 


. » « ON COMMERCIAL FIXTURES 


ECOGNIZING the existence of a problem ts often 

regarded as the first step toward solving it. The next 
steps come hard when lighting fixtures are concerned, 
however, because the marketing problems are multiple 
and intertwined 

As for the problems themselves, they haven't changed 
much since FreerrRicat. WHOLESALING asked distributors 
what their lighting sales gripes were four years ago (EW 

Sept. ‘53, p. 78). At that time, the one-two-three orde! 
in numbers of mention Ni price-culting, direct 
sales by manufacturers, and customer understand 
ing of what constitutes a good lighting job 

This is precisely the picture today tor commercial fix 
tures, although some of the vehemence of four years ago 
is gone. Price-cutting still 1 ir and away the biggest 
bugaboo—particularly on the big new construction jobs 
A sampling of distributor comments on commercial fix 


. . »« ON INDUSTRIAL FIXTURES 


RICE-CUTTING with tis corollary—-the willingness 

of customers to buy cheap imitations of quality fix 
tures—is the No. | problem distributors face today in 
elling industrial lighting fixtures. Second tn importance 
is the ever-present problem, direct selling by manufac 
turers 

Then comes a whole galaxy of satellite complaints: bid 
peddling and second bidding, dilution of distribution 
brokers in the act, lack of customer lighting education, 
contractor-industrial conflict 

For a quote-by-quote description of what’s wrong with 
the industrial lighting business, here’s what some dis 
tributors told EW 

e “Price and again the manufacturer-direct-to-con 
sumer fellows.” 

e “The main problem is in trying to sell quality, Plant 


owners and purchasing agents are not educated on the 


. ON RESIDENTIAL FIXTURES 


ESIDENTIAL fixture problems present a different pat- 

tern from industrial-commercial. Here, the biggest 
problem seems to be-——-as it was two years ago (EW 
Sept. °55, p. 96) the electrical contractor, who is 
damned for what he does (“sells down’) and what he 
doesn’t do (“put on his selling shoes”) 

Lack of lighting education and its symptoms—inade- 
quate fixture allowances, squeezed budgets, discount- 
consciousness—rated as No. 2 

Next in terms of number of mentions was direct selling 
(to contractors and builders) by manufacturers and use 
by them of other than electrical trade channels: depart- 
ment stores, catalog houses, building supply dealers, 
lumber yards, canvassers, “highway stores 

Ihe following is a roundup of distributor opinion on 
residential fixture ill 

e “Not enough construction 
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SUCCESSFULLY: 


ture problems follows 

e “Most lighting fixture jobs if they amount to any 
size are sold either direct by a tin-knocker manufacturer 
or the fixture company writes the order and then brings 
ii to you and tells you what to sell it for 

e “Price cutting by brokers 

e “Too much effort devoted to quoting and following 
specified jobs—not enough men or time to do a selling 
job 

© “Prospective customers will not put in the recom 
mended layout due to cost or other reasons. Too frequent 
issue of new fixtures which confuse customers. Number 
Of special fixtures not cataloged but specified on jobs with 
resultant expense of identifying them through phone calls 
and letters.” 
e “Not enough data pertaining to fixtures 
@ “Lack of realization on the part of the general public 


difference in component parts of fixtures, such as ballasts 
reflectors, etc. For instance, they don't know the differ 
ence between U.L. and E.T.1 

e “Contractor-industrial problem of who hanes? Who 
buys?” 

e “Salesmen’s lack of knowledge of industrial engi 
neering problems and how good lighting can correct 
them 

e “1. To sell the idea that good lighting for industrial 
plants is worthwhile (this is becoming less of a problem ) 
2. To sell the idea that buying quality lighting equipment 
is money well invested; 3. Price-cutting by other local 
distributors after you seli the job.” 

e “Having variety and depth—-no one fixture, or two 
or three will provide requirements 


e “Price is a big factor. Trying to sell a quality fixture 
against a cheaper imitation. Trying to get 


reasonable 


e “Getting the builder to include a higher fixture al 
lowance. Some home owners come in with only $35 to 
$50 allowance. Should be $100 and up 

@ “Reaching the consumer as to what is available. but 
even more important where it can be purchased. Lighting 
dealers feel that they can buy direct, ind there are plenty 
1 manufacturers who will sell them. It's very difficult to 


do promotion work or advertising since we cannot con 
trol the sales.” 

e “Cheap fixtures used which require high volum 
thereby increasing costs and reducing profit; lack of 
ability of contractors to sell proper lighting: consumer 
spends all of available money on other items of con 
struction before considering lighting 

e “Extremely low fixture allowance poor ‘lighting 
education’ of consumer.’ 

e “Reduction in building of small homes: the entry 
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To Recognize Your Problems 


that there is a tremendous difference between a properly 


engineered and installed lighting jo ind a job using 


so-called ‘fixture made by the ‘tin-smiths’ of the industry 
lhe difference in p 


e “Inconsistency of ar hitect ind engineers re ‘or 


equal’ clause, price cutting, not enough margin of profit, 


direct selling by manufacturer lo contractor mail order 
calalogs from out-of-town distributor nt to retail track 
large retail chains purchasing nationally at distributor 
cost or less 

“Price cutting, selling activity vrocery and paper 
supply houses, and direct selling by manutacturer 

The manufacturer-direct-to-consumer fellow Thi 
are one-shot operator ell only price ind have neo 


follow-up 
Prices quoted large jobbers 
e “There are no reat problem 


profit on any fixture sale. ¢ Ompeting against distributor 
having same fixture lin 

Multiplicity ol tyles with ious electrical char 
icteristics, Marketing of cheap assemb! fixtures with 
inferior ballast 

ompetition from broker ind some manufacturer 


who sell direct Ni idherence yy ihcautwon ny eng 


irchitects and owner ifter d vhen someon 
offers lower-priced 

Lack of management aware Toumportance of 
audequat light and maintenance 

© “Price-cutting | broker 

Market clean a far i our hy contacts are 
concerned 

e “Price-cutting, contractor peddling bid 


loo low maret ny fit « larger job Unethical 
peddling of bids and second 


into the market of chs p line direct selling by manu 
facturer the imabilit of ontractor to put on their 
selling sho« ind wil stead 1 itulog and then 
let the customer pick ¢ the fixture 

© Having a full stock n the line ou have hosen 
nd then turn down busis u dont stock. In other 
words few or n | 

Ihe budget j ih tin th 
me iin. Ceiling re pl hat ed fixture 
cannot be used 

loo many |i tt istomel 

“People should minded ly from displ 
nly and to select fixtur ‘ | nstruction 1 the 
Oa hu gd selection id nnece at Ih 
vould help deli proble 

lo price fixture Within a ve 
vill use tin if t ntr 


& 
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Lighting Sales idea-Book (cont.) 


TO SELL LIGHTING SUCCESSFULLY: 


You've Got To Apply 


Progressive-minded distributors have found that to sell lighting successfully, 


there is no room for passive sales attitudes. New promotional ideas must be 


After description of fixture by Henry Ferrando, fashion designer explains fashions worn by models. 


1. Staging a show for women that combines 


ESIDENTIAL — lighting _ fixtures What better way than to present tractively a home can be lighted 
are as much in style now as a fashion show,” Ferrando explains Lighting shows the personality of 
women’s fashions, Henry N. Ferrando Women are always interested in a person,” he says. “Only the con 
believes. knowing about the latest in fashions sumer Knows what type of lighting 
Women not only take pride in the | believed they would be just as in will best suit her needs. An architect 
clothes they wear, but they take pride — terested in our type of fashions, also. or builder cannot show the personal 
in the way their homes are decorated,” The program not only was aimed at ity of a homeowner through lighting 
the lighting sales manager of Rock making future sales, but was an at if they do not know the person well.” 
land Electric and Supply Corp. of — tempt to educate the woman—and ¢ Promotes Show—lIn preparing for 
Nanuet, N. Y., says her family—that lighting can be fash the event, which he decided to pre 
Last spring, berrando decided to ionable, too.” sent for three consecutive evenings, 
Stage a show strictly tor consumers Ferrando says that the lighting fix Ferrando advertised extensively in 
which would combine fashions and ture industry was at fault for many local newspapers. In addition, he sent 
fixtures. Believing that women make — years by not giving the consumer a_ letters announcing the show to home 
most of the fixture selections for the variety for selection owners and prospective buyers 
home, his purpose was to show a Now, he adds that the industry has Next, Ferrando contacted a local 
group of fixtures in a manner which made great advances and that it is dress designer and requested that she 
would attract women to the event time to show the consumer how at- provide two models for the shows. 
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Proven Sales Techniques 


put into use constantly to upgrade sales and profits. Here, 
roundup of distributor-devised techniques that are paying off. 


EW presents a 


fast-moving 


>» 


Here are some of the 500 consumers who attended the three shows at Rockland Electric Supply. 


fashions and fixtures 


lo complete the program, Fe ing they would lik 
local home decorator Build Stage or 1 rovid } fon 
ore Ow got lerwa 


rando asked a 
the how, th unc 


to explain how furnishines reflect fore 
tht and how ditlerent colored iivhts ind hi rew hey onst ‘plained landing-roo 


roduce various effects on home fur tage at one end 
ishing which it the tront 
After much consideration, he ck house urtain which 
ided to hold the event in Rockland vas placed at the tre Ferrando 
the show 


howroom and ceiling pot were in ( ol ¢ 
led Ove he fashion ce 


What better piace could I have t Mor than S00 pers 
show our. fixture nom our own the thr how man ‘ vorn by ea 
showroom. It's a showpla in itself Ferrando had expected nodel i » this part of the show 
although | wanted sed while fixture 
¥ of the mor 


coordinate vith 


oth tuncthonai 


onl I he rose was not only 


lin wo th newest in fixture ind ta 


fashion he add ul Iso to make i 
have the Ta | Many onsumelr were in 
tere din what the A ind wanted 


our en 


the consumel 
chance to see ot omplete line a 


ret a better idea the type of tie mn 
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Lighting Sales idea-Book (cont.) 


ANUFACTURERS’ lighting lit- 

erature may provide the “hows” 

and “whys” of commercial or 

industrial lighting, but its up to the 

individual distributor salesman to take 
it from there. 

Cseorge Nassor 1s 


who 


one individual 


believes in educating his custo 
and if the educating 


after that’s still 


on lighting 
has to be 
all right 
In tact 
sistent sale 


mers 
dom hour 
that’s exa 


manager of 


what this per 
Nassor 
trical Supply Co., Hackensack, N. J 
had to do to clinch a 
e Iry, Try 
three a 


recent sale 

Again took Nassor 
ault waves of creative selling 
and educating——-to win his man over 
both 


happier for it 


but today buyer and seller are 


Five year Nassor relate 
first 
chent, an electroni 

building the first 
new plant. We convinced the company 
then that they should 
fixtures 

© Competitive Problem 


we did out elling job when our 
manufacturer 
wis section of hi 


have quality 

When the 
for lighting,” 
umed they'd con 
fixtures 


second plant was ready 
he continues, “we a 
with the 


tundardized 


ame quality 


we'd them on in the 


PROVEN SALES TECHNIQUES: 
2. A trial installation, a quality story —plus 


past. Buta local fixture assembler 
who sells anything and everything had 
supplied them with a sample of his 
product and had quoted a price $7 
per unit under our quality fixture 
price 

And on top of that,” adds Nassor, 
he'd given a sales story which made 
efliciency’ to 


knew to be wrong 


his fixture ‘superior in 
which | 
Nassor quickly decided on a method 
the story to the 


mine 
to prove his side of 
customer! 

Looking Ahead-— Ihe 
was to get a 


first step, 
look at my 
ample and if possible to 
he claimed his fixture 
mine 


he 
competitor s 
find out where 
wus superior to 
Ihe customer, fortunately 
Nassol 


Way 


was CO 
ahead. “I 


to dispose of my 


operative, and 
felt 
ompetitor’s claims, 


he explains, “was 


to conduct a light meter test on the 
job, using my Competitor's fixture, my 
fixture one | 
supply if price 
ultimate consideration 
Competitor's Claims 
had finish 
to and had a superior 


own quality and pro 


posed to were the 


Nassor scom 


petitor claimed his was 


superior reflec- 


tive quality over our coat 


He'd also gotten 


special 


baked enamel finish 
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to believe that his shal- 
lower reflector spread the light at wider 


the customer 


angels than our deep reflector 
© Compare—Nassor decided to “dis 
fact rather 


lo do so, 


pose of these claims by 
than by vocal expression.” 
he had the company’s maintenance 
staff install the three fixtures in the 
sume area at the same height. Nassor 
then took light meter readings (verified 
by the maintenance men) at eye level 
aproximately 60 inches below the fix 
level 10 feet to the 
right of the fixture 
readings were taken at 
locations at floor level. The 
readings taken after dark (so 
that no outside light could affect them) 
and with only one fixture on at a time 
¢ Comparison Proves 
showed beyond a doubt 
“that the quality fixture far surpassed 
both the competitive fixture we sup 
plied and our competitor fixture 

We also checked our own selling 


ture and at eye 
left and to the 

In addition 
these 


were 


The readings 
savs Nassor, 


customers account 
in the five years they 
had been using our quality fixtures, 
they had never replace 
ment ballasts or sockets, which proved 


factor on our 


records on our 


and found that 


needed any 


to be a strong selling 


side 


STUDENTS at local 
mpany lighting 
ago, 
Supply salesmen 
Glen 
now 
jut to 
ommer 
light 


yeven 


power ¢ 
course ix month 
Brady 


} ( 


yrant and 


them 


1957 


ee 

: 
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persistence 


“The following day we followed up 
the results of the light meter test and 
were able to walk out with an order 
for the first 100 fixtures at $7 per 
unit higher than our 
offer.” 
© Oh-Oh — 


competitor's 


“The 


a 


Then, “tragedy 
next day,” says Nassor, “I got 
o'clock phone call from the plant 
owner telling me to cancel his order 
You could have knocked me 
with a locknut.” 

What had happened? “Our compet 
itor had found out about our test and 
had developed a ‘brand new’ fixture 
and conducted the same test himself 
that arriving at a much 
closer spread in efficiency than we had 
reported the previous night.” 
Moves Quickly Nassor’s 
move: “I made an appointment for 
that evening, took along a wooden 
brace so that the light meter couldn't 
be moved or wiggled and went back 
for another evening of selling.” 

Even though Nassor went through 
the same tests (this time having the 
owner himself verify them) the cus- 
tomer was not 100 per cent resold 
© Ace In The Hole—*“ After pointing 
out the excellent record of the initial 
installation,” says Nassor, “I took 
down the reflector of the quality fix 


over 


evening, 


next 


ture. To do so, | merely loosened two 
wing nuts—and 
move the ladder 

“IT then showed him the ETI 
CBM ratings on the ballast 


plained what they meant in 


without having to 
I was on 

and 
und ex 
terms of 
salety 


efliciency as well as 


“IT also took the reflector 
from my competitors fixture, 
required completely spinning off three 
nuts and moving the ladder 
twice. I showed him this fixture 
not rated by either ETL or CBM 

“While replacing the reflector | 
found the reflector slot didn’t 
with the third wing nut rod. | 
had to move the ladder 
the other two nuts 
shove the reflector into place 
e The Clincher 
tomer’s Own maintenance crew 
install fixtures,” Nassor 
ments, “I explained to him that he 
should figure approximately 20 
utes per 


tested 
down 


which 


wing 


Was 


line up 
the 
fore again 


loosen wing ind 
“Knowing my cus 
was to 
these com 
min 
unit more hanging time for 
each of my competitor's fixtures 

“With that,” Nassor, “he 
reinstated the order. | went home to 
my wife and had a late supper 


smiles 


And so ended another case——a case 
in point for the value of lighting edu 


cation—and its rewards 


3. Learning the basics, then applying them 


FTER attending a basic lighting 

course given by the local power 
company, salesmen at Brady Supply 
Corp., Elmira, N.Y., are going after 
profitable commercial and industrial 
lighting jobs they used to shy away 
from. 

Why the change? According to C. 
E. Woodhouse, president of the elec 
distributing firm, the 
the extra confidence 

the 
needed to do a creative selling 
The Question Here's 
side salesman Glen Orshaw puts it 
“When a asked 
‘How many fixtures would I need to 
relight this bay?’, I used to get a queasy 
feeling. I was actually buff 
aloed simply because I didn’t under 
stand that lighting was like any other 
product, once you got on to it 


trical course 


provided and 


know-how attending salesmen 


job 
how out 


customer ever me, 


scared 


Bob 
lalking on 


tcam mate 


same Wwa'\ 


Orshaw’s inside 
Grant, felt the 
the phone about something like light 
ing really threw me, until I 
what it about 
e The Answer 
gether the 
manager, Raymond Kay and salesman 
Harold Fisher, found the formula for 
after 
lighting course given by power! 


New York State Electru 


found out 
was all 
These men, to 


with lighting department 


successful selling attending a 
sales 
engineers of 
& Gas Corp 
Prospects, 
pating 
electrical 


Also 


from 


Too partici 
other 


contra 


were personnel 
firms 


clectrical 


wholesaling 


tors, electricians and engi 
neers—40 in all 
For 3! 


for seven 


h week 


wed 


hours night ea 
week the class re 
fundamentals of illumination, working 


one 


at home on actual lighting problems 
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attain 

and layout 
e Seck and Sell 
Orshaw 


proficien application: 


Outside salesmen 
look for op 
ind relight 
plant 


and Fisher now 


to sell lighting 


othice 


portunities 
and 


ng m every store 
they visit 

I elephon ile 
see inside the 


ize almost an 


man (Csrant cant 


plant, but he can visual 
ipphieation and follow 
through 

ialist Ray 
brushed up on 
idded 
his mailing list 


tractors 


Kay 


fundamentals 


not 
but 
prospect 


Lighting spe 
only 


also prim 


from among the con 


electrician ind enginee!s 
were hi lassmate 
Dividend 

push lighting in a big 
ind this after just 24 
theory and ractical 


homework 


Ww he ) 
Big 


‘prads 


Brady 5 four 
way 
now hours of 


layout 


4 
| 
m 
—— 
Ghee 
~ 
i 
> 
VALUE f quality ghting der rnstrat 4 
edt tomer | ge N r (right Po 
Na oe { knowledge 
helped hin ret int after m 
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SIX POINT PROGRAW 

‘AT MEANS 

ORERTER SATISFACTIC 
(ION 


ND PROFITS FOR YOU 
PARTNERS IN PROFIT 


if { lien 
INFINITE VARIETY 

FAMOUS MAKES 

FREE LIGHTING ADVISORY SERVICE 


PARTHERS IN PROFIT 
Offers You 
4 FREEDOM FROM DETAIL 


PROMPT DELIVERY 
COMMISSION 


4. Organizing a 


a | © sell residential lighting successfully, the electrical 

distributor and the contractor must be partners in 
profit,” Harvey Tower, lighting sales manager of B. M. 
lower Co., Bridgeport, Conn., believes. 

“We can't sell lighting without the help and coopera 
tion of our contractor-customers,” he emphasizes 
Without some effort on both sides in selling up lighting 
neither will make a profit.” 

Because he considers the contractor so important to 
his success, Tower holds meetings twice yearly for his 
customers, At them, he explains the trend in fixtures 
and points out how the contractor can make more 
money by sressing better lighting to his customers 

Several weeks before each meeting, Tower begins to 
mail teaser announcements to contractors in his area 
Shortly afterwards, invitations to the event are sent 
to the same group. A third mailing requests that con 
tractors make sure they return an enclosed card con 
firming they will attend the affair 


52 


program with contractors as 


e Six-Point Program—At the meeting in May of. this 
year, the lighting manager stressed a six-point program 
in his “Partners in Profit” theme 

By working with us,” he told the 200 contractors 
who attended, “you can offer your client an infinite 
variety of fixtures. You can offer him famous makes 
and can assure him of free lighting advisory service 

“For yourself, the program of cooperation means 
freedom trom detail, prompt delivery and referral com 
mission. And what's even more important, it will mean 
more profit for you 

Tower added that the company does several things 
to assist the contractor 

1. Provides engineering service in laying out lighting 
jobs for consumers 

2. Advertises locally in which the importance of good 
lighting is stressed to the consumer. This in turn is 
beneficial to the contractor through increased sales 

3. Contacts home owners and builders to point up 
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partners in profit’ 


the functional and decorative value of home lighting 
e Lack of Assistance——Contractors were told they 
were not sending enough of their customers in to the 
company to make purchase 

It takes only a small amount of time to giv of 
your customers an escort card and ask him to pick out 
his own fixtures from us Tower said. “We do all the 
work in making the sale, but you still get your cut 

“The entire process of selling lighting fixtures must b 
reviewed if we want to continue to make profits. A 
distributor, we are not important unk you help u 
sell lighting. In the past, we have been content to take 
a little of the business instead of lot. This must be 
remedied betore we lose it entirely 

At all of the meetings, Tower manufacturer 
representative explain how contra ) " 
Ihe lighting manager i\ 
successful, and has found 


ooperate in making the | 
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PROVEN SALES TECHNIQUES: 
5. Seeing the right people—early 


Hk commercial lighting business has paid off for 

James M. Clark, who believes that to sell success- 
fully, a salesman must see the right people and stay 
with the job from start to finish. 

In his selling program, the vice presulent of Clark 
and Co., Inc., St. Louis, Mo., stresses two points 

1. Do a personal selling job on the architect 

2. Get items listed on specification, and stay with the 
job until it is completed 

(lark constantly visits architects in the St. Louis area 
to discuss projects which are in the planning stage (EW 
Mat 6, p. 70). He has found that this group ts instru 
mental in making the final decision on the selection of 
fixture 

When consulting an architect about a new project 
Clark makes recommendations for lighting and explains 
the reasons for his recommendations. To back this up 
he often talks with architects’ clients to explain how he 
thinks an establishment should be lighted 

If he finds the architect inserts an “or equal” clause 
in the specifications, Clark attempts to show everyone 
involved in the transaction that his product is better than 
that of his competitors 

Clark does not bypass the electrical contractor, but 
helps make more profit for him by fighting substitutions 
Much of his success has been due to the cooperation of 
the architect 


WORKING with architect 
factor used by Jim Clark (| 


in planr ing stage of project is key 
eft in selling lighting 


7. An eye for the unusual can lead to sales 


NUSUAL markets are not too hard to sell, and can 
lJ be profitable at the same time, one distributor has 
found, 

luke the case of Dick Robinson for instance. Dick is 
i sales manager for Robinson & Co. of Burlington, lowa 
Normally, he sells to industrials and utilities. However 
he saw an opportunity to do a good selling job in 1954 
when the U.S, Corps of Engineers announced that a new 
lock would be constructed at the nearby Keokuk Dam 
W Nov. p. 54) 

“I Knew that in addition to the standard stock items, 
the building contractor would need temporary lighting,” 
Robinson says. “Never having worked with the Corps of 
Engineers previously, | wasn't sure what to do. So T just 
decided to be persistent 

After seeing the purchasing agent several times, Robin 
son submitted his bid for temporary installation sup 
plies. Shortly thereafter, it was accepted 

But he was determined to continue his persistent sell 
ing. Robinson believed that larger-wattage flood lights 
than those specified should be used in the work area 
lo prove his point, he wired a 1,500-watt fixture and 
demonstrated it at the site for construction officials 

“This persistence and service added to my sale,” Ro 
binson says. “It established my application knowledge 
with the customer and created good will. Through it, 
I not only boosted lighting sales, but I was also able to 


increase the overall electrical sales.” 
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6. Using helpful little 


planned program of creative selling at Crescent Elec- 

tric Supply Co., Dubuque, Lowa, has paid off in sales 
dividends for specialists Bill Vahl and Don Schlader. 

Much of the success is centered around unusual and 
solid sales techniques (EW—-Nov. ‘56, p. 70). For 
instance, Lighting Manager Vahl continually photographs 
before-and-after scenes of commercial and industrial 
installations with a stereoscope camera. Then, these 3-D 
slides are shown to prespective customers 

“The customer is not interested in a job done in 
New York, Chicago or Los Angeles,” Vahl says. “He 
likes to see examples of jobs completed locally or in 
the state.” 

As another service to the customer, the lighting spe 
cialists prepare lighting layouts for prospective customers 
Recommendations are made on each layout to suit the 
individual needs of the particular job 

In following up this layout service, which ts free to 
the prospect, Vahl often meets with personnel involved 
in a project to demonstrate lighting fixtures, Samples 
which have been proposed on the layout are taken to a 
prospect and demonstrated on a portable stand 

The stand was constructed by Vahl and will hold any 
four-foot fixture. It can be assembled to head height 

‘Some of our ideas may seem unusual,” Vahl explains 

but it is often the unusual technique which will sell up SALES AIDS 6) 
lighting. At least, it has worked for us lighting layout 


8. Women for selling to women 


FTEN, a personal touch can clinch a sale, some “eS =F. iz 
distributors believe. They say that lighting sales- oF 
women, for instance, can lend more distinction and per- i 
sonality to a showroom than a man. ors 
Such is the case at United Electric Supply Co. in St 
Louis. Mrs. Nova Shea, manager of the residential light 
ing department, strives to work closely with customers 


who come into the showroom (EW-——July, °56, p. 45) 
I first find out where the fixtures are to be used 
Mrs. Shea says. “I find out what type of furniture th 
customer will have in each room if it is a new house 
and then make recommendations about what type of 
fixtures should be used 
Ihe residential lighting manager, who doesn't like to 
be called a lighting specialist, insists that she must bi 
certain that the customer 1s satisfied with the fixtur 
before it is sold. She also wants to be sure that th 
customer will receive the maximum benefit from an 
purchase, 
She says she will not make a sale just for the sake of 
a sale, and adds that it 1s ridiculous to sell a fixture for 
a room when she knows it will not serve the purpose 
adequately 
“I feel that the customer must be completely satis 
fied,” she says. If I don't pass on my knowledge to him ‘ 
and he is later dissatisfied, | have lost a potential future PERSONALIZED SERVICE 


customer.’ elling residential fixture 
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PROVEN SALES TECHNIQUES: 


€ 9. A built-in means for selling up 


SK Ed Goldman (right) what lighting sales techniques 

he has found to be successful, and his first answer 
is to take you into his office. “This system,” says 
Goldman, who is sales manager of Central Electric Sup- 
ply Co., Denver, “is the reason why we sold 29 lighting 
jobs of 100 ft-c and over during the first year we had 
it. After that, we didn’t bother to keep count.” 

His office lighting is designed primarily as the means 
for demonstrating luminous ceiling applications, illumi 
nation levels, and quality and color characteristics of 
various light sources. It also acts to light the office 
e Components The system consists of a louvered 
plastic grid ceiling, suspended below a combination of 
open tube strips and adjustable and fixed incandescent 
units. Lamps are of many varieties: 48T12 cool white 
cool white deluxe, warm white, warm white deluxe, 100 
watt inside frosted, and 150-watt PAR38 

Spacing and control of lamps are such that light dis 
tribution is even for all combinations selected. Selection 
is by means of a low voltage, master station control 
system, which, according to Goldman, provides fo 
65,535 theoretical lighting combinations. Actually, Gold 


10. Separate rooms for 


S far as lighting personnel at Cincinnati's B & B 

Electric Company are concerned, the most important 
factors for sales are an attractive showroom, adequate 
stock and trained salesmen. 

“If we can get customers into our showroom we can 
make the sale,” Jerry Bogdan, lighting salesman says 
“When they see how attractive the showroom is, they 
want to walk through the various sections looking at 
the fixtures and the settings in which they are located 
Of course, our personnel are fully equipped to solve 
lighting problems and make recommendations for speci 
fic jobs.” 

B & B's second-floor showroom is divided into eight 
sections. Each section is devoted to a particular type ol 
lighting. The main room contains dining and living room 
fixtures in contemporary fashion. To accent them, they 
are displayed in modern and traditional settings 

Small rooms, each containing different types of fix 
tures, lead off from this main show area (one example 
at right). Here again, each room is decorated to fit the 
style of the fixtures on display 
¢ Showroom Atmosphere Bogdan explains that the 
small rooms were designed to present an intimate atmos 
phere for the customer, the majority of whom are con 
sumers 

“Somehow, a customer feels more comfortable in a 
small room,” he says. “Also, he can appreciate the ay 
pearance of a fixture more than if it were in a larg 
room cluttered with many fixture 
Nearly 500 showroom fixtures are backed up by stock 


Occasionally, only one or two duplicates of an « X pensive 
crystal are kept in reserve. Bogdan emphasizes that much 
of his successful selling has been due to adequate stocks 


which enables fast service for the customer 
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man says “only a couple of hundred” are used 
e Convincing——-With all the lamps on, the lighting level 
is 325 ft-c. Goldman normally works with 170 ttc at 
his desk top. That’s what the prospect becomes accus 
tomed to upon entering the othece tor a demonstration 
When the system is brought down from that level to 50 
{t-c, the prospect's reaction is quick: if he had any previ 
ous notions about adequate lighting levels he quickly up 
grades them 

Goldman teels this demonstration system is fine, but 
he wants “to stay ahead A coming step: the replace 
ment of the present installation with a 400-cyck powell 
zroove system, with a desk level lighting potential in 


excess of ft-« 


Other successful Central techniques incluck 

e A performance bond that binds the firm to pay up 
to $500 “damage to the beneficiary vho | roduc 
proof of any transaction where Central did not adhere to 
its policy of selling fixtures “only through electrical con 
tractor-dealers or authorized wholesale account 


e A continuing program of changing lighting display 
in the showroom so that it always has a “new” look 
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Lighting Sales Idea-Book (cont.) 


PROVEN SALES TECHNIQUES: 


Using direct mail on a big scale 


Wh Chem. Copies 


STATE 


eLecTRic 


house oF 


On walle and calling 
complete line of 
sotemporery ond 
fer the te 


of commercial and ledustrial quetity engineered 


PROMOTION USED 


pamphlet and monthly 


44Y OU have to spend a lot of time in promoting light- 
ing fixtures to sell them successfully,” Clyde An- 
drews says. 

Ihe president of State Electric Supply Corp., Lima, 
Ohio, has waged a profitable mail-promotion campaign 
for several years in selling up residential, commercial 
and industrial lighting 

Andrews believes that if electrical contractors, build 
ers, architects and consumers are continually told about 
trends in lighting and what good lighting can do, they 
eventually will accept this phase of the electrical field as 
essential to adequate and modern living 

Letters are sent monthly to about S00 contractors 
[hese explain the showroom services offered at State, 
and usually explain the function of a particular type of 
fixture. Manufacturers’ literature is normally included 

In addition, regular mailings are also made to engi 
neers, architects and builders, stressing the technical as 
pects of various types of lighting 

All names on the mailing list are filed on addressograph 
plates. This makes envelope addressing relatively easy 


Normally, one to two women keep the files up to date 
and mimeograph the letters 
© Special Mailings—As one large promotion, Andrews 
recently hired two girls part time to look through the 
Yellow Pages of the local telephone directories and list 
the name and address of every commercial establishment 
His intention was to stress the need for relighting and 
the advantages which could be obtained from it 

When the lists were completed, Andrews was faced 
with sending letters to 5,200 establishments throughout 
his selling area 

“I planned to mail a series of three letters to this 
group,” he explains. “The basic questions posed in each 
asked if the management was irritated with the present 
lighting. | explained that through our knowledge of light 
ing and the technical services we offered, we could help 
them solve their problems through their electrical contrac 
tor.” 

As yet, Andrews says it is too early to see results of 
the campaign. But he is confident this type of promotion 
will pay off eventually 
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12. Compiling a catalog for each job 


BULLETIN BOARD 


report f jobs awarded ¢ 


LAWRENCE-LIGHTING 
TYPE 


SPECIAL LABEL is pasted on is of fixture 
to be shipped Type * fixtu 


genteel service to a prospective customer 
prior to a sale is an important factor in clinching 
the sale, L. B. Staubach says. 

And the lighting manager of the F. D. Lawrenc 
Electric Co. of Cincinnati should know. Most of his suc 
cessful commercial and industrial sales are based on his 
he!pfulness to the prospect 

One of the most valuable aids is a specially-prepared 
catalog containing a complete list and description of 
materials involved in a specific job 

First, when Staubach or a member of his seven-man 
lighting staff receives word of a new project, they immedi 
ately obtain a list of lighting materials from the speci 
fications. Then, the lighting manager collects informa 
tion about each product, including pictures of fixture 
and compiles this into a catalog 

Ihe name of the prospect is imprinted on the front 
of the catalog and forwarded to him, either by mail o1 
in person 
e Good Reference—Staubach says that the catalog is 
handy reference for the prospect, who can obtain prod 
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Before the gi ive ) code num 
bers are marked besid 1 pro t | ‘ Then, if 
the prospect orrespond 
ing number ire marke oO ial | which are 
pasted on th irtons of suy vc delivered to the 
ustomel 

By noting the number or label, the ontractor can 
heck the corre ponding number in fit lalog and know 
exactly what the irton contain He } ilso able to stock 
cartons with the same u rs in the same place, mab 
ng certain that similar supy ire in one lo 
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Lighting Sales Idea-Book (cont.) 


Post light, inspected by Christie (left) and builder, is turned on automatically at dusk. 


13. Selling the 


LECTRIC living in a big way means 

good lighting for the home owner. 
That's the way Centralite Supply Co. 
of Newport News, Va., feel about it. 

[he wholesaling firm's president, J 
Fred Christie, believes in going all the 
way electrically—-trom bottom to top 
Several years ago, Christie began con 
tacting building developers. He says tt 
was difficult to sell them at first, but by 
selling the firm and its 
he began to get his share of the 
dollar 


contractor 


services grad 
ually 
always 

Oct 


while 


(Eh W 


building 
protecting the 
56, p. 60) 
Regularly the 
builders ol 


home 


Centralite official 


advised new electrical 
items which could be included in home 


packages Hk that 


willing to spend a 


home 
little 


believed 
buyers are 
more tor good electrical service 


60 


electric living package 


e Gets Big Job—-Eventually, Christie 
was told by the developer of a 1,000- 
unit development in Upper Warwick, 
Va., that he could make his own plans 
for the ot the 


modern 


electrical segment 
living 


went 


project 

( hristie to work 
and came up with a complete package 
furnishings 
What's 


builder 


immediately 
of up-to-date electrical 
with the emphasis on quality 
the total this 
amounted to $2,225,000 
[here was no arguing about allow 
ances in any way,” Christie says. “For 
instance, we didn’t have to contend 
with dwindling fixture allowances in 
our showrooms. We believe lighting ts 


more, sales to 


essential to good home living. Because 
of this 
to $1,000-plus, depending on the size 


lighting, alone, averaged $450 


ot each home 


At one time, Christie built his own 
model house so he could furnish it as 
fur- 
Was 


home should be 
For 


what he 


he believed a 


nished electrically once, he 


able to include considered 

adequate lighting 
Following is a 

cluded in the 

Electronic 

e Yard lights 
Spot flood 
Kitchen 
Surface mounted 
Recessed fixtures in 
than kitchen 

@ Outside bracket lights 


list of 
project 
eye yard light 


lighting in 


lights (outside) 


lighting (recessed). 
fixtures. 


house other 


Centralite’s program for builders is 
It's a planned 

for practical 
the effort 


growing continually 
and designed 
electrical living. And 


paid off for the firm 


program 
has 
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Training program in which importance of lighting is stressed, is led by Leonard Weil. 


14. Educating the consumer educators 


sé IVE a lot of lighting advice to a 

few, and before you know it, the 
public will be educated on planned 
lighting, for which there is a great 
need.” 

This is the advice of Leonard Weil 
lighting fixture manager of Mayer 
Electric Supply Co., Birmingham, Ala 
there need for 
Weil began 
the Alabama 
in instructing home service 
the importance of 
in the (EW 


Beheving was a great 


consumer education 


working closely with 
Power Co 
idvisers about 

lighting home 


S6) 


planned 
July °S4, p 
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PROVEN SALES TECHNIQUES: 


15. Stressing the important fixtures first 


BEFORE any fixtures are shown, Mid-Island lighting personne! 


j ‘eds with customer 


I takes a lot of planning to help consumers select the 

correct fixtures for a home, Len Forrest says. 

As lighting manager of Mid-Island Electric Supply Co 
in Mineola, N. Y., Forrest sits down with his customers 
and discusses their entire lighting needs (EW-—Sept. '56, 
p 

‘First, we discuss fixtures for the two most important 
areas of the home,” he explains. “These are for the 


... and here are some quotes on 
proven sales techniques taken from 
LW recent survey. They offer addi- 
tional food-for-selling-thoughts on .. . 


ATTRACTIVE display on n pastel-colored wall 


boards heighten interest of 


dining room and the entrance to the foyer 

“Because they are decorative fixtures, they usually 
are the most expensive. I help the consumer pick these 
two out not only because of the decorative value, but 
also because they will be a guide to his budget.” 

Forrest adds that the dining room and foyer fixtures 
set a pattern for the remaining fixtures to be purchased. 
Here, he takes into consideration both price and style. 


COMMERCIAL LIGHTING 


18. “Product knowledge and service are the main require 
ments for successful selling. Coordination between sales 
men and office on all lighting inquiries produces extra 
volume sales.” 

19. “A reputation for outstanding work——a non-compro- 
mising attitude regarding lighting requirements—and 
using completed jobs, as examples.” 

20. “Be competitive, know the engineer, know the con- 
tractor, get the order before competition has an oppor 
tunity to move in with lower prices 


21. “Concentrating on smaller lighting jobs through sales- 
man’s contact and layout service. Guiding all jobs 
through contractor outlets and impressing contractor 
with greater profit potential of lighting jobs of from one 
to 20 fixtures. Potential sales in this category are tre- 
mendous.” 

22. “Personalized service by territory salesman, and/or 
office personnel educated in lighting. Above service 
usually includes layouts with a basic plan and one or 
two alternate plans.” 

23. “Originating and dominating the transaction. still 


produces the best percentage.” 
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16. Photographs can 
add perspective 


T makes a lot of difference to a customer when he 

can see a fixture in its actual setting, lighting sales 
personnel at Griffith Electric Supply Co., Trenton, N. J., 
believe. 

“To many people, showroom fixtures don't mean a 
thing when they are grouped together on the ceiling 
of a showroom,” President Bill Griffith says. “We de 
cided to collect pictures of residential fixtures after they 
had been installed, and include them in our showroom 
catalog.” (See picture right) 

First, a customer looks at the actual fixture. Then, a 
salesman shows him a picture of the same fixture in an 
actual setting. Griffith says that this aids the customer 
in knowing how the fixture will look when installed, 
and has helped to boost sales considerably 


17. Tieing in with industry programs 


HE Certified Lighting Program has proved very bene- 

ficial to the distributor in obtaining commercial and 
industrial relighting jobs. To date, there are 18 local 
bureaus in 15 states assisting members of the trade in 
obtaining part of this potential market. 

One distributor who takes an active part in CLP 
activities is W. W. Botts, manager of Wesco’s Providence, 
R. branch 


.-- INDUSTRIAL LIGHTING 


24. “From outset, having contract written at plant and 
then fighting down to win for job.” 

* 
25. “Using job references of quality lighting. Selling 
lighting through our regular salesmen who have already 
sold and gained the confidence of the industrial concern.’ 


* 


26. “Selling purchaser on quality and reputation of 
manufacturer and our supply house. Convincing him that 
we know lighting based on our experience.” 

27. “The same techniques that apply to selling commercial 
units apply here. Let your contractors and your plant 
engineers know that your services as a lighting specialist 
are available and this will give you an ‘in’ which will 
pay off. Get your contractors in the habit of depending 
on you for this service and this team can often close 
a sale where either one working alone might not get 
to first base. Talk quality, ease of maintenance and 
operating cost per year instead of just the price of the 
fixtures.” 


28. “The jobs we have enjoyed come from combined 
effort of factory rep—selling the quality, and A-Z kinds 
and price of fixture quotation You build faith with 
your customers by upselling quality. You sell more fix 
tures at better prices.” 
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At present, the distributor, who was hi Ipful in setting 
up the Rhode Island bureau four years ago, is promoting 
the CLP course next October in Providence. Because he 
believes in the benefits of the course, Botts has sent 
his four salesmen to previous session 

As a member of the executive committee of the local 
bureau, Botts ts now preparing a Fall contest for con 
tractors involving completed certified lighting job 


RESIDENTIAL LIGHTING 


29. “Our showroom containing over 700 fixtures, is our 
main selling ‘tool.’ It is kept clean, modern and our 
sales force ts specially trained in the technique of selling 
up’ to the customers sent in by the electrical-deales 
We carry many modestly priced fixtures, but the 
emphasis is on style, quality and ‘ey appeal.” And it 
works. Our average net fixture sale is increasing. All of 
our main types of fixtures are in ‘motion’—i.e. changed 
about every two or three weeks to different locations in 
showroom. It ts surprising what happe ns to good lighting 
when it is moved about. The showroom always looks 
new. All showrooms have been air conditioned, The cost 
Was repaid in a short while by increased sales. We are 
open every Monday night until 9:30 PM. Our local 


stores are also Open On that night 


30. “Contacting homebuilder owner early mn on 
struction stage with a view to obtain a proper share ol 
available funds for proper lighting 


31. “Our residential lighting promotion this year j 
extensive: 1. Extensive expansion of our consumer Home 
Show. 2. We are intending to run series of about 26 
ads in local paper, and show prices for public. 3. We 
are going to continue to build up consumer contact 
4. Participation in AHLI and local utility programs 
Here, model homes will be stressed 
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Lighting Sales Idea-Book (cont.) 


TO SELL LIGHTING SUCCESSFULLY: 


You've Got To Look Ahead 


EW asked: "'If you had all the time and money you needed, what ideas would you try 
in order to improve your lighting sales pictures?'’ The answers—a few of which are 
below—reveal that distributors are not content with today's efforts or results. 


COMMERCIAL LIGHTING HOPES: 


“After recovery from shock, I 
would concentrate heavily on archi 
tects and engineers, offer a complete 
Jayout service, try to get exclusive 
lines so our missionary efforts would 
result in sales for us and not our com 
petitors, have a huge, complete dis 
play, conduct lots of cocktail-dinner 
display type of sales meetings. Also 
conduct lighting course, paid trips to 
fixture manufacturers, and paid trips 
to see outstanding jobs in other cities 


Special training in lighting for all 


territory salesmen Collapsible 


knock-down’ type display stands, 
adapted for various types of fixtures 
these made available to salesmen 
for sales presentations.” 
“Put in a gigantic stock—-to com 
bat the non-profit-taking ‘telephone 


operators 


I would put in lighting jobs on a 
lease basis with the privilege of buy 
ing after the lease ends 7 


Pick Out one run-down store and 
improve same, making it an outstand 


INDUSTRIAL LIGHTING HOPES: 


I would make a lighting survey tn 
my area, picking out and cataloging 
us to type of installation about 40 or 
QO jobs within about a 1O-mile radtus 
If | wanted to show a prospect a 
typical dual incandescent-mercury in 
stallation, | could refer to my index 
ind immediately pick out several. If 
I were endeavoring to sell an 800-ma 
high output rapid start job, [ could, 
by referring to my index, drive my 
prospect around to several jobs and 
let him see tor himself how they look 
and even let him talk to the owner 


or plant engineer and let them assist 


RESIDENTIAL LIGHTING 


I would spend more time at the 
job site with builders and contractors 
Install a more flexible display 

tem in the showroom tor ease in 
installing and taking down fixtures 
Provide a more thorough consultation 


service for consumers 


“Extensive newspaper and local TV 
advertising. Interior decorator in the 


showroom 
Set up door-to-door programs with 


volume appliance, furniture and hard 
ware stores. Sell complete relight jobs 
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me in closing the sale. This kind of 
survey would be costly and time-con 
suming, but it would be an invaluable 


sales tool 


Promote adequate lighting, safety 
lighting, production lighting through 
qualified talks and slides before indus 
trial professional groups and at plants.” 


Conduct a survey of the entire trad 
ing area and classify all potential 
prospects according to their need for 
relighting. Check financial condition 
and make layout of suggested light 


HOPES: 


to housewives during spring and fall 
cleaning seasons 
‘ 
Run lighting clinics, set up dem 
onstration rooms tor clubs and home 
economics Classes, provide movies and 


demonstrations for civic groups.” 


House-to-house calls by light 
Set up five small 
showrooms all over the city, probably 


ing counselors 


in the new shopping centers 
* 
Consistent advertising through pa- 


pers and television. Use female sales 


ing installation and forcing other 
dealers to modernize.” 


Carry an adequate stock.” 


I would survey the relighting mar- 
ket and sell the potential to the con- 
tractor in a sold-package deal. Here 
is a market where the margin of 
profit is still high—which is a far cry 
from the 3 to 5% new job business 
that everyone is fighting over.” 

* + 

“Buy out our competitors. And 

shoot all manufacturer’s agents.” 


ing based on proper effect as well as 
ability to pay. With contractor, solicit 
customer in an attempt to sell 

With the small plant the 
story is different from the large indus 
trial. Most plant managers are not 
aware of the high cost of production 
caused by people trying to work in 
3-8-ft-c of light, which ts the average 
level we find in small shops. It is a 
long and costly educational program 
to show them how a new lighting job 
Much money 


can pay for itself 
could well be spent here 


women and consultant to solicit house 


wives and decorators 
Build lots of model homes.” 


I would separate the showroom 
and fixture department from the sup 
ply division, would take both whole 
sale and retail sales, and would appeal 
directly through heavy advertising and 
lower list prices. | would cover th« 
contractor with an equitable discount 


but not 40 


‘Build a better showroom 
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Creative 


new concept tn uninterrupted flowing lines of light 
Jor Stores—Offices—and other Commercial areas 


a. 


‘ 
~ 
a, 
A 
7X 


Lynamic 


the Creative Horizons of those who Jesign with ght! 


new High in 


Dynamic, uninterrupted light 

the flowing lines of light 

inbroken by metal strip upport 

brace Reinforcing rods are on in 
outol view 


Harmonizing, shallow design 
just J3)o from top to bot 

tom avoids that “bulky Ie 10k Slim 

trim silhouette harmonizes with any 


interion 


Functional beauty 
decorative end « ips are ol 
injection-molded with a glisten 


inp met illic face 


Lxeciting lighting quality 

with 45 hielding and dif 
fusing side panels plu rf upward 
light for greater seeime comfort. Dou 
ble wall rele panel eflectively control 
brig and add trength 


kx ceptional Case of 
matmtenance 


entire louver ind ide 
panel issemmbly down from either 
ele nique thumb pressure tab re 
quire no tools, Control equipment easily 
meee tole from below by merely Pemoy 


mg 2 screws 


Time-conserving installation 
imple spacer coupler 

between fixture on continue 

ite positive ilignment Available in 

md lamp 96” Slimline, 2 and 4 lary 

weW Rapid Sturt and 2? and 4 lamp 

Rapid Start in an tandem unit 


Whe 


for Catalina data sheets, write 


BENJAMIN ELECTRIC MFG. CO. 
DES PLAINES, ILLINOIS 


always the source of good lighting 
Now Setting the Pace in COMMERCIAL LIGHTING 


the 

Widens, \ 

§ a . 

= LT 

| : | 

NANCE 

=F 

\ \ : 

mounted, a top T ~ 

reflector is provided - 


YOUNGSTOWN ‘“‘BUCKEYE’’ CONDUIT 


... gives life-time wiring protection 


to Zanesville’s Good Samaritan Hospital 


Failure of its all-important electri- 
role cal system will never interrupt the 
4 smooth operation of the Good Samari 
tan Hospital in Zanesville, Ohio. That's 
Meee = because the builder of this well known 

® institution wisely specified Youngs 
town’s Full Weight Rigid Steel “Buck 
eye” Conduit for protection of the 
wiring system from damaging elements 
such as water, moisture, vapor, dust 
and dirt. 


If the proper functioning of your 
electrical wiring systems—in any loca 
tion, under any condition——presents a 
problem, then Youngstown “Buckeye 
Conduit should be your specification 
Reports from across-the-nation tell us, 
“It’s easier to bend and thread, wire 
fishing is faster and easier—and its 
superior corrosion-resistance gives a 
much longer service life after instal- 
lation” 


Remember, Youngstown is the only 
producer of rigid steel conduit that 
controls all its integrated operations 
from ore mine to finish threading 
Thus, you can be sure each length ts 
of the same high quality that has made 
“Buckeye” Conduit the accepted stand 
ard of leading owners, architects and 
contractors everywhere 


Delivery is no problem—because all 
leading industrial and electrical dis 
tributors carry complete and ample 


Good Samaritan Hospital Cormicheel, stocks. Why not call today for quick 


Zanesville, Ohio ||| General Contractor: and efficient handling of your current 
Knowlton Construction Company 
Bellefontaine, Ohio requirements. 


Electrical Contractor: 
Electrical Contractors, Inc 
Columbus, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal! Cities 
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THIS SALES-BUILDING COUNTER DISPLAY 


with your initial Closet-Lite order 


2-conductor 
wire 
replaces 
cable on 
switch 


SwiTcH Inst 
wo Box RE 


‘ complete tine of 
PRODUCTS 


tor every switching need 


Ask your REMCON representative for details, or write 


REMCON 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. 
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INTERLOCKED ARMOR POWER CABLE 


Can Be Easily and Quickly Installed 
. . . Saving Both Time and Money 


Crescent interlocked Armor Cable 
with ALUMINUM or GALVANIZED 
STEEL ARMOR provides a flexible 


imum current carrying capacity is 
secured by the use of the varnished 


cambric insulation. For outdoor or 


moteanneesd methed of wiring damp location installation, it is fur- 


nished with SYNTHOL IMPERVIOUS 
SHEATH between the insulated con- 


for power. Speed and economy of 
installation are the principal advan- 
tages of these cables since they can 
be placed on easily hung racks or uctors and armor, as illustrated 


attached to building surfaces. Max- below. 


INTERLOCKED ARMOR CABLE 
WITH IMPERVIOUS JACKET 
Three Conductor-VARNISHED CAMBRIC INSULATED-O-5000 Volts 


INTERLOCKING 
ARMOR 


ANNEALED | | 


SYNTHOL 
TAPE IMPERVIOUS 
SHEATH 


VC COLORED 
TAPES 


COPPER 
CONDUCTOR 


The Varnished Cambric insulated con- 


JUTE 
FILLERS 


lies, acids and oils. This cable shows at 


September, 


ductors are thoroughly protected by the 
Impervious Sheath of tough thermoplastic 
which is highly resistant to moisture, alka- 


tractive savings when strung from mes- 
senger cable or in troughs outdoors as 
between buildings 


WRITE FOR BULLETIN 
CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON 5, NEW JERSEY 
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TIPS ON THE CODE 


Designed to help you backstop customers on... 


Fixture Mounting-Air Conditioning 


Here's a rundown on new provisions under Articles 410 and 422 affecting the 


mounting of fluorescent fixtures and the installation of air conditioning. 


in the 1956 Code have 
had wide effect on fluorescent 
fixture mounting (Article 410) 
and particularly on the more contro 
versial aspects of installation 
of air conditioning (Article 422) 
Here's the significant revision under 
Article 410 


HANGES 


proper 


4184: Fixtures 


As shown by 
lighting 


Sec. 


Fig. 1, electric dis 
fixtures 
must comply with 


revisions in the 


charge installed on 
fiberboard ceilings 
one of the two 
1956 Code 

|. Approved for the condition, Un 
doubtedly 


will investigate 


new 


nderwriters’ Laboratories 
and list fixtures which 
may be mounted direct on fiberboard 
ceilings 

2. Mounted 
fiberboard, 
e Comment 
prompted by field reports of several 
attributed to the mounting of 
fluorescent fixtures on combustible 
surlaces 


1'2” from surface of 
[his Code revision was 


fires 


Fig. 1: Fixture Mounting— 
Electric Discharge Lighting 


fiberboord 


the many variables in- 
all fixtures may not be hazard- 
ous. As an example, the location of 
the ballast away from the back of a 
fixture may minimize the hazard. 
When all fixture design factors are 
considered, it is possible for such types 
of fixtures to be mounted direct on a 
combustible surface, but such action 
should taken unless the fix- 
ture so approved by the 
Laboratories 


In view of 
volved, 


never be 
has been 


Underwriters 


Article 422—Appliance Provi- 
sions for Air-Conditioning Units 


Ihe 1956 revision of the 
contains three new provisions, as 
shown by Fig. 2, which concern air 
conditioners. provisions, to 
many, are not new, since they were 
approved as an interim amendment 
to the on January 1, 1955. But 
they are very important since the in- 
stallation of the “window type” 
of con- 


Code 
I hese 


Code 


con- 


ditioner has been the source 
siderable controversy during the past 


few years 


Branch 
Circuit 
4 


End to end assembly of fluorescent fixtures. 
Untreated cellulose fiberboard. Fiame spread cioss D,rated 175-500 


Treated 


class C, 75-175 


Consult N.F.P.A of insurance rating organization 


4184. Fixture Mounting. Fixture 
be that 


ntact with 


led on 


mers si nstalle 


be appr 
than |! 


senter 


g 
tormers 
fixtures are ¢ 
the tixt 
unted 


Sec. 4292: Grounding 


The provisions for grounding 
similar to required for the 
grounding of fixed equipment as cov- 
ered by section 2542. This is significant 
portable not re 
quired to comply with the provisions 
2542, and many have con 
sidered the small room air-conditioner 
portable in view of its 
connection 

The new grounding rules therefore 
apply method of 
connection, 
quirement has eliminated a very con- 
order to 


are 


those 


since equipment 1s 


of section 


to be cord 


regardless of the 


and this specific re 


troversial issue, since in 
properly ground a 
a grounding type of 
tacle and cap must be used 

On a new installation it 
difficult to ascertain if a 


tioner should or should not be ground 


cord-connected con 
ditioner recep 
may be 

condi 


ed, and when receptacles are installed 
the use of grounding 
are cheap insurance 
future 


for such loads, 
type receptacles 
against changes in the 

The wholesaler salesman may render 


costly 


a great service to his customer through 
recommendation 
It is also significant to 


such a general 
note that 
2542 c do 


air-conditioners It 


the provisions of section 


not apply to 

reads as follows 

within 

reach of a person who can make con 

tact with any grounded 

objects.” 
It is 


conditioner 


“If equipment is located 


surface or 


quite evident that an am 
installed in a_ kitchen 
will be in reach of a person who can 
make and it is 
conditioners other 
reach of 

systems, 


contact with ground, 
true that 
may be 
grounded = metal 
grounded switch plates, etc 

Many 
Code 


to be 


also 
rooms within 
heating 
inspectors, regardless of this 
ommission, require 
grounded under such conditions 

Here again a recommendation 
in this regard is a step in the right 
direction 


conditioners 


of use 
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NO. 9 


in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


Sec. 4293: Branch Circuit 
Requirements 


rhe first provision of section 4293 


concerns branch circuit which 
serves no loads, other than motor 
operated air-conditioners. Under such 


conditions the loading is limited to 80 
per cent of the rating of the branch 
circuit, 

This provision follows the pattern 
established by section 2125 which rec- 


ognizes loads that operate continu 
ously for long periods of time. We 
all know from experience that the 


air-conditioner may operate 24 hours 
a day for several days 

As a result, the branch 
conductors serving such a condition 
of loading would be subject to abnor- 
mal heating unless the 80 per cent 
derating factor is applied 

As shown by Fig 2, a 20 
pere branch circuit may be loaded to 
16 amperes; and a 15 ampere circuit 
would be similarly restricted to a 
12 ampere loading 

Everything appears to be 
insofar 4293 
but the inspector comes along and says 
motor rated in 
excess of 6 amperes on this circuit, 
and he refers you to Section 4343-a 
of the Code in support of his criticism 

In other words, we have a conflict 
between two Code rules, both of which 


circuit 


am- 


okay 
as section is concerned 


you can't install a 


concern the loading of a branch cir 
cuit which only motors. In 
such an event the wholesaler salesman 
should refer to the au- 
thority enforcing the Code 


serves 


his customer 


Combination Loads 


The second provision of Section 
4293 concerns the loading of branch 
circuits which serves loads, in addition 
to air-conditioners, such as lighting and 
appliances 

Under such conditions of loading 
the air-conditioning load shall not ex 
ceed 50 per cent of the rating of the 
branch circuit. As shown by Fig. No 
2 we have a 15 ampere branch circuit 

with a 7.5 ampere 
and other 


which is loaded 


air conditioner also loads 


equivalent to 7.5 amperes 


COMING NEXT MONTH: 


Article 430—Motors—C overs re- 
visions in distinguishing hazard, 
motor overcurrent protection and 
the importance of acquainting 


customers with the importance of 
using up-to-date load current rat- 
ing tables. 


Here again the provisions of Sec- 
tion 4293 appear to be satisfied but 
there is a conflict with Section 2125-a 
of the Code which required the circuit 
to be derated from 15 amperes to 12 
As a result the largest air 
limited to 6 


amperes 


conditioner would be 


amperes, 5O per cent of the circuit 
rating. 
This Code provision was intended 


to recognize the possible connection 
of a 7.5 ampere air-conditioner to an 
existing 15 ampere circuit, and adver- 


tisements to this effect were promi 
nent during the year 1956 
Electrical inspectors have been 


field 
that 


air-conditioner 


sinee 
them 


this rule, 


indicates to 


critical of 
experience 
the nature of 


load 


very an 
re 


old 


warrants a separate 


gardless of a new or an instal 
lation 

When controversial questions arise, 
the wholesale 


helptul to his cus 


as covered above, 


salesman may be 
tomer, by recommending a procedure 
which not the fine line 
drawn by the Code that distinguishes 
the from the and in the 
case of Code conflicts he should rec 
the authority 


be consulted 


does follow 


safe unsalte; 


ommend that enforcing 


the Code 


Fig. 2: Provisions for Air-Conditioning Units 


20 am, 
No. /2 


Samp. Conditioners 


M5 Provision No. / Che 
J 
Section 4293-|. Total lood 80% 20+16 Amperes 
"Section 4343-a Motor size limited to 6 amperes (Conflict) 
amp 
5) No. /4 7 5.amp 
No.2 T 5O% 1/5 *7 5 amp 


Other Loads 
75 Amps 


Lontlict: Section 2125 


oO requires this circult to be derated 80% 


80% amps.Larges!t conditioner would be rated at 6 amps 


"Section 4343-a. Severa 
20 amps. max 


1254 425 volt circull 
amps. max. limit 
‘ 
6U0 volts or /ess 
4404 
40 
4291. General. prov 
ily energized units and equit 


4292. Grounding. Exposed + 


re + thy W ; 
f per nently arctad 
d wet | 
? t+ within re pe 
4. if it 


4293. Branch Circuit 


ne tA mot 
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Motors limited 


T 
6) 6) fo 6 amps 


(5) (5) (SY) not more 6 amps 
act y electr 
T W ‘ ‘ j 
ré y meta part wi 


Requirements. 


71 


x 
ng 
. 
stat 
rz 
} 
ee Article 
ee 6. if more than 150 volts to ground a 
hall not exceed #O per ent t the rat 
which does not Ipply ner appliance i 
?. The tot of Th } equipment? si not exceed 
pe f f | } j } } 
r other apr nee sre 


ONLY CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


90° ELBOW, 
WON-INSULATED 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


FEMALE Hus 
Coupling 


potents pending 


THE T&B LINE provides a size range of %" to THE T&B INSULATED LINE complies 

4” in the straight, 45° and 90 angle types... . with all codes: 

both insulated end non-insviated. The National Electric Code (Paragraph 3736b) 
J.C. Standards (Paragraphs 22.1.7 and 22.2.2) 

Machine Tool Electrical Standards (Paragraph 22.1.7) 


THE T&B LINE includes combination couplings 


from ¥%" to 1%". 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 
and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


Sealtight or equivalent 


IT'S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


raceways is sold only by recognized electrical wholesalers INCORPORATED 

friendly local source. Cail him for all your electrical needs THOMAS & BETTS, LTD., MONTREAL, P. @., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


LOOK FOR THIS SIGN — 
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Contractors agree... 


You can't beat Phelps Dodge 
Dependable PD-X Cable 
for fast, easy stripping! 


Habirshaw type NM nonmetallic-sheathed cable 


saves vital on-the-job time and mone) 


Phelps Dodge Copper Products Corporation's PD-X cable is 
the fastest-stripping, cleanest-working nonmetallic-sheathed 


cable on the market today. Here's why 


1 Copper conductors are soff drawn. Connections are 


easily and quickly made 


4 Habirdure Thermoplastic Insulation is clean and smooth 
—makes stripping simple, easy, fast 


3 Paper armor is resin-treated to resist moisture, is clean 


and dry—no oil, grease or wax is used 


a Paper armor is applied with a long twist and can be 
removed by an easy flick of the fingers. No time-wasting 


unwinding, no sticking to underlying insulation 


SS Barrier tape keeps finishing compounds out of the cable 
—leaves inside clean and free of gum. Strips off cleanly as 


a unt with outer braid covering 


New clean, grey finish eliminates sticking, assures easy 
pulling, clean walls and hands 


See Your Pheips Dodge Distributor! 


PHELPS DOOGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: A: Bostor 
' rt Wayne 
Minne 


Rochester, N.Y 
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THE SALESMAN’S TECHNICAL NOTES 
SIGNAL 


| 


ROX) 


SHELF-MOUNTED 
ASSEMBLIES 


contaln sigaal 
(ers 

speakers 


AMPLIFIER j 


RACK-MOUNTED ASSEMBLIES 


combine signal seurces and 
mplifiers” at fixed centra/ 


ter control of signals 
SPEAKERS 
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Pinpoints the Information You Need on... 


By J. F. McPartland 
and W. J. Novak 


NY SOUND SYSTEM is a hook- 
up of several pieces of equipment 
which provides a complete facil- 

ity for paging, public address, an- 
nouncing and/or music distribution. 
Typical sound systems encompass a 
wide variety of equipment and devices. 
Familar applications include: motion 
picture sound systems, including 
rapidly developing stereophonic sound 
systems; paging systems in airports 
and railroad stations; public address 
systems in churches and auditoriums; 
the office intercom system; and systems 
for distributing background music in 
restaurants and stores. 

The basic components used in sound 
systems are separated into three cat- 
egories: signal sources, amplifiers and 
loudspeakers. Any sound system—re- 
gardless of size, complexity and pur- 
pose—-must include at least one com- 
ponent from each category. A number 
of different or similar types of signal 
sources may be used with one or more 
amplifiers to feed any number of loud 
speakers of various sizes and types. 


Signal Sources 


In a sound system, the signal intro- 
duced into the amplifying equipment 
originates in one of the following in- 
put (signal source) devices: 

e Microphone which transforms 
sound waves into electrical signals and 
feeds them to the amplifier 

e Radio tuner—which picks up AM 
(amplitude modulated) or FM (fre- 
quency modulated) broadcast radio 
programs and feeds them to the ampli- 
fier 

© Record or tape player—which picks 
up the electrical equivalent of sound 
from record discs or magnetic record- 
ing tapes and feeds the signal to the 
amplifier. 

e Tone generator—which produces 
the electrical signal equivalent of a 
tone, used for fire and other alarm 
signals, or produces the signal equiv 
alent of church bells or chimes, used 
as input device with a sound system 
supplying loudspeakers mounted in a 
church steeple to simulate the sound 
of bells 

© Musical instrument pickup—which 
produces an electrical signal equiv- 


Sound Systems-—| 


alent to the music being played on the 
instruments—such as an electric guitar. 
© Remote source——which provides a 
signal input for the system over tele 
phone wires, transmitted from a distant 
point outside the building in which the 
system is used. 

Movie sound  projector——which 
produces the signal from the sound 
track of motion pictures. 


Amplifier Units 


From the source or input device, 
the signal is fed by appropriate cable 
connection to the system amplifies 
(one Or more pieces of equipment) 
The amplifying equipment strengthens 
the signal and provides means for 
modifying the characteristics (bass, 
treble, etc.) of the sound which is 
produced by the system loudspeakers 
Ihe amplifying equipment generally 
consists of two separate sections: the 
preamplifier and the power or booster 
amplifier. 

Ihe preamplifier serves two pur 
poses: it amplifies very weak signals 
such as those from microphones, mag 
netic phonograph pickups and musi 
cal instrument pickups; and it permits 
combining the signal with other am 
plified weak signals or stronger signals 
like those from tuners, crystal phono 
graph pickups or tone generators. ‘The 
preamplifier provides control of the 
relative volumes of the combined sig 
nals and provides control of the tone 
characteristics of the sound output. 

From the preamplifier, the signal is 
passed along to the power amplifier 
which may be on the same chassis or 
on one or more separate chassis. The 
power amplifier performs the function 
of greatly strengthening the signal to 
provide the necessary power to drive 
the loudspeakers connected to it 

In any system, the number and out 
put ratings (in watts) of power am 
plifiers to be used depends upon the 
number of loudspeakers in the system 
and the level (in watts) to which each 
speaker must be driven to provide 
sufficient sound output for the parti 
ular application. For high output 
power requirements, a number of 
power amplifiers may be paralleled. In 
custom-assembled consoles or cabinet 
racks, the general practice is to install 
preamplifiers and power amplifiers rel 
atively close to each other. In other 
installations, one or more preamplifiers 
may be mounted in a main operating 
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center and connected by long lines 
to outlying power amplifiers located 
close to the loudspeakers they supply. 

Although multi-chassis amplifier as 
semblies are commonly used in con 


soles and in cabinet racks for large 
custom installations, by far the largest 
number of sound installations employ 
an amplifier unit which combines both 
the preamplifier and power amplifier 
on a single chassis. Typical of the most 
widely used type of amplifier unit 
would be a single chassis unit with two 
input terminals for connecting micro 
phones and an input terminal for 
connecting a radio tuner or record 
player, These terminals are com 
monly referred to as “inputs.” Such 
an amplifier would be described as 
having “two microphone inputs and 
one phono input.” 

The amplifier would have an output 
of 30 watts, which is the amount of 
electrical power of the audio signal fed 
to the loudspeakers. ‘This wattage rat 
ing should not be confused with the 
electrical watts consumed by the unit 
through the power cord which plugs 
into a 120-volt convenience receptacle 
Such power consumption for a 30 watt 
amplifier might run around 140 watts 


Loudspeakers 


Ihe final element in the chain of 
components of a basic sound system 
is the loudspeaker Ihe amplified 
signal—-the electrical equivalent of the 
sound which provided the signal in the 
source or input device-—is delivered 
from the system amplifying equipment 
to the one or more loudspeakers in 
the system 

The signal from the power ampli 
fier Output te rminals 1s upphed wo a 
loudspeaker over two conductors and 
applied to the voice coil of the speaker, 
usually through a very small trans 


former (about the size of a pack of 


cigarettes) called a line transformer 
Interaction between signal current 
in the voice coil and the magnetic field 
in the speaker magnet assembly pro 
duces motion of the cone or dia 
| hragm of the spe aker [he motion 
sets up sound waves corr sponding to 
the alternations of the signal current 
which corresponds to the original 
sound waves. The loud pe akers there 
fore reproduce the original sound 
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VAPOR PROOF MODULAR FLUORESCENy 


ACE ; : 


for peak illumination 
in every phase of modern building... 


Lighting By 
cR A IE 


NEW ROOSEVELT RACEWAY in Westbury, L. | 


proves once again our consummate 
skill in lighting engineering and design 
architect Skidmore, Owings & Merrill 


electrical contractors: (a joint venture) Fischbach & Moore, Inc., J. Livingston & Co 


The acceptance of Litecraft lighting fixtures throughout 

the building industry is your guarantee of reliability. 

Your customers already are convinced that the rigid 

specifications under which Litecraft fixtures are 

manufactured make for easier installation and more 

satisfactory performance so, remember, when you sell Litecraft, 
you sell not only a proven product, but a thoroughly reputable name! 


A LITECRAFT LIGHTING SPECIALIST IS ALWAYS AVAILABLE FOR CONSULTATION 
Wie A IE 


MANUFACTURING C OR P 


Cus, General Offices: 100 Dayton Avenue, Passaic, N. J 
a4 SHAN Showrooms: 8 East 36th Street, New York 16, N. Y 


RECESSED INCANDESCENT “DOMELITES 
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CORDSET 


CAROL EXTENSION “CORDSETS” 
in eye-catching displays to sell on sight! 


Available in both red and blact each Carol 
Cordset } pecially packaged in a heavy-duty 
box which open easily into an eye- itching hard 
selling display case that occupies little counter 
pace. Every set is clearly labeled to simplify 


lection, storage and inventory control 


@ SELL THE COMPLETE LINE 
CAROL CABLE COMPANY 
Seven different lengths in 2 gauge sizes meet every 


Division of The Crescent Company, Inc. 


Pawtucket, Rhode Island demand All attae hment are molded on for long life 
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“Electrical distributing is a sev- ‘‘Let’s face it—you’ve got to have 


en-day-a-week job.’ 


as much money as you owe.” 


“You've got to live this business; 
that’s why I say .. .” 


Whoss Got Time For Golf? 


Busy distributor H. A. Brown (above) finds that play doesn't pay—not if 


you want to stay near the top in the electrical wholesaling game today. 


ISN'T that H. A. Brown hates 
golf--he just doesn’t have time 
for it. “If you're going to run this 

business right,” says the president of 
Jno. BE. Graybill & Co. Inc., a big 
(four stories, 75,000-sq ft) York, Pa. 
electrical distributing house, “you 
haven't got time for recreation.” 

businessman who be 
lieves in a sound business formula, 
based on plenty of plain, hard work. 

In its simplest form, his credo is 

this: a wholesaler must be amply fi- 
nanced (“he’s got to have as much 
money as he owes"); he must be able 
to discount his bills (good credit is 
have a com 


Brown 18 a 


essential’); and he must 
prehensive inventory (“you can’t sell 
back orders’) 
e The Root—-There is no rosy tint 
whatever on the Graybill president's 
bifocals, ‘lo Brown, recognizing a 
problem is the first step in solving it 
He singles out the under-financed 
root of the indus- 
try’s most serious foul-up today. 

Says Brown: “Too many distributors 
who have no right to be in business 
are. They don’t have the money, they 
don't have the experience, and they 
don't know what it’s all about. You 
hear a lot of them say: ‘I don’t know 
what to do.” Well, if they don’t know, 
who's going to tell them?” 

Still, the York wholesaler thinks, 
the problem wouldn't be what it is 
were it not for the role played by 


wholesaler as the 


78 


some manufacturers in selling to these 
likely bankruptcies. 

“I don’t blame the manufacturer 
maliciously,” Brown comments. “They 
have a job to do just like anyone 
else. But it’s just not good business.” 
¢ Doom Due?—Brown foresees an 
unhappy ending for many “overnight” 
distributors. “In the next few years,” 
he says, “they'll be up against it 
it’s getting too hard to borrow money. 
Banks have the money all right, but 
if you want it—-you have to pay the 
premium on it. Many of these dis- 
tributors won't be able to do that and 
they'll have to go out of business.’ 
e Efficiency Vital—-The Brown for- 
mula for “staying ahead of the game” 
lists efficiency as a key ingredient. A 
look inside the Graybill operation 
seems to underscore his views. 

Stockmen wheeled-ladder 
platforms flip supplies off shelves and 
into convenient supermarket-type bas- 
kets; floor stock managers whisk or- 
ders down a spiral chute to a load- 
ing dock where they're placed in 
storage bins marked according to des- 
tination; house phones and squawk- 
boxes buzz with prompt-service-de- 
sired messages; and countermen move 
fluidly among back-to-back, flexible 
stock shelves. 
e Looks Count—-Appearance is like- 
wise at a premium at Graybill, where 
a full-time painter keeps the building 

inside and out—a_ spotless silver 


astride 


and electric blue. As Brown puts it, 
“You've got to use good business 
principles in everything you do. We've 
just put in two lighting showrooms 
(which Mrs. Lois Barley, advertising 
manager, previewed to the public in 
April) at a cost of $60,000. Now, if 
you're going to sell jewelry, you have 
to dramatize it, make 
The principle is the 


to have a way 
it appealing 
same here.” 

Brown extensive de- 
livery full- 
functioning distributor. “Sure, it runs 
into money,” he says, “——driver, truck, 
fuel-—but volume, 
and the customer can’t help but real 
ize the value of doing business with 
you. Delivery is a evil; to 
be worthwhile it must be prompt.” 

e Labor Costs — Automation, with 
ever-increasing application in the busi- 
ness world, high on Brown's 
list of efficiency aids. “No matter how 
you look at it,” he “labor is 
the most expensive thing in any busi- 
ness. We have a large number of 
calculators that have cost us plenty 
but in the end they save us money 
you can't maintain a profit margin 
unless your prices are right.” 

Brown's philosophy finds its clear- 
est expression in his unflagging de- 
votion to the seven-day week. “It's 
pretty hard to play 18 holes every 
day,” he smiles, “when you're work- 
ing almost as many hours.” 


that an 
is essential to any 


feels 


service 


bigger 


you get a 


necessary 


rates 


Says, 
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CIRCUITUBBE A KING 


RECEPTACLES 
PLUGS 
CONNECTORS 


.. . Assure Complete Safety 
EVEN UNDER OVERLOAD! 


Russell & Stoll has integrated many important design fea- 
tures into Saf-T-Arc, to keep pace with the advancing 
electrical needs of modern industry. 
It will pay you to specify Saf-T-Arc ... for safety’s sake! 
These Type J devices not only assure complete circuit 
breaking safety under full rated loads—they’re safe even 
when subjected to 50% greater than rated loads. Deep 
insulating chambers confine and snuff out harmful arcing 
and flashover by de-ionization and lack of oxygen— 
eliminating possible injury to personnel or plant equip 
ment. 
Units are individualized so that plugs fit only into recep- 
tacles or connectors having the same electrical charac- 
teristics, Two grounding arrangements are offered—one 
style provides grounding through a separate pole and re 
ceptacie and plug housing—while the other style provides 
grounding through the plug and receptacle housing only 
Quick and easy conversions may be made in the field be 
| tween the Weathertight Flap Cover and Waterproof 
SAF-T-ARC BULLETIN , Screw Cap assemblies—an exclusive R & S feature. Hous 
‘ ings and component parts assemble readily. Regular 
service interior assemblies interchange quickly to create 


Write for your copy 

of the new 22-page 
Saf-T-Arc Bulletin No. 3157 reverse service devices. 

TODAY! Saf-T-Arc supplements—but does not replace—the stand. 

ard R & S Angle Type Lines. widely used for many years. 


30, 60, 100 AND 200 AMPERES 
600 VOLTS, Angie Receptacie Receptacie EDP Angie Angie Receptacie 


with Flap Cover with Screw Cap with Flap Cover with Horizontal Box 


250 VOLTS, A.C. OR D.C. and Enclosure and Box and Box and Screw Cap 


PRECISION-BUILT ELECTRICAL EQUIPMENT — SINCE 1902 
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General Electric says: 


“On the average, only 1 out of every 1,000 , ‘ 
1 G-E Fluorescent Lamps may not light.” 
mae 
C04 of 


manager, Says: | 


uke —F “We installed 61,970 G-E Lamps and only 1 out of 
every 1,500 wouldn’t light! That’s 99.93% perfect!” 


UY General Electric Lamps and expect 
B the same performance that exceeds the 
promise! General Electric manufactures its 
lamps with such care and precision that, on 
the average, 999 out of 1,000 G-E Lamps 
are free of physical defects which could af- 
fect their performance in service. And this 
performance doesn’t stop here. Evidence 
Only 373 of the 61,970 G-E Lamps needed 
replacing during the first full year of service 
That's only 6 out of 1,000! General Electric 
Co., Large Lamp Dept. USN-107, Nela 
Park, Cleveland 12, Ohio 


Motul Building ne of Ne York's newest 


AMY 4, GENERAL @ ELECTRIC 


/ i MR. LAWRENCE is the Operating Manager of the Progress /s Our Most /mportant Product 


GE LAMPS GIVE YOU MORE FOR ALL YOUR LIGHTING COSTS | 


— 


REPRINTS ARE AVAILABLE of the ad py tured above. 
s the ad will appear in 

‘re full-size proofs just a the «a 
Aa fleading business publications They're Progress ls Our Most /mportant Prod 
ectobert 

ideal for use on your re gular calls—or as mi iiling pieces 

ELECTRI 
to customers and prospects Get a supply e808 G EN FERAL 


local G-E Large L amp Department represen 


your 
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on every Factory Assembled 


Set-Up Box you 
install with... 


SET-UP BOXES 


on Adjustable and Solid 
bar hangers 


Assembled... Ready For The Job! 


It costs you 12¢ at average labor rates, to have 


your men assemble a box on a bar. You can buy 


AVOID THESE COSTLY STEPS ON THE the same box and bar factory assembled for an as 
i sembly charge of about 2¢. You save 10¢ on ever 
JOB BY USING RACO SET-UP BOXES! 


set-up box you install . a substantial dollar sav 


ings to add to your profits 


oa’ 


| YOU CAN'T ASSEMBLE 


1 RemovecenterKOin 2 Loosen stud set Remove stud FOR 2¢! 
bottom screw and separate bar assembly 
CAR | 
A y { 
{ | 
| 
4 Position stud assem 5 Insert female boar 6 Tighten stud 
bly in center KO of box section through saddle set screw 


and assemble both sec 


tions of bor 


RACO 
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PHYSICAL SEPARATION OF CAPACITOR [rom core and coil assembly assures 


protection against capacitor jaidure due to heat arising normal trans 


former operation. Shown above, Sola design engineer indicates the spacing 
of capacitors (top) from core-and-coil assembly in the Sola transformer 


Design Feature Protects Capacitor Life 
in Sola Mercury Vapor Lamp Transformers 


Capacitor failure is a major cause of malfunction of 
outdoor mercury vapor lamp transformers. Almost in 
variably, heat normally generated by transformer opera 
tion is responsible. Sola Constant Wattage Mercury 
Vapor Lamp ‘Transformers are designed to protect 
against capacitor failures by providing safe physical 
separation of capacitor from the core-and-coil assembly. 


This design feature is indicative of the mechanical 
and electrical design caliber of Sola Constant Wattage 
Mercury Vapor Lamp Transformers. The result is 
superior performance, reliability, and reduced system 
maintenance cost for outdoor mercury vapor lighting 


Sola Constant Wattage Transformers offer unique 
electrical characteristics: 


SOLA 


e Lamps remain lit even when line voltage dips as low 
as 75v on a 115v line. 


e Energy to lamps is regulated within + 2% in spite of 
line voltage swings as great as + 137%. 


e@ Regulated voltage, current, and wattage permit con- 
tinuous stable operation extend lamp life. 


When you're next concerned with design, specification 
or installation of outdoor mercury vapor lighting 
shopping centers, parking lots, service stations, play 
fields, plant area protection — investigate the advantages 
of Sola Constant Wattage Mercury Vapor Lamp Trans 
formers. Your Sola representative, listed below, will be 
happy to provide prompt attention to your inquiries. 


Write for Bulletin 271-MV-219 
SOLA ELECTRIC CO. 
4633 W. 16th Street 
Chicago 50, Illinois 


CONSTANT VOLTAGE TRANSFORMERS © LIGHTING TRANSFORMERS © CONSTANT VOLTAGE DC POWER SUPPLIES 


SOLA ELECTRIC CO, 4633 West 16th Street, Chicego 50, Illinois, Bishop 


2-1414 © BRANCH OFFICES: Boston, Moss.; Cleveland, Ohio; Kansas City, 


Mo.; Los Angeles, Calif., New York, N. Y.; Philadelphia, Pa.; Sen Francisco, Celif,; Wallingford, Conn, © Representatives in Other Principal Cities 
Sola Electric (Canada) itd., Torente 17, Onterio: 102 Leird Drive, Meyfair 4554 
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WHITNEY BLAKE sells its portable cords only through electrical distributors who are 


serviced by seasoned, technical company salesmen, experienced in sales promotion. 


WB DYNAPRENE, 14/2 SO and larger is listed by the U. S. Bureau 
of Mines and Pennsylvania Bureau of Mines, identification number 


P-118 BM. 
FOR YOUR CONVENIENCE this tough, long-lasting cord is put up in 
250 ft. spools in sizes up to and including 16/3. 


Write for complete 
WB Portable Cord 
catalog... 


there is no charge. 


wilt W $s Since 


©1957 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 


September, 1957—ELECTRICAL WHOLESALING 


if 
# 
= 
4 
3 
A 
83 


FROM OFFICE . . . TO FACTORY 


... bad air vanishes with Ventura Fans 


Whisk away stale air with an American Blower Ventura Fan 
the popular choice for all types of commercial and indus- 
trial applications, from cafeterias, laundries, offices to sales- 


‘ 
roo warehouse lactorie 


American Blower engineering experience is behind every 
Ventura Fan. Balanced ventilation, quiet operation, func- 
tional streamline design ensure you of top” operating 


etheorency for many years 


For information on the complete line of American Blower 
Ventura Fans, call or write our nearest branch office. American 
slower Division of American-Standard, Detroit 32, Michigan. 


In Canada: Canadian Sirocco products, Windsor, Ontario. 


AMERICAN BLOWER 


Division of Amertcan-Standard 
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INDUSTRIAL 
CONTROL 


DOUST-TIGHT 


FOR HAZARDOUS LOCATIONS 


SECOND TO NONE FOR...SAFETY AND ECONOMY... 


LONG SERVICE 


LIFE 


CORROSION-PROOF COVER JOINT: 


The metal to metal joints of all explosion-proof Pylets, both New ECB Series Circuit Breakers 
the ground joint types and the threaded joint types, are 


cadmium plated to maintain the integrity of the flame 


arresting path against corrosion. Only cadmium plate can 


provide this valuable protection on ferrous alloy castings. 


The new EMS motor starters, ECM combination motor starters 
und ECB circuit breakers have cadmium plated, ground cover 


joints plus the following features: - 
@ COMPACT RECTANGULAR SHAPE 
@ HINGE SUPPORTED COVER 
@ RAIN-TIGHT PROTECTION 
@ COMPLETE ACCESSIBILITY FROM FRONT 
@ MINIMUM BENDING OF CONDUCTORS 


2 
@ TAPERED TAPPED HUBS Io [3 
ERC Push Button Stations ERP Pilot Lights 


Sold Nationally Through Authorized Distributors. Write for Litercture 


THE PYLE-NATIONAL COMPANY 
WHERE QUALITY IS TRADITIONAL 
1352 North Kostner Avenue, Chicago 51, lilinois 
SINCE 1897 BRANCH OFFICES AND AGENTS IN PRINCIPAL CITIES OF THE U.S. AND CANADA CANADIAN AGENT. THE HOLDEN CO. LTO 


MONTREAL RAILROAD EXPORT DEPARTMENT. INTERNATIONAL RAILWAY SUPPLY CO. 30 CHURCH ST. NEW YORR 7. 
13 40TH ST. MEW YOROR 16. NY 


FLOODLIGHTS 


EXPORT DEPARTMENT, ROCKE INTERNATIONAL CORP 


LIGHTING FIXTURES 


INDUSTRIAL 


PLUGS AND RECEPTACLES 


CONDUIT FITTINGS 
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Srorters 


MEN RESPONSIBLE FOR 


POWER DISTRIBUTION KNOW... 


(TS RIGHT 


From Power to Control Cable... 
Cable specified for utility applications must provide 
dependable performance to the highest degree. 
That's why more and more engineers are saying —If 
It’s Paranite It’s Right!® Paranite cable is engineered 
to perform in excess of your most rigid requirements. 
Super-Pararite™ butyl rubber insulations have been 
developed to withstand special conditions in your area. 
Copper or aluminum bare or weatherproof cables — 
ACSR or line wire (formerly products of Midland 
= Wire Corporation) are available. 


— 3 
ferme” 


RANITE WIRE AND CABLE 
DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


MANUFACTURING PLANTS: *Birmingham, Ala.; Anaheim, Calif: Jonesboro, Ind; Marion, Ind.; Tiffin, Ohio 
Warehouses* and Sales Offices 


Atlanta, Georgia *Kansas City, Missouri Rochester, New York 

*Chicago, Illinois *Detroit, Michigan *Los Angeles, California *Portland, Oregon *Saint Louis, Missouri 

Cleveland, Ohio Hartford, Connecticut "Newark, New Jersey Upper Darby (Philadelphia,) Pa. *Son Francisco, California 
Dallas, Texas Indianapolis, Indiana Omaha, Nebraska Phoenix, Arizona Springfield, Illinois 
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Slater 600 
QUIET 


SWITCH 


PATENTED 


SIDE RELEASE 
(Pat. No. 2,795,677) 


New wiring feature .. . exclusive with 
Slater. Two wires can be put ineach 
hole. Holds 12 and 14 wires securely. 
Easy to install. Extra rugged. Pat- 
ented side release. No “special” tools 


required, 15 Amp and 20 Amp. 


SEND FOR FREE CATALOG NO. 35 TODAY 


SLATER ELECTRIC & MFG. CO., INC. 
54 SEA CLIFF AVENUE 
GLEN COVE « NEW YORK 


September, 1957—ELECTRICAL WHOLESALING 


f 
j 
j 
j 
j 
| 
/ 
j 
j 
(ff 
J 
j 
| 
87 


SCIENTIFICALLY 
DESIGNED & MANUFACTURED 


LIGHTING EQUIPMENT 


MEANS 
BETTER LIGHT 
FOR 
BETTER SIGHT 


MULTI LIGHTING EQUIPMENT FOR 
INDUSTRIAL APPLICATION AS SHOWN 
PROVIDES BETTER LIGHT AT THE WORKERS’ 
LEVEL WITHOUT EYESTRAIN OR SHADOWS 


MULTI RLM HIGH BAY ALZAK 
ALUMINUM REPLECTORS FOR MERCURY YOU CAN ENJOY CUSTOMER SATISFACTION 
VAPOR OR INCANDESCENT LAMPS WILL WITH MULTI LIGHTING EQUIPMENT. 

ove MAXIMUM, UNIFORM ILLUMINA. SEND POR CATALOG TODAY. 


SEE OUR CATALOG 


Dr MITECTURAL 
FILE 


O8 WRITE FoR Cory 


ELECTRIC MFG. Inc. 


4229 WEST LAKE ST., CHICAGO 24, ILL. 
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You'll do a better insulating job, save time and tape 
with Gold Seal Friction Tape. It tears evenly, sticks fast 


in any weather, conforms readily to uneven surfaces 
less tape is needed per 


And one thickness insulates 
job. For lasting “tack” and lasting protection, 

get Gold Seal Friction Tape. Made by Jenkins Bros., 
Rubber Division, 100 Park Avenue, New York 17. 


In 10-roll 


FOR EVERY APPLICATION 


single rolls. 


Each roll 
Gold Seat FRICTION pgusser pLastic topes 


BRD sealed in cellophane, 
stays fresh Commercial and Specification Grades 
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From a whispering chime to a blasting 
horn, Sperti Faraday provides complete 
flexibility in audible signals to meet 
every need, Twelve different sound in- 
struments fit the exclusive Uni-Paet 
adapter plate... as easy as plugging in 
an appliance. You can always look to 
Sperti Faraday for the latest develop- 
meets in process control and protective 
signaling systems to meet today’s re- 
quirements in commerce and industry. 


COMPLETE 


Our business 
is communications 


You can rely on Sperti Faraday to speed the flow of goods and 
services in all stages of production and in all walks of life. Pio- 
neers in industrial, commercial and institutional signaling systems, 
Sperti Faraday precision engineered products meet today’s need 
for maximum efficiency in audible and visual communications. 
For information on how Sperti Faraday engineering can help 
inerease efficiency while lowering your cost of communications, 
write to Sperti Faraday, Inc., Adrian, Mich. In Canada, write 
Sperti Faraday, Lid., Montreal. 


Inquire today about these Sperti 
Faraday engineered products. ° 


Fire Alarm Systems e Electric 


Designers and Producers of Visual and Audible Signals Since 1875 Clock Systems © Hospital Sys- 


tems, Visicall « Audible Signals 


Adrian, Michigan @ Annunciators @ Plugmaster 


Cord Sets @ Synchronous Clocks 


Officer in 96 principal clties in the U.S.A. end 


vices. 
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Available with 16, 24 or 32 circuits, the “NP” Electri-Center 
provides double protection with Duo-Guard Pushmatics. The 
thermal time and solenoid magnetic elements guard circuits 
two ways—against overloads and against short circuits. 


Your BullDog field engineer will be happy to give you 
complete details on “NP” panels and the many other BullDog 
products—help your customers plan, expand or modernize esa 
existing facilities, get a coordinated distribution system. ‘ 


Neat way to save space... get Pushmatic safety, too! 


Here is eye appeal, savings in space and the best protection elec- 
trical circuits can have. It's the BullDog “NP” Electri-Center", featuring 
famous Duo-Guard Pushmatic”™ circuit breakers. Only 6%” wide, 
these narrow panels have rounded corners ... slip easily into standard 
8” H beams . . . mount on nonstructural surfaces, too. Wireway exten- 
sions and pull boxes eliminate naked conduit runs, simplify and speed 
installations. And, if space is particularly limited, it's easy to gang- 
mount three or four “NP’s”’ in an area normally needed for one regular 
panel. 


IF IT'S NEW... (T'S DIFFERENT. IT'S BETTER... IT'S 
For complete details about ‘NP" panels and other BullDog products 


consult your BullDog field engineer. And whenever you plan any 
electrical expansion, look to BullDog for the new, the different, the 
better... in everything from a safety switch to a complete, flexible 
ELECTRIC PRODUCTS COMPANY 


distribution system. © BEPCO 
A DIVISION OF 1.T-£ CIRCUIT BREAKER COMPANY 


BullDog Electric Products Company, Detroit 32, Michigan. + A Division of I-T-E Circuit 
Breaker Company + Export Division: 13 East 40th St., New York 16, New York. In Canada: 
BullDog Electric Products Company (Canada), Lid., 80 Clayson Rd., Toronto 15, Ontario. 
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every 
when you tell em 
and re-tell ’em 


Cast your eyes on these E.M.T. promotional materials, 


“INCH-MARKED”” .. . an exclusive sales 
feature that teams up with the ELECTRUNITE 


other mailing pieces. They're designed to catch all sizes tion. In sizes 2", %”, 1” and 1%’. 


of orders. They're attractive and inviting —telling the story 
of ELECTRUNITE E.M.T.—the exclusive construction fea- — 

“GUIDE-LINED” . . . t sales feature f 
tures, the nation-wide acceptance, and the over-all superior coder bending ond eller 


ity. Eliminates “wows”. Onsizes 2", 
quality. Reasons why “The Best Costs Less Installed.” land 1%". 


What's more, they're free—including your imprint. Write 1 3 
us or call your Republic representative today for a supply _- : 


of “bait” to fish for bigger sales. Mailed out periodically, INSIDE KNURLING . . . another ELECTRUNITE 
. exclusive. By actual tests makes wire-pulling 


easier. In sizes Ya", %” and 1”. 


ad reprints, Sweet's Catalog reprints, stuffers, folders and 


they make your salesman’s job easier and mean greater 


ame 


profits for you. 
ACCEPTANCE... first in preference by brand 


name in unbiased surveys ...an ELECTRUNITE 


STEEL AND TUBES DIVISION feature. 


215 East 131st Street + Cleveland, Ohio sa" BENDING INSTRUCTIONS 
for the ELECTRUNITE® 
bending system... an 
PLECTRUNITE extra. 
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NEWS FOR THE INDUSTRY 


. 
How s Business? 
In This Case .. . Statistics Speak Louder Than Words 


INDEX 
June 1957 
Sales _._. 165 165 


HERE'S a statistic in EW’s Business 

Index for June 1957 that sticks out 
like a sore thumb 

According to the Bureau of the 
Census, Dept. of Commerce, the sales 
of electrical apparatus and supplies 
distributors for the first six months of 
1957 show a one per cent decline 
when compared with the same period 
of 1956. 

Not since the index for December 
1954 (EW—RMar. p. 25) has there 
been a minus figure in this column 
That was the cumulative figure for 
12 months of 1954—four per cent 
below the year 1953 
Commerce Calm—What does the 
Bureau of the Census say about this 
figure? Well, it is “not an absolute 
indication that the bottom is dropping 
out of wholesaling.” Spokesmen point 
out that “in the past few months there 
have been small percentage errors in 
the final sales volume estimates when 
compared with the original estimates” 
(the basis for the “per cent change” 
figure). 

Also, there have been changes in 
the estimating theories used by the 
Bureau; however, they emphasize 
these “are in dollar volume estimates 
only, not in trends.” 

Estimated sales reported for the 
first six months of 1956: $1,818 
million; for the first six months of 
1957: $1,805 million. This is $13 
million behind 1956 

Total 1956 sales were estimated 
as $3,807 million. Thus, electrical 
a&s wholesalers have to make up 
that extra $13 million and to average 
$337 million per month from July 
through December—in order to land 
in a dead heat with 1956 when the 
1957 race is written into the record 
books 
Price Rises—Bureau spokesmen 
admit that with sales volume evi 
dencing a one per cent decline 
in the first half of 1957 (compared 
with a year ago), physical volume 
of goods moved by a&s wholesalers 
thus far in 1957 is not even near 
last year’s level when price rises are 


May 1957 June 1956 
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**6 months 1957 from 6 months 
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taken into account. Bureau figures 


are never adjusted for wholesale price 
index increases oF decreases, officials 
point out 
e Fact or Fluke?—What will happen 
to the index figure in the last six 
months of 1957? Will this slip be 
corrected by sales volume figures next 
month? Or will the straight line ap 
pearing in the 1957 index graph 
(page 9S) keep pushing along to 
year’s end. Bureau spokesmen would 
not advance a prediction 

Among the “iffy factors: va 
ing points of view in Washington on 


how much the new administration 
housing law would help residential 
construction in the balance of 1957 
(see page YO) 

There is general agreement that 
tight money” has handicapped indus 
try building plans. It is agreed also 
that the decline in volume of con 
struction—industrial as well as resi 
dential—has contributed to the lowe: 
level of electrical wholesalers’ sale 
Mentioned was the fact that apparent 
ly larger wholesalers have heen hard 
est hit by conditions accounting for 
lowe! reported estimated sales 
e Sales Statistics—Beginning with its 
June wholesale trade report, the Bu 
reau of the Census ts presenting a 
new monthly series of dollar volum« 
estimates. The current report includes 
electrical apparatus, supplies distri 
butors’ sales from Jan. 1956 through 
June 1957 


mates are based on a_ probability 


These monthly sales esti 


sample representative of all whol 
salers in the industry. The reporting 
panel for this industry——as for all 
industries—includes a fixed number 


of large firms reporting monthly and 
four rotating panels of smaller firms 
which report every fourth month, The 
sample is drawn from two sources 
(1) 1954 Census of Business lists 
representing all wholesalers with paid 
employees in business in 1954 and (2) 
BOASI lists of wholesalers with paid 
employees entering business since 
1954 


Following is the tabulation re 
ported in the June Wholesale Track 
Report 


Istimated Monthly Sales of Electrical 
\pparatus, Supplies Distributors 


of dollars) 

1956 1957 
Jan 272 101 
Feb 2865 291 
Mar 297 293 
Apr 295 297 
May 19 108 
June 350 3146 
July 326 
Aug 336 
317 
Oct 338 
Nov 328 
De 344 

1,807 


© Historical View As the condensed 
version (below) of EW’'s Business In 
dex show from 1954 to 1957 ele 
trical wholesalers’ sak have tarted 
otf each year higher than the previou 
years opening point, also, sales in 
1YSS and 1956 were at every point 
us high as or higher than the com 
pal ible month the year betore In 
19S7 the pattern has changed. Thi 
chart, like the | heat watching 


1947-49 = 100% 


Does Construction Hold the Key? 


SURVEY of reports compiled by 

U.S Departments of Commerce 
and Labor shows that the first six 
months of 1957 have seen record 
outlays of $21.5 billion spent for all 
construction. This is three per cent 
above the figure reported for a similar 


period in 1956 

I he increased spending howe ver 
reflects a rise in building costs so 
that the actual amount of constru 
tion in place is probably slightly below 
that of i cut 


Continued on page 
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that fits 
your need 


RUBBER 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA | 
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CHUCKLE OF THE MONTH 


is Construction Key? 


Continued from page 93 


Public rather than private outlays, 
which accounted for more than 70 
per cent of all new construction 
activity in comparable 1956 months, 
carried the load this year. Private 
investment almost equalled that of 
1956 but public spending, to the tune 
of $6.2 billion, rose to an all-time 
high, 11 per cent more than the 
corresponding period of last year. All 
major types of construction, except 
military facilities, contributed to the 
increase. 

Construction of private industrial 
plants, predicted to expand but at 
a slower rate than in 1956, lived up 
to expectations as investments totalled 
$1.6 billion 

light credit prevented an increase 
in commercial construction but no 
overall decrease was reported. Spend- 


ing for office building was greater 
than in 1956 but new store con- 
struction declined. 

Capital outlays from institutions, 


expected to reach an all-time high, 
hit a ceiling of $1.1 billion. High- 
ways, schools, churches, and hospital 
construction was extensive. Public 


utilities and sewer and water facilities 
also showed marked gains. 

Major blot on the horizon was 
new residential construction. Although 
spending for additions and alterations 
to houses showed an increase, out- 
lays for new dwelling construction 
demonstrated an overall decline. Re- 
sult was a levelling off of spending 
for housing about equal to that of 
the corresponding period in 1956. 
January, February, March, and June 
were record months for construction 
spending while April and May regis- 
tered substantial increases over 1956. 

Outlook for the second half of 
this year is encouraging. Commercial 
building, in particular, will experience 
a hearty 38 per cent jump, reports 
Engineering News-Record, McGraw- 
Hill publication. Highway contract 
awards are seen to go up 10 per cent 
and public building, excluding hous- 
ing, will also show a slight increase. 
Industrial building, however, will suf- 
fer a four per cent setback, according 
to EN-R. 

Finally, EN-R predicts an overall 
increase in heavy construction awards 
for the second half of 1957, totalling 
$19.5 billion, second largest annual 
dollar volume recorded. This will be 
10 per cent less than 1956's high of 
$21.7 billion. 
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HOW TO GET 


UP 10 
2,900 HOURS 


MORE 
LAMP LIFE 


HERE'S THE SECRET: Use fixtures with CERTIFIED CBM GIVES JUST WHAT YOU NEED for pragee fluores- 
CBM BALLASTS! They can give up to 2500 hours more cent lamp operation. These ballasts are designed to 


lamp life than fixtures using ballasts of poor design give just the right amps and volts for peak lighting 
as tests by fluorescent lamp makers show. performance. 


CBM BALLASTS GUARD YOU FROM LOSSES IN LIGHT BUILT TO EXACTING SPECIFICATIONS for 
OUTPUT... can save you up to 30%. For CBM means 
full, rated light output. And you get assured ballast 
life and High Power Factor, too. 


serformance 
by 7 leading ballast manufacturers, CERTIFIED CBM 
BALLASTS are checked and certified by Electrical 
Testing Laboratories, They also carry the UL label. 


MADE FOR EACH OTHER. Certified CBM standards WRITE FOR A COPY of the free booklet, “Why j 
are “tailored to the tube”. So to get more for your to use CERTIFIED CBM BALLASTS in fluorescent 


Why it pays 


money, be sure the fixtures you use are equipped with lighting fixtures” 


. You'll find it helpful in knowing 
CERTIFIED CBM BALLASTS. 


your best buy in fixtures, 


Seven leading manufacturers now make up 


ERTIFIED BALLAST MANUFACTURERS ~~ 


2116 KEITH BUILDING CLEVELAND 15, OHIO 
Participation in CBM is open to any manufacturer who wishes to qualify 
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WHAT'S HAPPENING IN WASHINGTON 


@ Slow Pep-Up For Housing —On second look, a lot of construction in- 
dustry spokesmen were less than bullish about chances that the new Federal 
Housing Law with its lower downpayments and higher mortgage interest rates 
would spur homebuilding. The administration has hopes the new law might 
renew a climb to the |-million annual rate of starts they have come to regard 
as normal. 
The President of the National Association of Home Builders, Charles 
Goodyear, expects 1957 total starts to be only 850,000, though most builders 
hope to see it rise above that. The current annual rate is around 975,000. 
Most figure it will be next year at the soonest before starts again hit the . 
million mark and they will be lucky to hit it then. 
Nevertheless, builders are pleased that the White House followed the 
recommendations in the new bill—it didn't have to, and for several weeks it ° 
was questionable that the suggestions would be acted on. Basically, the White 
House moves do three things: 
(1) Reduce downpayment requirements up to as much as 50 per cent; (2) 
raise permissable interest rates on FHA-insured mortgages from 5 per cent 
to a 5% per cent rate; and (3) recognize and set controls on the practice of 
discounting mortgages. Highest permissable discounts, for example, will be 
242 points—in the Rocky Mountain states and Michigan. There a $10,000 
mortgage may not sell for less than $9,750. Rates for other sections of the 
U.S. are lower 


SBA Extended—The Small Business Administration got a new lease on 
life last month, but only for one year. The White House backed a bill making 
SBA permanent, and this measure is a good bet to pass next year. Mean- 
while, Congress approved the agency for another year, adding an additional 
$75-million to its $220-million revolving loan fund. Administrator Wendell 
Barnes is asking Congress for $25-million more for fiscal 1958. 


Bid-Shopping Shelved—Jhe bill pushed by electrical contractors to 
require and regulate the shopping for sub-contracts by prime government 
contractors got hung up in the closing days of this Congressional session. 
It is a sure bet to be brought up again next year. What happened was that the 
plumbing contractors pulled out of a coalition of sub-contractor groups who 
had been supporting the measure 
This bill, at first opposed by prime contractors, calls for competitive bid- 
shopping, but was amended to reaffirm the principle of prime contracts. It 
would require prime contractors to get government okay on lists of prospective . 
sub-contractors 
rhe amended bill applies only to sub-contracting jobs extending 5-ft beyond 
the building line, which is the reason the plumbers pulled out their support, . 
fearing that shuts them out of getting work beyond the 5-ft line 


TVA Future In Question —!uture operations of the Tennessee Valley 
Authority will depend on two factors: (1) how the White House solves the 
problem of appointing acceptable candidates to the governing board which 
now has only one man on it; and (2) what Congress sets in the way of ground 
rules for TVA financing. 

Under the financing bill recently passed by the Senate, a number of com- 
promises between public and private power advocates were reached. The bill 
calls for a $750-million limit on the amount of bonds TVA may float on the 
public market, a 5-mile limit on expansion of new power facilities. The House 
is unlikely to act on the measure this year, putting it on ice till next session. 
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Easier, faster handling means bigger portable cord profits 
for you with Royal’s new corrugated “Handi-Pak’’ (250’ 
spools, individually packaged) in Master cartons! 


ORDER ROYAL ELECTRIC 
LOWER HANDLING COSTS! Now you save time and PORTABLE CORDS IN NEW 


trouble .. . new “Handi-Pak” Cartons speed spool handling on HANDI-PAK CARTONS NOW! 
both receiving and shipping. Master cartons simplify your ware 
2 ‘Handi Paks 4 ‘Handi Paks 


in n | r e too! 
housing and multiple unit shipments, too see ee 
per Master per Master 


EASIER STOCKING! New “eye-opening” carton identification Carton Rorten 
makes shelf stocking faster, easier .. . promotes faster order prox 
essing, and rapid, accurate stock control 

GREATER CUSTOMER SATISFACTION! “Tuck type” tops 

a Royal First for cord cartons — are easy to open and close 
eliminate messy cutting and tearing. Here’s a feature busy con 
tractors and dealers will appreciate .. . and one by which you 
can profit! 


Type 


ype 


ROYAL ELECTRIC CORPORATION 


/ AN ASSOCIATE OF PAWTUCKET * RHODE ISLAND 
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Manufacturers of WIRE + CORD SETS + FUSES + WIRING DEVICES 


ia. 
6/3 
97 


BUSINESS INDEX tor June 1957* 


1947-49=100% 
— 


220 — 


ESTWATED 


= 


954 


1955 1956 


J 


INDEX 
May 1957 
165 
154 


June 1957 June 1956 
182 


153 


June 1955 
147 
144 


June 1954 
134 
133 


SALES 
(% Change) 


CHANGE 
1956 from 1957** 


INVENTORY 


From 1957 
June 1956 from 1956** 


From 
May 1957 


5 10 


EAST NORTH CENTRAL . 


WEST NORTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 3 + 4 


(% Change)}—— 


From 
June 1956 


From 
May 1957 


5 + 5 


7 


*For electrical apparatus, supplies distributors, Source: Bureau of the Census 


**6 months 1957 from 6 months 19564. 
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NATIONAL PICTURE: 

Inventory ....... 150 = 

= REGIONAL PICTURE: 

MIDDLE ATLANTIC ......... 3 5 24 

\ 

\ + 2 19 7 3 + 7 

Re SOUTH ATLANTIC .......... + 7 5 2 4 0 

EAST SOUTH CENTRAL ...... 2 + 2 + 5 

—4 9 0 2 $13 

+ 2 7 + 2 +21 


NOW! Make 90° bends in 1%” 
through 3’ pipe in one pass 


Man, here's the BIGGEST boost ever for wholesaler profits! 
It’s Blackhawk's new S-139 featherweight aluminum pipe bend 
er! It’s a natural equipment sales opportunity demanded by 
the booming $3,500,000,000 electrical construction market 
a hydraulic bender that has ever vihing 

Self-selling 103-pound ready-for- work portability one- bite 
90° bending for 144" to 3” pipe Only 3 quick set-ups needed 
for making 34%" and 4” bends 

And, you can't miss with these Blackhawk sales advantages 
Modern electric-powered hydraulic pump models pay for them 
selves in 35 bends! And these Blackhawks save you up to 75%, 
over cost of manufactured ells! 

Stock sell profit like never before with these feature 
crammed Blackhawks! Sell the only complete bender line 
for 4%" - 2” thin-wall conduit 4 1” rigid conduit and pips 


Call your Blackhawk man today for complete profit details! 


New 3” and 4” 
featherweight benders | Exclusive work-saving BLACKHAWK features 


FOR BENDING UP TO 3” PIPE 
8-139 assortment with electric-pow- 
ered hydraulic pump — or S-138 
assortment with hydraulic hand 
pump. Both for 14%, 1%, 2, 2%, 
and 3” diameters. 

FOR BENDING UP TO 4” PIPE 
Model S-140 assortment with elec- 
tric-powered hydraulic pump. For 
1%, 1%, 2, 2%, 3, 3% and 4” di- 
ameters 

FOR BENDING UP TO 4” PIPE 
§-137 assortment with P-85 hydraulic 
hand pump... for 1%, 1%, 2, 
2%, 3, 3% and 4” diameters. 


REMOVABLE TOP ‘‘OPTIK-ANGLE'’ GAUGE — Sto WHOPPING 77% SAVED ON BENDS! 


«t 


ON"’ SHOES — No threading of guesswork and time wasting mea Dietz Electric Co. pro 
shoes on ram — simply place unng im controlling degree o man m ou 
them in position and insert lock bend The exact angle aved more 

yin. Pipe is quickly positioned is constantly in view , pared to cont 

rom above rather than ‘‘muscled- mounted right on bender. ells. Blackhaw 

in” from side. Top-plate has production bender from pow on 
snap-action, quick lock Bolt 


Aluminum Alloy Frame and Shoes... J 7 


Strength with Light Weight! THE BLACKHAWK 
Rigid and Strong — yet surprisingly light weight MAN WANTS TO SEE 
on bench, floor, makes overteed bending # cinch YOU! PHONE HIM AT 
Smooth action 8-139 turns out uniform factory Mil WAUKEE 

like bends — makes big savings in time and materials 


compared to manufactured bends ORCHARD / 4000 


‘The new Blackhawk is by far the easiest to use... 
fastest bender on the market today. Keeps ExT] 77 


bg electrician crews happy too! 
BLACKHAWK bends prove BLACKHAWK’S best! 


Wydrew!i« 


BLACKHAWK MFG. CO. DEPT. P-4497, MILWAUKEE 46, WISCONSIN 
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WHOLESALE PRICE INDEX 


Product (1947-49100) July 1957 June 1957 % Change July 1956 °/, Change 


|. Copper Wire, bare 133.4 145.2 —8.! 172.8 —29.6 
2. Building Wire, type RH-RW 138.0 139.7 —1.2 156.3 —t!.7 
3, Non-metallic Sheathed Cable 85.0 85.0 0.0 112.9 —24.7 
4. Varnished Cambric Cable 157.2 161.0 —24 174.3 — 9.8 
5. Flexible Cord type SJ 134.0 134.0 0.0 150.2 —10.8 


6. Lighting Panelboard, fuse type 131.0 131.0 119.2 

7. Lighting Panelboard, circuit breaker type 136.3 136.3 0.0 127.4 7.0 

8. Safety Switch, 2 pole, type A, 250-volts 159.1 159.1 0.0 158.5 0.4 

9. Safety Switch, 3 pole, type C, 575 volts 168.5 168.5 0.0 164.3 2.6 

10. Air circuit breaker, 250 volts 179.7 179.7 0.0 166.4 8.0 
143.6 143.6 0.0 133.2 7.8 


11. Powel Panel, fuse type, 250 volts 


12. Power Panel, circuit breaker type 149.5 149.5 0.0 138.8 7.7 
13. Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 177.6 177.6 0.0 160.9 10.4 
14. Motor Control, a.c., 25-30 hp., 220 volts 168.1 168.1 0.0 151.8 10.7 
15. Motor Control, a.c., 50 hp., 440 volts 195.9 195.9 0.0 176.9 10.7 
16. Motor Control, a.c., 75 hp., 440 volts 168.3 168.3 0.0 152.6 10.3 
17. Motor Control, d.c., 110 hp., 239 volts 186.6 186.6 0.0 179.0 4.3 
18. Renewable Cartridge Fuse, 250 volts 125.7 125.7 0.0 126.0 — 0.2 
19. Non-renewable Cartridge Fuse, 600 volts 126.3 126.3 0.0 127.9 — 1.3 

111.4 0.0 111.4 0.0 


Plug Fuse, 125 volts, non-renewable 


21. Motor, d.c., 1/6 hp., 115 volts 172.4 172.4 0.0 158.2 


22. Motor, a.c., 1/4 hp., 110-115 volts 114.3 114.6 0.3 105.4 8.4 
23. Motor, a.c., 1/2 hp., 220-240 volts 114.8 116.9 —1.8 111.8 2.7 
24. Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing 141.4 141.4 0.0 134.3 5.3 
25. Motor, a.c., polyphase, induction, 3 hp., ball bearing 140.1 140.1 0.0 134.6 4.1 
26. Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 156.8 159.6 —1.8 145.8 75 
27. Motor, a.c., polyphase, induction, 10 hp., ball bearing 157.2 157.2 0.0 143.9 9.2 
28. Motor, d.c., 5 hp 187.7 181.6 3.4 176.2 6.5 


Fan, under 12 inches 117.9 117.9 112.4 
Fan, propeller type, 24-30 in, wheel diameter, direct connected 167.6 167.6 0.0 166.4 0.7 


. Drill, production line, 1/4 in 123.1 123.1 120.9 
32. Drill, production line, 1/2 in. 122.2 122.2 0.0 116.3 5.1 
33. Saw, production line, 6-8 in. 99.8 99.8 0.0 103.1 — 3.2 
186.0 186.0 0.0 178.2 44 


34. Pliers, 6-in., long nose 


35. Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 160.5 160.5 0.0 147.2 9.0 
36. Distribution Transformer, 15 kva. 143.4 143.4 0.0 130.5 9.9 
37. Distribution Transformer, 45-50 kva 134.7 134.7 0.0 122.4 10.0 
38. Dry Type Transformer, 15 kva. 139.5 139.5 0.0 136.8 2.0 


39. Dry Cell Battery, flashlight, type D 189.1 189.1 0.0 149.3 26.7 
40. Dry Cell Battery, portable radio "B" pack 67!/, volts 146.3 146.3 0.0 136.4 7.3 
41. Dry Cell Battery, general purpose, No. 6 type 1!'/) volts 164.5 164.5 0.0 152.3 8.0 
42. Voltmeter, portable type, 3'/2-6!/2 inches, 0-300 volts 197.9 197.9 0.0 178.6 10.8 
43. Ammeter, portable type, 4-6!/2 inches 191.2 191.2 0.0 169.9 12.5 


. Watt-meter, for instrument transformer, 100-150 volts 173.9 173.9 0.0 151.2 15.0 


96.2 93.5 90.3 
98.3 99.1 0.8 95.5 2.9 


. Toaster, automatic, “pop-up” 
. lron, under 4 pounds 


. Cooking range, standard size 104. 104.5 101.5 
48. Washing Machine, non-automatic, wringer type 112.3 112.3 0.0 108.6 3.4 


49. Washing Machine, automatic 105.9 107.4 1.4 98.9 7.1 
50. lroner, table model 119.7 119.7 0.0 117.4 2.0 
51. lroner, portable model 113.8 113.8 0.0 113.8 0.0 
52. Vacuum Cleaner, upright 109.2 109.2 0.0 109.7 — 0.5 
53. Vacuum Cleaner, tank 998 99.8 0.0 99.2 0.4 
54. Refrigerator, capacity 7.4-9.5 cubic feet and over 912 91.2 0.0 97.9 6.8 
55. Home Freezer Chest, 8-12.4 cubic feet 913.8 98.1 —0.3 95.8 2.1 


Water Heater, 52 gallon tank, 230 volts ac 100.0 100.0 0.0 101.1 am {. 
94.6 


. Radio, table model 


58. Hi-Fi Phonograph, console 105.0 99.9 5.1 99.9 5.1 
59. Radio, portable model 89.4 91.7 aa 5 91.3 - 20 
60. Television, table model 68.6 68.6 0.0 67.3 1.9 
61. Television, console mode! 69.5 69.5 0.0 70.0 0.7 
62. Radio-television-phonograph combination 83.4 77.4 7.8 75.9 10.0 


*/, changes are increases. Decreases are indicated by minus sign 


29 
30 
46 
56 
57 


TURNING 
POWER 


For threading, cutting, hoisting, cranking, 


pulling, winching and dozens more! 


TOLEDO 
No. 68 Power 
Drive will be 

: The TOLEDO No. 68 teams up with 

the husiest — ; a geared threader to make short 

work of tough threading job 

iest — tool you some 
ever owned, It's a 
rugged, lightweight 
workhorse, a husky 
worm and ring gear 
assembly powered 
by a % HP re- 
versible ‘motor, 
housed in a 
gleaming 

lightweight 
No. 68 turns geored winch, 


Ideal for heavy doors, heavy equip 


snaps on easily, quickly 


ment, pulling and positioni ng. Soves 


time and effort wherever you go 


Carry it everywhere! 


With adaptors, the No, 68 makes a handy 
threader for pipe or conduit—handles die 
stocks up to 4”. Die heads change in 
seconds. The No. 68 is only 6” wide 
—gets to work in cramped quarters. eee een 
WHEREVER you need portable turning ond 
power the TOLEDO No, 68 is the answer. hi utes! The No. 68 isareal worksaver, 


This square socket adaptor puts real 


turning power on the spot opening w® 
and closing valves... operating hoists 

and winches operating tapping 

machines... turning earth augers... 

pulling wire through long conduits 5 

bending pipe . and you'll find 


many, many more when you put a r ied 
TOLEDO No. 68 to work for you! PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


See your nearby TOLEDO distribu- 
tor today! 


The No. 68 powers a tapping ma 


3 
hen 
No. 68 is only 6” “ i 
Weighs only 33 Ibs. This handy, light: 
f i 
THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO 4, OHIO ae 


FoR EXIT LIGHTING 


HERE'S WHY... 


"Dielux” Diecast Frames 
precision mode for 
trength, lasting 


beauty 


Welded Steel Hou 
Cryscoat processed 


proper paint bending 


Die cut Metal Letter 


Unbreakable Fiberglass Lens 


Panel 6 color combinations 


Diecast Frame inner Section 
with concealed hinge swings 


out for easy access to interior 


These features and many others 
make PRESCOLITE Exit Lights the 


finest on the market today. 


Br, 
50 
{ RECESSED 
| exit 


PENDANT 
MOUNT EXIT 
ARROW TO LEFT 


$1.55.0 
TRIANGULAR 
WALL MOUNT 
Exit With 
DOUBLE ARROWS 


Write for your copy of catalog on com 
plete line of PRESCOLITE Lighting Fixtures. 


PRESCOLITE MANUFACTURING CORP. 
4th St. Berkeley 10, Colif 
Easton Rood, Neshaminy, Penne 


THE MINE G SMELTER SUPPLY CO., Rocky Mountain area distributor of electrical 


and industrial equipment 


recently completed a million-dollar expansion prograrr 


which included the construction of this new office building and warehouse. Facilities 


are located on 1|0-acres 


Mine & Smelter Supply Co. 
Completes Expansion 


DENVER—The Mine & Smelter 
Supply Co., a Rocky Mountain area 
distributor of electrical equipment and 
other industrial and laboratory sup- 
plies, has just completed a_ million 
dollar expansion program which in 
cludes a new office building and addi- 
tional sales and warehouse facilities 
located at 3800 Race St 

The new 180,000-sq ft operation is 
located on 10-acres and has a cus 
tomer parking lot accommodating 150 
cars. A feature of the building is a 
special two-way system of conveyors 
and pneumatic tubes for handling 
orders between sales, credit, office, 
warehouse and shipping departments. 
Stock is maintained in a_ one-floor 
building served by a railroad siding 
which permits unloading of 8 cars at 
the same time 

Albert E. Seep, president, states that 


Peter J}. Strupp 


Peter J. Strupp, R. C. Westfall and James T 


the electrical distribution firm for four years, will become sa 


James T. Doughty, Jr 


the firm’s expansion “will enable it to 
provide even more efficient service and 
to maintain larger stocks needed for 
this fast growing area.” 

Mine & Smelter, besides its supply 
division, includes manufacturing divi 
sions and a subsidiary, Colorado Iron 
Works. It has been in business 62 years 
and has branch offices in Salt Lake 
City and El Paso. 


Wehle Electric, Buffalo, 
Plans Expansion 


BUFFALO—Richard J. Wehle, 
president of the Wehle Electric Co., 
here, has announced that the 35-year- 
old electrical distributing firm will'‘soon 
start work on a $300,000 expansion at 
its present headquarters. 

Through its purchase and utilization 
of a foundry adjacent to its property, 
the company will more than double 
the main office space and warehouse 
space and will triple the parking space. 


R. C. Westfall 
PHOENIX ELECTRIC SUPPLY CO., of Phoenix, Ariz, announces the promotions of 


Doughty »otrupp, who has been with 


manager. Westfal! 


a graduate of Bradley and a member of the company since 1951, will be the new 


manager. Doughty, 


son of James T. Doughty, Sr 


president of Phoenix Electric, wil! 


resume his duties with the organization as director upon completing his naval service 
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entrance to ground 


ALL THREE 


engineered for easy selling 


BY 


.. + packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


7 Built-in connector clamp saves contractors 


me time and money. No special fittings needed 
. for EMT. no threads to cut on rigid 
i conduit. ¢ omplete range of sizes 


) (Pat. No, 2.739.999 ) 


NEW ENTRANCE ELBOWS 


. with the same built-in quality that has made 


Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 


Weaver Service Entrance Line! 


SURE-SAFETY GROUND CLAMPS 


The only complete line of bronze clamps 

| | 
for 4” to 4” pipe. Swinging tops for 
quick installation. 


STOCK YOUR SHELVES WITH SALES 


. sell the complete Weaver Service Entrance 


Line—the head, the elbow, the ground clamp. 


Somples are available for demonstration 
No charge, of course. Write today and 
specify exact items desired 


CEntral 11-8100 
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NEVER 
LET GO!”’... 


Says USER 


for over 
years 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 
DUSTRIAL PLANT (Name 
on request) 


Millwright Leonard Gillis states: 
“I’ve been at this plant 18/2 years 
and have been using RawIplugs since 
I started here. I understand that the 
fellows before me were using Rawl- 
plugs. I use about 20 or 25 Rawlplugs 
a day for lagging. I find them very 
simple to use. A smaller hole is drilled, 
making the job faster and easier, The tum- 
bler which I just lagged is used for polishing 
and de-burring. It vibrates constantly when 
in use, but Rawlplugs will not let go. 

Some heavy presses were lagged with Rawl- 
plugs about cight years ago, and they are still 
holding firm. 

We also use Rawlplugs to set up quick 
angle iron braces to hook up a block and 
tackle when moving heavy presses. As 
long as I've been using Rawliplugs, I’ve 


MASONRY ANCHORS 


RAWL RAWL HAMMER-SETS 
CALK-INS 


never had one let go.” 
 RAWLPLUGS RAWLDRILLS 


RAWL DRILL-HAMMER RAWL SCRU-LEADS 


RAWLPLUG Co., Inc. 


SPRING-WINGS 


202 Petersville Road 
New Rochelle, New York 
RAWL 
RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG-SHIELDS DRILLS 
104 
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CHICAGO—Lake Michigan Club’s 
annual meeting in French Lick, Ind., 
will open Sunday, Sept. 22, at the 
French Lick-Sheraton Hotel. Approxi- 
mately 300 members and guests are 
expected to attend the four-day affair. 

A roster of prominent electrical in- 
dustry speakers will address the gath- 
ering, notes Henry Czech, club secre- 
tary. 

Among the speakers are NAED 
Executive Director Arthur W. Hooper 
who will introduce Kendall B. De- 
Bevoise of Breed, Abbott & Morgan, 
New York law firm; and F. H. Roby, 
vice president of Square D Co., De- 
troit. R. D. Maxson, chief engineer 
for Commonwealth Edison Co., Chi- 
cago, is scheduled to describe the 
Dresden Atomic Energy Generator 
plant now under construction by his 
company. 

Social arrangements call for ladies’ 
and men’s golf tournaments, a dinner 
dance on Monday evening, and an 
attendance prize drawing Tuesday 
morning. Manufacturers present will 
be hosts at a cocktail party preceding 
the dinner dance. 

W. R. Smart, of GESCO, Chicago, 
is chairman of the meeting committee. 
Joe Simons, Jr., of J. P. Simons & Co., 
is in charge of golf, assisted by Bill 
Johnson of Crouse-Hinds Co. P. 
O'Reilly is chairman of ladies’ enter- 
tainment, with Mrs. R. R. Hill as co- 
chairman. Mr. Hill is president of 
Hawkins Electric Co. Warren Greene, 
of Middle States Electric Co., is 
treasurer. 

On Saturday, Sept. 21, prior to the 
club meeting, an NAED area meeting 
is scheduled for members from Illi- 
nois, Indiana and southern Wisconsin. 
Executive Director Hooper will re- 
port to the group. 


Costly Fires Damage 
Three Wholesaling Firms 


CHICAGO—Fire caused $100,000 
damage to Harlo Electrical Supply 
Co.'s one-story building Aug. 9. 

The blaze presumably originated in 
a penthouse loft and collapsed the 
roof and front of the building before 
being brought under control. 


BIRMINGHAM, ALA. — Wells 
Electric Supply Co. suffered $35,000 
loss Aug. 13 to a fixture display room 
in Operation only 13 months. 

Fire doors and a brick wall pre- 
vented the fire from spreading, ac- 
cording to T. H. Wells, Jr., president 


DALLAS—Meletio Electrical Sup- 
ply Co. was the victim of an Aug. 6 
fire resulting in $20,000 damage. 
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NIPPLES 


assure weatherproof joints 


Your customers know U. L. 

approved COLUMBUS nip- 

ples lock out leaks, assure 

tight, weather and corrosion- 

proof connections. Engineered 

to the highest standards, 

COLUMBUS nipples are 

carefully threaded for correct 

alignment. Precision chamfer- 

ing means smooth, easy start- 

ing. Rigid inspections assure 

constant, uniform quality. 

COLUMBUS nipples are hot- 

dipped, galvanized and lacquered. All sizes: '%” x close 
to 2” x 6” in protective, easy-to-store packages. Larger 
sizes 244" to 6” available in all lengths. 


plus this extra service 


You can get speedy delivery of 
all COLUMBUS fittings from any 
of the 10 conveniently located 
warehouses. 


Look forthe ~~ 
label when buying elbows 
and nipples. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., OF y OHIO 


PIPE COUPLINGS PIPE NIPPLES ELBOWS, RIGID M. T. 
RUNNING THREAD © GOOSENECKS © WALL PLATES 
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CONTROLS 


“RA” 
STARTERS 


“RT” 
MANUAL 
STARTERS 


“RAC” 


COMBINATION 
STARTERS 
“NE” 
MANUAL 
STARTERS 


WHEN LOOKING FOR 
GOOD PRODUCTS... 


LOOK FOR A GOOD NAME 


The motor controls shown above, and all the 
other products in the complete ARROW-HART 
motor control line, bear a name that has earned 
a high rating in the electrical industry during 
the past 67 years. This fine name — ARROW- 
HART ~— is your assurance of motor controls 
you can rely on for quality and dependability. 


Outstanding service — on-the-job assistance 
from field engineers for Arrow-Hart Distribu- 
tors, Electrical Contractors and Plant Engineers 

is another reason for ARROW-HART’S fine 
reputation. This combination of a complete line, 
a superior product and superior service makes 
ARROW-HART motor controls the logical 
choice, Write for a free copy of new Catalog No. 
12 to The Arrow-Hart & Hegeman Electric 
Company, Dept. EW, 103 Hawthorn Street, 
Hartford 6, Connecticut or contact your nearest 
Arrow-Hart distributor 


ARROW HART 


Lule since VEGO 


MOTOR < NTR EN OSED SWITCHES 


APF NCE WITCHE WIRING DEVICES 


IINVilddv 


CORONADO, CALIF.—Theme for 
this year’s NAED Western Region 
Convention will be, “This Is Your 
Life, Mr. Distributor.” 

NAED president George Albiez’ 
address, “This Is Your Association, 
Mr. Distributor,” will highlight the 
gathering. 

More than 450 members and guests 
are expected at the four day conclave 
at the Hotel del Coronado, beginning 
Sept. 8. 

Western Region vice president S. W. 
Mesick will preside at the first general 
meeting Monday morning, Sept. 9. 
Mesick is also vice president of Los 
Angeles Wholesale Electric Co. The 
invocation will be given by G. B. 
Smith, Coast Wholesale Electric Co., 
Burbank, Calif 

The “Report of the Vice President” 
will be presented by Stanley Johns, of 
Electric Corp. of California, Los 
Angeles, chairman of the program 
committee 

Other talks Monday will be Paul M. 
Geary's “Coordinating the Electrical 
Industry” and Garlan Morse’s “More 
Profits Through More Effective Dis- 
tribution.” Geary is executive vice 
president of NECA and Morse is gen- 
eral sales manager of Sylvania Electric 


| Products, Inc 


A San Diego group will provide a 
lighter touch with what they label an 
“historic-histrionic” presentation, en- 
titled “Roll Out Your Life.” 

An executive meeting for members 
only will be held Monday afternoon 
and an evening cocktail party, spon- 
sored by manufacturers and agents, 
will round out the day’s activities. 

On Tuesday, Sept. 10, area break- 
fast meetings for members only will 


| consider mutual problems of the 


industry 

E. A. Phillips, of Phillips & Edwards 
Electric Corp., San Francisco, will 
preside at the general meeting during 
which Arthur W. Hooper will render 
his “Report of the Executive Director, 
NAED.” Other NAED members will 
report on commodities. 

Tuesday's social affairs will include 
an afternoon golf tournament, evening 
cocktails, and chairman’s dinner for 


| members only. 


At Wednesday morning’s general 
meeting, North Coast Electric’s Jim 
Hartwig will officiate. Ken B. De- 
Bevoise, Esq., of Breed, Abbott & 
Morgan, is slated to discuss antitrust 
laws under the title, “These Are Your 
Antitrust Laws, Mr. Distributor.” 

Maage LaCounte, of Columbia 
Electric & Manufacturing Co., Spo- 
kane, will speak on “Policy—Fact or 
Fiction,” and GESCO’s Ken P. Reh- 
waldt will consider “Selling—The Val- 
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ues Added by Distribution.” 

Final address of the morning 
meeting will be made by NAED 
President Albiez. He is also president 
of Englewood Electrical Supply Co., 
( hicago. 

Tyler McDonald, of Hixson & 
Jorgenson, Inc., will be principle 
speaker at Wednesday's luncheon for 
members, guests, and ladies. Late that 
afternoon, golf chairman Ernie Kars- 
ten will hold forth at the golf awards 
meeting. 

A banquet and dance for members, 
guests, and ladies will close the fes- 
tivities Wednesday evening. The newly 
elected Western Region vice president 
will be introduced at that time. 

A major topic for conversation at 
the assembly will undoubtedly be the 
“Golden Gate in ‘58” referring to 
NAED's 50th annual convention 
scheduled for San Francisco next 


Here’s a SOFT TOUCH 


for Greater Profits... 


year. 
Coverage of the Western Region ® 


Convention will appear in EW’s No- 
vember issue. 


Westinghouse Offers New 
Lamp Information Service 


BLOOMFIELD, N. J.—-The lamp 
division of Westinghouse Electric 
Corp. has announced a new, free pro- 
duct information service designed to 
keep persons interested in lighting 
posted on the newest developments in 
that field. 

It will consist of frequent mailings 
of information bulletins, which will 
describe the latest lamp developments 
and improvements, printed in color 
and universally punched, facilitating 
their insertion into any type of loose 
leaf binder. 


No. 2891-1 


The NEW 
H+} 


(ett 


TAP ACTION SWITCH 


For new installations or modernizing, it's casy to 


National Gets Rights 
To Byers Conduit 


PITTSBURGH — National Electric 
Products Corp. and A. M. Byers Co., 
both of this city, have signed an agree- 
ment giving National Electric exclu- 
sive finishing and marketing rights to 
A. M. Byers wrought iron electrical 
conduit. 

National Electric will market the 
corrosion resistant conduit through its 
11 warehouses, 29 district offices and 
authorized distributors. 


build customer satisfaction and bigger profits with 
this me west touch in lighting control. The Curette I Tp 
Action Switch WHICH FITS ANY STANDARD 
TOGGLE WALL PLATI turns quietly on or off 
at the tap of a finger-tip, hand or elbow. No toggle to 
flip, no knob to twist. Safely controls appliances and 
incandescent or fluorescent lights 


@ H&H SPECIFICATION GRADE, UL APPROVED 
e 15 AND 20 AMPS, 120-277 VOLTS, AC ONLY 
© SCREWLESS TERMINALS OR BINDING SCREWS 


@ AVAILABLE... IN BROWN OR IVORY, SINGLE POLE, 
DOUBLE POLE, 3-WAY AND 4-WAY 


Burndy to Launch Fleet 
Of Traveling Displays 
NORWALK, CONN. Burndy 
Corp. will soon send out a group of 
traveling displays—displaying and de 
monstrating the company’s connectors 
mounted in station wag 


Write for fre bool le tto The Hlarté The peman 
Electric Company, Dept. EW, 103 Hawthorn Street, 
Hartford 6, Connecticut. Offices and Sales Engineers 
in principal cities 


and tools 
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CORONADO 


CALIFORNIA 
SEPT. 8" THRU 11™ 


KAY HARNER, DISTRICT MGR 


TOMIC SALES 
ENGINEERING CO. 


SPECIAL AUTOETTES help personne! « 
North Brunswick plant. David W. Nurse 
left, and Daniel V. McParlin, engineer, 


Miles of Aisles at 
New Okonite Plant 


INIATURE motorcars (see pic- 
ture above) are more often a ne- 
cessity than a luxury for employees of 
the Okonite Company’s new North 
Brunswick (N. J.) cable plant, recently 
previewed to the press and public. 

The building itself covers 446,000 
square feet, is 1,400 feet long overall, 
and 360 feet wide at its widest point 

Purchased from Studebaker for $4,- 
205,000, it area of 160 
acres, 

e Relieves Congestion—Plant con- 
gestion at Okonite’s Wilkes-Barre plant 
prompted the move. Old plant equip- 
ment, items from the company’s 
slightly-congested Passaic and Pater- 
son plants, and new equipment have 
been successfully merged. 

A one-story plant, its floor is six- 
inch reinforced concrete. Side walls 
carry no weight and can be easily 
moved for construction purposes when 
required, 

e Many Changes—Converting the 
plant from its original purposes as an 
assembly plant to a manufacturing and 
processing plant required many 
changes. A_ spectacular example: 
foundations for heavy machinery re- 
i the pouring of 2,800 cubic 


covers an 


quirea 


"scoot" 


or | Ya miles of aisles at Okonite’s new 
vice president in charge of manufacturing, 


through |5-ft main aisle. 


statistics: more than 420 tons of extra 
steel were required to incorporate all 
the changes necessary, and over 85,- 
000 square feet of blueprints were 
prepared by contractors and engineers. 

New machinery for the plant alone 
amounted to approximately $2,000,- 
000, Moving Wilkes-Barre equipment 
required 266 freight car loads. 

e Railroad Handy—One of the 
four railroad sidings on the property 
is totally enclosed within the plant for 
all-weather loading and unloading. 
Nine truck docks for floor-level load- 
ing complete the transportation pic- 
ture 

Electrical distributors should find 
the plant's electrical system particu- 
larly interesting. The main sub-station 
is served by two 26,400 volt circuits. 
From there it is transformed and dis- 
tributed into the mezzanine sub-station 
within the plant at 13,200 volts. More 
than 6,000 lamps, each designed to 
furnish up to 50 foot candles of light- 
ing, are distributed throughout. 

May Expand—Okonite  antici- 
pates that in the near future the pres- 
ent group of 400 employees may grow 
to as many as 500. Included in the 
figure be 100 sal- 
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HERE'S A TIME SWITCH THAT'S RE 


IT’S “T-RATED" 


IT'S RUGGED... HEAVY DUTY 


WITH 4 TIMES THE GREAKING POWER 


CUTS PROFIT KILLING CALL BACKS 


At last—from Intermatic, of course—dependable time switches specifically 
designed to whip the costly troubles of contact welding. Filled with 
new features, these work horses are TUNGSTEN RATED to carry 
incandescent lighting loads with an inrush surge of more than 

& times their normal amperage rating! 


WHAT T-RATING MEANS TO YOU... 

It means a time switch you can install with full confidence of long, continuou 
trouble-free performance. It means virtual elimination of expensive 
call-backs that wipe out profits. And you sril/ get all the 

Intermatic features that make for lightning-fast installation 

NEW ALLOY-T CONTACTS —An® amazing new composition that is 
remarkably immune to pitting, arcing and sticking. With increased contact 
surface and self-cleaning design you get positive contact 

better conductivity and freedom from welding 


NEW U-BEAM BLADES~-—Spring brass and channeled for greater 


rigidity eliminate blade bounce, give more positive make and bfeak action 


NEW HI-POWER, SWITCHING MECHANISM ~sives 


four times more switching power, and positive action, time after time 
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And Priced Right 


To Suit You 


ELECTROMODE 


Automatic Electric 


PORTABLE HEATERS 


TO SUIT 
MODERN 


LIVING 


Model 
PA-32 
PA-36 
PA-48 


These powerful new heaters give abundant fan-circulated heat for big rooms, safely 
and quickly. Enable the family to use the whole house, anytime, Equipped with 6-foot 
cord and piug and convenient carrying handle. Built-in thermostat provides automatic 


room temperature control 


SEND FOR FREE descriptive 


Ideal for use in basement game room, workshop, laundry; expansion attic; cottage 
garage; big hard-to heat rooms 
NEW! DESIGN 
Modern Streamlined 
100% SAFE! The reason these 
heaters are so sale to use anywhere NEW! COLOR 
from attic to basement is because Tutone Driftwood 
of the completely sealed-in, cast NEW! CAPACITIES 
aluminum heating element an 3200, 3600, 4800 watts 
1 pone Only ELECTROMODE Offers So Much In Auto- 
matic Electric Heat for Home, industry and 
glowing ind there no Form 
danger of fire, shock or burn 
Equipped with an automatic safety 
switch and quiet heavy duty motor ODE 


literature 


with complete specifications 


Division of 


NICB Conference Target: 
Squeeze on Profit Margins 


NEW YORK CITY Ihe National 
Industrial Conference Board has 
announced its Fifth Marketing Con- 
ference to be held in the Waldort- 
Astoria Hotel, from September 18-20 
The slogan of the conference is “Better 
Profits Through Better Selling. 

John S. Sinclair, president of the 
board, has made known that the meet 
ing is designed for maximum assistance 
to sales executives and their staffs in 
meeting the sales challenges of 1958, 
which will be generally constituted 
of a continuance of the big squeeze 
on profit 

Among the many speakers who will 
there will be 


margins 


be at the conterence 
11 leaders of the electrical 
try. M. F. Beisber, director of market 
research and distribution for Line Ma 
Industries div of McGraw 
will speak on “The Role 
Research in Over-all 
Company Charles H 
Winship, general sales manager of the 
Phelps Dodge Corp will give the mid 


indus 


terial 
Edison Co 
of Marketing 
Planning.” 


term sales outlook on nonferrous 
metals 
Roy A. Bradt, director, Maytag Co., 


will outline the district sales exec 
utive’s duties. “Can Salesmen Be Used 
to Get Marketing Research Infor- 
mation?” is the title of the address to 
Harry Leopold, Jr., 
director of commercial research, John 
A. Roebling’s Sons Corp 

J. R. MacDonald, chairman of the 
board, General Cable Corp., will be 
discussion of four 


be given by 


chairman of a 
successful programs for the increase 
of sales, and John I Bricker, vice 
Whirlpool-Seeger Corp., 


will present one of the case studies 


president, 


in that section 
Frank H 
Square D Co., 
ization structures of his company, and 
Sylvester R. Herkes, vice 
of Motorola, Inc., will 
company's over-all program for cut 


Roby, 


will present the organ- 


vice-president, 


president 


discuss his 


ting marketing costs 

Fred J. Borch, vice-president-mar 
keting services, General Electric Co 
will preside at a discussion of Princi 
ples and Practices of the Organization 
Structure. Edward E. Helm, president 
of The Reliance Electric & Engineer 


ing Co. will chairman a discussion on 
Ensuring Better Market Coverage 
Edward L. O'Neill, vice-president of 


Emerson Electric Mfg. Co. will also 
participate in this discussion 

With over 80 industrial executives 
and sales and marketing experts pat 


ticipating in this conference, u could 
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tractor customers with ads like this in ive elements in the earth ton rr ' lable with a single 
the leading electrical magazine You can recommend KlexAll t It mrclucte it ive from { AWG 
In thi id, for instances Rome ey is ¢ peciall ipphe bole heve ist through 14 AWE tht » and three 
plain to the contractor ind corrosive conditions pre conductor 10 AWG to 14 
1. How FlexAll can help them to in- processing plants, dairies, brew. 
crease the size of every residential at packing plant Na storage ane I pe more information on 
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[Colorful | A. B. Chance Plant Holds 


mar € irm’s m anniversary. at 


All Pliers 


house was held the same week as the 
town's Centennial Celebration, June 
10. 

The company reports that over 
2,000 people visited the plant during 
the week, including many distributors 
and suppliers. Visitors were shown all 
the manufacturing departments of the 
Centralia plant and also viewed en- 
gineering laboratory equipment. 

The A. B. Chance Co. was founded 
in 1907 by Albert Bishop Chance, who 
was then manager of the Centralia Tel- 
ephone Exchange. The manufacturer 
of electrical and telephone equipment 
now has three plants beside the Cen- 
tralia facilities, plus seven other plants 
operated by its subsidiaries, Porcelain 
Products, Inc., and The American 
Crossarm and Conduit Co. 


Thomas Expands 
Two Moe Plants 
LOUISVILLE—Thomas Industries, 
Inc., has announced addition of 
45,000-sq ft of manufacturing space 
for its Moe Light div. 
A 20,000-sq ft addition is under-way 


at the Hopkinsville, Ky., plant—sched- 

uled for completion in September. An 

| additional 25,000-sq ft became avail- 

y able to the Los Angeles facility last 
month. 

R. D. Burns, Sr., executive vice 

president of Thomas, said the space 

will be used for both production and 


warehousing of the company’s lighting 


in red, blue, 
green, yellow J 
& orange 


Krarorern has done again. Now for the first time ; 
you can secure ¢ wae tb and color along with KRAEUTER fixture lines 
quality at no inerease in cost, ITE A 
nnounces 


Every Kraruren solid joint plier has a cushion 


grip of thick vinyl to make your tough jobs easy. All | 
cushion {rips provide easy identi- | PHILADELPHIA [he I-T-E Cir- 


fication—easy to locate in your tool box—ideal for de- | cuit Breaker Co. has revealed plans 
partie ntal color coding in your plant. All Kraeurer | to adopt terms of sale and shipment 


New Sales Terms 


more favorable to purchasers of equip- 
ment sold for extended delivery. 

The company will adopt price 
escalation terms on all new orders with 
extended delivery, wherever practi- 
cable, based upon published govern- 

Ask your distributor for Kraeurer “CG’s”*® today | ment indices for labor and material. 
and put ease in your work ea I-T-E officials report that the former 


BUY KRAEUTER BUY AMERICAN 


“CG"*® cushion grip pliers assure you comfort and 
ease on the job. 

Whether you use side cutters, diagonals, lineman’s | 
or one of the other quality pliers in Kraeurer’s long 
line, you will find “CG”*® cushion grips a standard | 
feature at regular prices 


| today’s market conditions, 

Coincident with its introduction of 

| new sales terms, I-T-E has also an- 7 
nounced price increases ranging from 

two to seven per cent on certain of its 
product lines, including high voltage 


Araeuter & co..uinc substa- 
ated-pnhase us, and powell 


AS MODERN AS TOMORROW 


tions, 
FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960@ NEWARK.N. J. | switching equipment, 
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ow Rome’s direct burial UF cable can 
help you unearth extra wiring jobs 


Don't overlook outdoor lighting as a 
profit-booster on your industrial-com 
mercial wiring installations 

With the right cable, you will find it 
easier, for example, to “sell-up” such 
extra wiring as floodlighting plant 
buildings: foodlights for parking areas 
entrances: driveways; illuminated 
signs; perimeter security lights 
Rome’s FiexAll a nonmetallic 
sheathed cable—can help you get a 
larger number of these outdoor light 
ing jobs. Low in price ind easy to in 
tall, FlexAll reduces installation costs 
and enables you to quote a more at 
tractive price 
tional lighting 
ground wiring 


whe ing up iddi 


with concealed under 


Lasts for years. HlexAll, when pro 
vided with overcurrent protection, 1 
ideally suited and UL ipproved for 
direct burial in the earth and its flexi 
bility makes it easy to handle 
with Rome Synthinol (polyvinyl! chlo 
ride) thermoplastic compound, FlexAll 
exceptional resistance to the 
in the earth. In ad 
trength 
and excellent aging characteristic 


ROME 


c R 


Insulated 


prov ides 
corrosive elements 
dition it has high die lectri¢ 
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Merchandise your services |)y recom 
mending FlexAll for that extra unde; 
ground wiring. FlexAll help ou sell 
their future 


need V¥—Op the door to more 


Your On filling 


lexAll fou your next 

iob. Contact yo irest Rome Cablke 
represen ‘ for more information 
Department Hore 
Rome, New York 
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Ambridge Service Dept., Centralized 
Invoice Control, Order Processing 


4 
wd 
Field Par’ 
2's | Uy 
4 
Customer Order ¥ eX Factory Warehouse 


shipped Direct Shipment 


Prompt shipment to distributors becomes routine when... 


| IDP Transmits Orders 


UTOMATION'’S latest approach to Here, incoming orders are received 
centralized control of company on five-channel tapes, immediately 
activity, Integrated Data Processing, checked, and handled to provide the 


wer 


advertising pre-selis 


million readers of 


publications are being told the 
Channellock plier story every 


why you'll find it profitable to 
put Channellock pliers up front 


customers to see... 


for a longer profit per sale 


ELL THE COMPLETE CHANNELLOCK LINE 


CHAMPION DfARMENT TOOL COMPANY 


PENNSYLVANIA 


is now fully operational at National 
Electric Products Corp. 

Through IDP, the Pittsburgh firm’s 
district offices, branch warehouses, 
and factory facilities, are bound into 
a single, unified marketing outlet for 
the entire country. 

Ultimate targets for the highly 
mechanized system include improved 
planning, more efficient production, 
stepped-up sales, and prompt billing. 

“To the firm's distributors, the new 
processing system is the master in- 
gredient that blends company produc- 
tion to the immediate needs of the 
contractor in the field,” company of- 
ficials point out. 
¢ Eliminate Urgency — Daily ship- 
ments are scheduled from the nearest 


available warehouse stock, virtually 
eliminating the “urgency” in rush 
orders, according to the company. 


In instances when materials are out 
of stock, early replenishment and 
shipment can be anticipated, the 
necessary data having been processed 
and forwarded to service and manu- 
facturing departments when the order 
is entered, 

Heart of IDP is a 5000 mile 
communication network extending 
through the gamut of company opera- 
tions, from order taking to ultimate 
product distribution and invoicing 

At National Electric's Ambridge 
plant, modern machines and internal- 
ly developed handling techniques di- 
vorce the communications system 
from conventional teletype operations 
and transform it into the IDP system 
® Relay Center—-Four private wire 
circuits serving district offices and 
warehouses are tied in with National 
Flectric’s factory terminal through a 
relay center. 


customer with prompt shipment from Ms 


the most logical warehouse. 

This relay center is the key to IDP’s 
function. Through this point flow not 
only orders as they are typed in the 
district offices but the statistical data 
vital to management’s centralized 
control. 

During processing, statistical data 
is channeled to various departments 
for automatic handling involving in- 
ventory records, billing, and produc- 
tion. 
¢ Efficient Production — Up-to-date 
warehouse records enable manage- 
ment to tune production to balanced 
inventory, keeping back-up stocks of 
each branch at normal levels and 
maintaining the margin of out-of- 
stock inventory between two and five 
percent. 

With IDP, time-consuming “batch” 
or manual shipping information gives 
way to continuous processing which 
permits comprehensive analysis of 
market trends. Accumulation of 
marketing information specifically re- 
lated to National Electric’s own oper- 
ations allows management to establish 
fair sales quotas identified with each 
salesman’s full potential. 
© Benefits—Over and above benefits 
accruing to distributors and contrac- 
tors is the advantage to National Elec- 
tric’s salesmen. Energy previously ex- 
pended in trouble shooting due to 
shipping difficulties can be budgeted 


for more economically productive 
sales activity. 

From a management viewpoint, 
savings realized from more efficient 


plant operation are no less income 
than profits resulting from increased 
sales 
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pioneered by SIM PLET 


Help Machinery Builders, 


UNIVERSAL 
FITTINGS 


Contractors, Maintenance Men 
Cut Costs, Time, Effort-- 


HELP YOU SELL MORE 


Every buyer of rigid conduit fittings can bene- 


fit substantially by using these new Ideal-Sim- 
plet products. Look at them — and see for 
yourself. If you haven't yet advised your ac- 


counts of their availability — it would pay ‘creatntetese 
you, handsomely, to do so NOW! If you want 
more facts, ask for them, we'll get them to 


you fast! 


These are part of a new products development 
program instituted at Ideal-Simplet nearly two 


years ago. There will be more! Every item 
released through this program is designed to 
do a better job than any comparable product 
available! And that’s another reason why — 


you can Sell more by telling your customers and 
prospects about their availability — better yet, 
that you stock them! 


Yes, we're advertising them nationally in lead- 

PACKAGING 

COVERS 
WITH FITTINGS 


ing magazines. What's more, there are product 
samples, direct mail, literature and a complete 
line catalog for your use. In addition, field write. wine. or 


sales help and best discount! Better take a TELEPHONE For 
ALL THE FACTS ON 


closer look at this Ideal-Simplet line — it’s THESE NEW peas  eieieteiete 
P AND HOW TO GET 
primed and ready to help you sell more! THEM FOR YOUR AREA 


Pioneers in conduit fittings 
ond electrical specialties 


SIMPLET 
FITTINGS, Inc. FIXTURE 


A Subsidiary of tdeal tndustries, Inc HANGERS 
1047-1 Park Avenue, Sycamore, Ilinois 
Telephone: Sycamore 2114 
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PORTER SINGLE-PAK 
(% in. x 66 #1.) 


Poder 
QUIK-STIK 


POLYETHYLENE 
ELECTRICAL TAPE 


Quanre 


—remains flexible in cold weather 


PORTER 
JOB-PAK 
(% in. 20 
—12 rolls) 


IK JPORTER COMPANY, JING. 


J} As 


Ff 


Now you can offer your customers a fine plastic tape that 
will save money for them and make money for you... 


Porter Quik-Stik Polyethylene Tape! 


@ |t's one of the most outstanding electrical tapes on the 
market today! As a one wrap primary insulation, its dielectric 
strength is more than 10,000 volts. 


@ New Porter Quik-Stik Polyethylene Tape has outstanding 
resistance to acids, alkalis, oils, solvents, fungus, bacteria 
and gases 


@ !« has high abrasion resistance and remains flexible from 
—70°F to +200°F! In addition, it has low moisture trans- 
mission and high corona resistance. It won't corrode, stain 
or support galvanic action! 


@ !« can be used for all types of underground or overhead 
wiring. It is ideal for electronic, aircraft, automotive and 
factory wiring! 


@ Get the whole profit picture. Call your Quaker repre- 
sentative today about new Porter Quik-Suik Polyethylene 
Tape! For free brochure, write 


H. K. Porter Company, Inc. 
Quaker Rubber Division, Philadelphia 24, Pa., or 


FR RUB 6 FR 


Cincinnati Is Host to 
22nd IAEL Conference 


NEW YORK—The International 

Included on the tentative program 
are talks and discussions centering 


around league cooperation with other 
segments of the industry and with 
industry-wide promotions. Also sched- 
uled for the four-day meeting are talks 
on present product merchandising 
practices and products of the future. 

Among the speakers will be Joseph 
Rushton, of the Frigidaire div. of 
General Motors Corp., who will be 
“Looking Ahead in the Major Appli- 
ance Field.” Major appliances will also 
be the subject of a discussion, “Revo- 
lutionary Trends in Merchandising of 
Electrical Appliances,” by James K. 
of Electrical Dealer, 
of NARDA, Ted Hahn, 
appliance manager of Life, and 
Laurence Wray, editor Electrical 
Merchandising. 

A commercial wiring talk will be 
given by EB. P. Werley of Pennsylvania 
Power and Light Co., and John R. 
Waitas will give “A Contractor’s Re- 
port on Cincinnati’s Wiring Modern- 
ization Program.” 


Cassidy, editor 


Mort Farr 


of 


Reports on three national pro- 
grams — National Electrical Week, 
Housepower, and Live Better Elec- 


trically will be presented. Members 

of the leagues will participate in a 
panel discussion “How Our League 
Operates.” 

Other talks to be given will be: “The 
Long Look Ahead in Electronics,” by 
R. N. Coffin, vice president-advertis- 
ing and sales promotion, RCA; “What 
We Learned from the Housepower 
Contest,” by Philip C. Goodenough, 
utilities coordinator of Better Homes 
& Gardens; “Opportunities for Indus- 
try Promotion of Residence Heating,” 
by E. A. Snyder, manager-sales, 
American Gas & Electric Co.; “EEI 
and Electric League Cooperation,” by 
James T. Coatsworth, commercial 
director of EEI. 

Don E. Rosenthal, president of the 
association, will give the keynote ad- 
dress on Wednesday, and the annual 
business meeting will be held on 
Friday afternoon. 


Globe Lighting Expands 
Distributor Program 


BROOKLYN, N. Y.—In a move to 
parallel an expanded national distrib- 
utor keyed to the imminent 
completion of enlarged facilities here, 
the Globe Lighting Products, Inc., has 
retained the Sydney S. Baron Public 
Relations Corp. of New York City. 


program 
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at Valley Steam Plant, Los Angeles Department of Water & Power... 


i: at Greater Pittsburgh Airport Terminal B jilding Fountain... 


at Marian High School, Framingham, Massachusetts... 
g g 


at West Penn Power Company's Office Building, Cabin Hill, Pa, 
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at Shumpert Memorial Hospit hreveport, | na 


...and all across the nation, 
easy-to-work-with 


HD CONDUIT 


HAS HELPED CONTRACTORS MAKE PROFITABLE, 
TOP-QUALITY ELECTRICAL INSTALLATIONS! 
Why? Because SPANG HD Galvanized 
Conduit offers these working advantages: 


1. Quality controlled manufacturing — careful attention 
to heat, pressures and welding during processing produce 


a uniform product that is easy to cut, bend and thread 


2. Top-quality finishing — hot-dipped, heavy-duty galva 


nizing, evenly applied and coated with lacquer 
finish cracking, chipping, flaking or peeling off even under 


prevents 


severe bending strains 


2. Testing and inspection on cach lot of Seana HD to 


assure you of a fop-quality product every time! 


You can save time (and make a profit, too) with casy-to 
work-with Seana HD Conduit. Try it on your next job 
Your nearby SPanG Distributor is at your service, 
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P 
Division of The Notional Supply Company 
T / GATEWAY CENTER, PITTSBURGH, PA. 
District Offices ond Sates Representatives 


the first and only . 


awine, 15 AMP. 125 VOLT 


Here is the "Twist-Lock” equivalent 
of the 5262 Line of 
Straight Blade Grounding Devices. 


cat. no. 4730 
Connector Body 


A COMPLETE NEW LINE... 


NON-INTERCHANGEABLE 


WITH REGULAR "TWIST-LOCK”" 


SPEC 
ELBOW-SHAPED 
GROUNDING 
SLOT. 


These new 4700 Series Grounded "'Twist-Lock” units are polarized 
to prevent interchange with regular 125-volt "Twist-Lock” devices. 
An elbow-shaped grounding slot prevents insertion of regular 
"Twist-Lock" caps, accepting 4700 Series caps only. With 4700 
Series ‘'Twist-Lock” units there is absolutely no danger of plugging 
into a 3-phase circuit by accident. 


Write today, for 
complete information. 


WIRING DEVICE 
WAREHOUSE LOCATIONS 
ASSURE NATIONWIDE 
STOCK AVAILABILITY 


State and Bostwick Streets 
Chicage 7, ilinois 
37 South Songamon Street 
Los Angeles 12, California 
103 North Santa Fe Avenve 
San Francisco, California 


1675 Hudson Avenue 


Dallas 7, Texas 
111) Dragon Street 


QUALITY 
VICES * MACHINE SCREW 


BRIDGEPORT 2, CONNECTICUT 


o 
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Six Manufacturers Show 
Half-Year Earnings 


that period declined from that of the 
first half of 1956. 

The company’s sales for the first 
six months of 1957 were $133,132,- 
000, compared with $126,609,000 for 
the same period last year. Net income 
for the first half of this year was 
$8,082,000, compared with $8,673,- 
000 in 1956. 


e Sylvania Electric Products, Inc., 
reports that its sales for the first half 
of 1957 slightly exceeded the previous 
high set a year ago, while sales for the 
second quarter were slightly below 
those of last year. 

Net sales for the first half were 
$162,520,532, and net income a- 
mounted to $4,788,669. This compares 
with $162,360,384 and $7,377,249 for 
1956 

Net sales for the second quarter 
were $74,970,858 and net income was 
$1,718,725. This compares with $75,- 
932,904 and $3,127,006 in 1956 

Ihe discrepancy between the two 
years’ figures, last year’s more favor- 
able than this year’s, could be, 
ing to an official, partially explained 
by the fact that the sales of the Atomic 
Energy Division were excluded from 
the 1957 report. The Atomic Energy 
division became a part of Sylvania- 
Corning Nuclear Corp. in April of this 
year. 


accord- 


e Phelps Dodge Corp. reports that 
both its net sales and earnings for the 
first half of 1957 were less than the 
same groupings in the first half of 
1956. Louis S. Cates, chairman of the 
board, said that “lower copper prices 
in the 1957 period, and some reduc- 
tion in sales volume, are the principal 
reasons for the earnings decline.” 

Net sales for the first half of 1957 
were $163,774,021 compared with 
$239,040,695 of last year. Net earn- 
ings for that period of this year were 
$27,562,665 compared with $51,124,- 
617 in 1956 


© Square D Co, reports that, even 
though its net sales for the first half of 
1957 were a record, its net income for 
that period was less than that of the 
same period last year. F. W. Magin, 
chairman of the board, explained that 
the decrease in earnings were affected 
by expenses associated with the start- 
up of production in new plants. 

Ihe sales for the first half of 1957 
totalled $50,696,210 compared with 
$48,446,620 for the period of 
Net earnings for that period 
of this year were $4,464,656 com 
pared with $5,218,096 in 1956. 


Same 


last year 
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e General Electric Co. reports that 
sales and earnings for the first half of 
this year exceeded those for the same 
period of 1956 by eight and 13 per 
cent respectively 

Sales for the first half of 1957 
amounted to $2,121,310,000 com 
pared with $1,958,974,000 for the 
same period of 1956, Earnings were 
$127,823,000 this year, compared 
with $112,864,000 in 1956 

Sales for the second quarter of this 
year amounted to $1,072,460,000 and 
earnings were $63,817,000. 


e Thomas Industries, Inc., announced 
that second quarter sales and earnings 
established new quarterly highs for the 
company. The six-month figures also 
top those of last year 

Net sales for the first half of 1957 
were $10,007,605 compared with $9, 
831,042 for the same period of last 
year. Half year earnings were $508, 
675 compared with $480,036 in 1956 

Second quarter sales were $5,226, 
449 and second quarter earnings were 
$311,095. 


e Philco Corp, reports that its net 
sales and earnings for the first half of 
this year exceed those of 1956. They 
also report that the second quarter 
earnings of 1957 are in the black, 
compared with the loss incurred in the 
second quarter of last year 

Net sales for the first half of 1957 
totaled $182,651,000 compared with 
$166,862,000 for 1956. Net incomes 
for the same period of 1957 and 1956 
were $1,613,000 and $831,000 res 
pectively 

Net sales for the second quarter ol 
1957 equalled $83,388,000 compared 
with $74,386,000 for the same period 
last year. Earnings this year were, 
$506,000, quite a change from the loss 
of $686,000 suffered by the company 
in the same period of last year 


© Westinghouse Electric Corp. has 
reported that its net sales and earnings 
for 1957 topped those of 1956 in both 
the first halves and second quarters of 
the years, the second quarter sales for 
1957 being a record. The net earnings 
for the first half of this year were black 
instead of the red of the same period 
last year, the loss in 1956 being the 
result of the strike 

Net sales for the second quarter of 
1957 were $507,253,000 compared 
with $380,731,000 for last year. Net 
earnings were $16,417,000 compared 
with the second quarter of 1956 figure 
of $6,862,000. 

Net sales for the first half of 1957 
were $982,939,000 compared with 
$606,097,000 for the same period of 
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A COMPLETE NEW LINE 


: approved tor GROUNDING purposes only! 


WIRE, 
15 amp. 125 vor 


A COMPLETE 

NEW LINE... 
NON-INTERCHANGEABLE 

with REGULAR 
“TWIST-LOCK” UNITS FOR APPLICATIONS 

that require 
POSITIVE GROUNDING 

plus 

POSITIVE LOCKING. 


GREEN HEXAGONAL 


GROUNDING SCREW. S-wire, 125 volt 


4730 


Connector 


ALL UNITS 
IN DISTINCTIVE 
BROWN COLOR. 


Elbow-shaped grounding 
slot prevents insertion of 
regular ‘‘Twist-Lock”’ 
caps. Accepts 4700 Series 
Caps only. 


4720 


625 
3-wire i. J-wire d-wire i 
125 volt 125 volt 125 volt 
Rubber Cap Bakelite Cap & Armored Cap 9 


write for new bulletin. 


FIRST... and still the FINEST! 
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LASTING 
LUSTER LIGHT 


The Brilliant Finish 
That Lasts For Years 
In Any Weather 


Cast aluminum, weatherproof 
fixtures polished and buffed to 
a bright finish and protected by 
an amazing clear coating which 
will not chip, peel, crack or stain 
and resists all of the elements 
including salt spray. 


LUSTER LIGHT 


atyling and beauty of indoor 
contemporary lighting with the 
durability of high 
aluminum for 
outdoom use. 


LUSTER 
LIGHT 


— One of the exclusive 
products of Moldcast's 
new and complete 


line of floodlights. 


strength 


cast rugged 


MOLDCAST 


are routed, on dragline truck: 
desk 
conveyor 
highly simplied paper work 


ROUSE-HINDS CO., of Syracuse, 

N. Y., announced its completion 
in July of a $1,300,000 warehouse and 
shipping center exclusively for 
electrical conduit fittings, “as part of 
an overall program to service its dis- 
tributors faster and more efficiently.” 

Ihe company says that under the 
previous warehouse setup, finished 
goods inadequate. Re- 
stricted repetitive 
handling slowed up the shipping proc 
Css 

The heart of the new operation is 
the unit load system. Items are now 
packed in quantity at assembly and 
box sizes been made uniform. 
Products are brought into the ware- 
house in open-end pallet crates and 


cast 


storage was 


aisle space and 


have 


are placed in specified steel racks, The 
company says that over 10,000 differ- 
ent items in varying quantities can be 
stored in crates on these racks. 

How Orders Are Filled——Running 
between these rows of racks on an 
overhead track is a 1400-ft dragline. 
Steel carts hooked into the line are 
unhooked at desired places for filling 
of orders. When an order has been 
completed, the cart is rehooked and 
continues on to the packing area. 
Individual packing stations 


have 


ORDERS TO BE SHIPPED from the new Crouse-Hinds warehouse and shipping center 
to the packing area above 
carton and excelsior storage compartment 
Company claims that the unit-load warehousing 
cuts order-delivery span by full day 


Crouse-Hinds Completes 
New Shipping Center 


Each packer has scales, 
and conveyor in-feed to main belt 


system—-with integrated, 


shipping dock. 

Also housed in the building, which 
includes 128,000-sq ft of floor space, 
are a shop for making boxes for 
export and heavy packaged goods, 
and an air conditioned office for cler- 
ical personnel. Three sides of the office 
have windows enabling a clear view 
of the warehouse activity. 


Roebling’s Expansion 
Nears Completion 

TRENTON, N. J.—Charles R. 
Iyson, executive vice president of 
John A. Roebling’s Sons Corp., calls 
progress “well advanced” in the 24% 
million dollar expansion and modern- 
ization program underway at the 
company’s Electrical Wire div. 

According to Tyson, the major 
objectives of the program are “im- 
proved product quality, increased size 
ranges, more advanced scheduling 
and handling methods, and the intro- 
duction of new products.” 

This program is part of a larger, 
overall diversification program of the 
Colorado Fuel & Iron Corp., of which 
the Roebling Corp. is a subsidiary. 

Already completed are new labora- 
tory and research facilities for specific 


use of the Electrical Wire div. In the 
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NODAL POINT 


P&S A.C. SWITCHES 
DEPENDABILITY BEGINS 


WITH THE CONTACTS 


Contact vibration is a big factor in the design 
of A.C. switches. Too much vibration results in 
arcing, poor contact, and shortened switch life. 
That's why Pass & Seymour mounts contacts 
precisely at the point of least vibration of the 
contact arm — at the exact nodal point. Positive 
kickoff is insured by direct mechanical action of 
an upright contact arm cradled in a specially 
designed handle. Switch operation is positive, 
steady and quiet. 


Mark of Quality 


P&S 15 Amp. and 20 Amp. Heavy Duty Switches can be used to full 
rated capacity on fluorescent and tungsten filament lamp loads. 


Write Dept. EW 29 for free catalog information. 


PASS @€ SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
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Fact 2 


The preference that mil- 
lions of users have shown 
for the RttmIp Pipe 
Wrench puts on us the 
responsibility of keeping 
it always up to the top 
quality they expect of it 

and gives you the 
profitable opportunity of 


supplying it to them 


WHAT'S NEW WITH 


NEMA Upgrades Ratings 
For Two Motor Starters 


Size 0 and | motor starters are up- 
rated to higher application capacities 
in an important revision of NEMA 
standards. The new ratings for the 
two sizes cover approximately 75 per 
cent of present integral hp motor 
applications in industry. 

Several leading manufacturers of 
electric control apparatus will an- 
nounce products carrying the new 
nameplate rating during the third 
cuarter of this year and it is expected 
that the new ratings will be in general 
use before the end of the year. 

An_ industry-wide evaluation has 
resulted in the uprating of NEMA 
size 0 and 1 used in the 1- to 10- 
hp Starters affected by the 
change are of the across-the-line, full 
voltage type used for starting duty 
only. For starters used for plugging 
or jogging duty, the old ratings are 
retained. 

Significance to you: Cost savings, 
based on list prices of 3-pole open 
Starters, can range from five percent, 
where size 0 starters now replace size 
1, to as high as 43 per cent where 
the size 1 replaces the size 2. 


class. 


Unusual Mounting Method 
Provides Uniform Light 


An unusual mounting method was 
employed to install luminaires in an 
Australian textile mill’s “weaving” 
section. 

Tootal Broadhurst Lee Co., Ltd., 
Davenport, Tasmania, needed a light- 
ing system capable of providing a 
uniform level of 40-ft-c, with mini- 
mum shadows, on some of the world’s 
fastest looms. 

Plant engineers planned to mount 
standard industrial reflector units, each 
housing two 40-w fluorescent lamps. 
But a sawtooth roof construction, plus 
a complete air conditioning system and 
other obstructions precluded suspen- 
sion of the luminaires from the roof. 

Faced with this, a mounting of light 
angle iron, straight-through junction 
boxes, flanged backplates, and %-in 
hangers was constructed to cover the 
entire area. 

Then mass production techniques 
were applied in the conduit fabrication 
and installation. 

Significance to you: Despite unusual 
obstacles, a lighting system furnishing 
the desired uniform lighting was in- 
stalled. Innumerable older factory 
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These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers — electrical con- 
tractors and plant electrical men. 


Cable Ladders, Troughs 
Used in Rod and Bar Mill 


Atlantic Steel Company’s newly 
erected rod and bar mill in Atlanta, 
Ga., is wired with 242 miles of inter- 
locked armor power cable, supported 
by cable ladders, and almost seven 
miles of flexible circuit control wiring, 
carried in cable troughs. 

This combination was selected to 
conserve material, reduce installation 
time, and provide ease of modification, 
according to C. A. McGuiness, elec- 
trical superintendent for Allegheny In- 
dustrial Electric Co., Inc., the con- 
tractor. 

The interlocked armor power cable 
was specified for its higher permis- 
sible current air rating over exposed 
conduit. Because of its self-supporting 
characteristics, interlocked armor 
cable requires only intermittent sup- 
porting points, thus permitting use of 
ladders for both horizontal and verti- 
cal installation. 

Flexible, non-self-supporting con- 
trol cable, requiring a continuous 
medium of support, is contained in 
expanded metal troughs which also 
permit free circulation of air. 

Significance to you: Conservation of 
material and time in_ installation— 
really a reduction of cost to the con- 
sumer—were the selling points on 


this job. 


Electric Panels Solve 
Heating System Problems 


Up in the north country of New 
Hampshire, old man winter can be a 
real problem. 

One new home owner, needing a 
heating system to provide even, clean 
warmth for 67,718-cu ft of living 
space and 1,298-sq ft of garage and 
storage space, decided on electric heat 
after consulting an architect, an elec- 
trical engineer, and an electrical con- 
tractor. 

In addition to his heating require- 
ments, the new owner was faced with 
the uncertainties of fuel delivery 
repairmen reaching his 
became snowbound 

Continued on page 124 


and 
abode once 


roads 
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Fast Conduit Threading 


~ 


--- Profitable turnover of 


A die head for each size, '« 
2’’—they snap into ratchet 


to 
ring from either side, can’t fall LA 
out—reverse for close threads. \ 
Tough malleable and steel 
heads, famous 
long-wear conduit dies. Special 2 
dies available. OOR and OR, \@ 
4" to 1”; 111R and 11R, 4” 
to 14"; 12R, 4” to 2”. It pays 
you to stock these fast sellers 
for easy selling! Order today. 


The Ridge Tool Company e Elyria, Ohio, U.S. A. 
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Other considerations were preven- 
ADVANTAGES OF A tion of costly installation of pipes 
and ducts and protection of the two- 


story house’s open beam construction. 


Having picked electrical heating, 
the owner, advised by his consultants, 
selected Berko radiant glass type 


heating. Accurate heating control was 
DISTRIBUTORSHIP 


assured by separately zoned low volt- 

age thermostats in every part of the 

house. Hard to heat areas such as the 

‘ attic, basement, and huge living room 

proved easy to heat with the wide 
variety of heating panels available 

A total of 80 radiant heating panels 

(S51 kw) were installed, requiring 

$00-amp service. The electrical con- 


tractor reduced the relay’s inductive 

hum by insulating the cabinet box - = 
housing them 
Significance to you: Selling points on 

this job were even, clean heat, no 

fuel problems, ease of maintenance, 4 ‘ 
economy of installation, and preser- 

vation of aesthetic qualities of the 

house. With winter coming on, the 

season is open for heating sales, 


Home Fire Alarms Spur 
Electrical Modernization 
Residential fire alarm systems, 


aside from their moral function of 
saving lives and property, can be of 


substantial help to the contractor as a 


SELECTIVE DISTRIBUTION—No two ‘door-opener” to subsequent modern 


Furnas Electric distributors serve the same ization work. The home owner con 
accounts scientious enough to install a home 


QUALITY PRODUCT—Furnas Electric fire alarm system would probably be 
Motor Controls are designed, manufac- amenable to any suggestions for the 
tured and tested to constantly out-perform 
all similar devices. 

WAREHOUSING—Furnas Electric looks 
to its Distributors to warehouse its prod- The s 
ucts and do it profitably. Size of stocks 
are based on local requirements and area 


improvement of wiring inadequacies, 
up-to-date lighting, or electrical appli- 
ance conveniences, called to mind by 


essential components for the 
average home fire alarm system are 
a sufficient number of thermostatic 


served, Ae , devices to detect the rise in tempera 

PROFIT MARGIN — Distributors enjoy ture and an audible signal to sound 

substantial profit margins when selling to the alarm 

all classes of trade. Ihe circuits may be fed by the 

ORDER REFERENCE—Furnas Electric re- house current through a signal trans 
, fers not only inquiries, but direct orders former or by a battery. Though 
to Distributors for handling. closed-circuit systems would present a 


constant drain on the battery, where 
utility power failures occur occasion 
ally, a correctly maintained battery 
These and many other advantages can be yours. For full infor system would be more reliable 
mation, write or phone today for Distributor Portfolio 5412, Systems operating on house circuit 
Furnas Electric Company, 1069 McKee Street, Batavia, Ilinois. pom are likely to be more costly because 
of the transformer and 115-volt wir- 
ing required to feed the transformer. 
Significance to you: Sales-wise it is 
FURNAS ELECTRIC COMPANY important to keep the installation as 
simple and free of “extras” as pos- 
BATAVIA, ILLINOIS sible. Sales abuses in the past by un- 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES scrupulous individuals using inflated 
prices and unnecessary frills fostered 


public distrust of the product. 
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od a complete lighting manual 


..-- 400 pages presenting 
all that is new in lighting! 


More than catalog 


The new Philite catalog is a must 
in buying and specifying lighting 
equipment. It not only illustrates 
the broad overall line of Philite 
fluorescent and incandescent 
lighting equipment for office 
buildings, schools, stores, hotels, 
institutions, factories and public 
buildings —it gives in addition 
complete E.T.L. illumination data — 
installation and construction 
details. Typical fixtures are shown 
from the complete line that meets 


most every lighting need 


FILL OUT— Attach to your letterhead MAIL TODAY! 
RUBY -PHILITE CORPORATION 

32-02 Queens Bivd, 

Long island City |, 


| ; Please send catalog No. 55 
RUBY-PHILITE CORPORATION 
32-02 QUEENS BLVD., LONG ISLAND CITY 1, NV. Y. OVE Compony 


City Stote 
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POWER DISTRIBUTION 
COSTS WITH THIS 
VERSATILE CABLE 


Triangle Type RR Cable is rubber insulated 
and neoprene jacketed. Three top-grade 
rubber insulations are available to match the 
service requirements. The jacket is Triangle's 
Trioprene, a neoprene compound developed 
especially for its toughness and resilience, 
its good aging and heat resisting properties, 
plus its ability to withstand severe weather 


conditions, oil, grease, and most chemicals. 


Flexible, light weight and tough, it is easier 
to handle, splice, or terminate than metallic 
sheathed cable, has lower first cost. And, its 
suitability for overhead, or underground, or 
duct installations makes it unnecessary to 
carry more than this one type in inventory. 
Approved for Airport Lighting Cable Type A 
(CAA L-824) and for Underground Service 
Entrance, Underwriters’ Laboratories Type 
USE. 


Write for 
Bulletin RR 


TRIANGLE CONDUIT & CABLE CO., INC., New Brunswick, N. J. 
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National Wiring Bureau 
Schedules ‘58 Conference 


NEW YORK—The National Ade- 
quate Wiring Bureau will henceforth 
be known as the “National Wiring 
Bureau.” Announcement of the change 
was made by Carl T. Bremicker, 
chairman of the bureau, who em- 
phasized that the scope of the bureau's 
program will not change due to drop- 
ping the word “adequate.” 

In changing the name of the na- 

tional organization, it is not intended 
to impose a similar change upon local 
bureaus, Bremicker further pointed 
out. No change is contemplated in the 
wiring certification program, nor in 
the official certification emblem. 
e Conference Dates—The 14th an 
nual conference of the National Wir 
ing Bureau is scheduled for Feb. 20-21 
at the Hotel Statler in Detroit. Presen- 
tations by electrical industry members 
representing various trade groups will 
be made on both national and local 
aspects of adequate wiring promotion, 
bureau officials have stated. 


AHLI Sets Lighting Guide, 
Elects Blitzer President 


CHICAGO The first practical 
standards for minimum quality light 
ing in the nation’s homes were an 
nounced last month by the American 
Home Lighting Institute 

Election of Edward H. R. Blitzer 
as president of the trade association 
of residential lighting fixture manu 
facturers and distributors was also 
made known. Blitzer, president of 
Lightolier, Inc., Jersey City, N. J 
succeeds Robert W. Minett, Jr., mar 
keting director of the John C. Virden 
Co., Cleveland 

Ihe new Light for Living standards, 
compiled by experts from every area 
of the lighting industry, are expected 
to end the confusion about home 
lighting that previously existed in the 
minds of distributors, contractors, 
architects, builders and consumers, 
according to Ted Cox, managing di 
rector of the institute 

“The standards are simple and mini 
mum,” Cox said. “They provide a 
specific package for the distributor 
contractor or utility representative in 
selling improved lighting for new 
homes or modernization jobs 

“We hope it will no longer be nec 
essary to talk vaguely in terms of 
what fixtures are needed in a particu 
lar home for minimum lighting. The 
Standards will provide a definite start 
ing point toward full light condition 
ing.” 

Copies of the Light for Living 
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PROGRAMS 


standards are available in quantity at 
cost trom AHLI, Cox announced 
Samples and price schedule also are 


available on request 


New Committee Goal Is 
250 State, Local Groups 


NEW YORK—At ieast 250 state 
and local National Electrical Week 
committees, representing thousands of 
cities and towns throughout the United 
States and Canada, are expected to be 
formed for participation in the fourth 
annual observance of the Week, Feb 
9-15, 1958, according to NEW chair 
man Merrill E. Skinner 

Skinner reported that the national 
NEW committee received detailed re 
ports on the 1957 observance from 
177 state and local committees, in 40 
states, five Canadian provinces, the 
District of Columbia and Hawaii. In 
some instances, an individual report 
covered NEW activities in more than 
200 separate Communities 

“The many excellent suggestions 
and successful activities in these re 
ports will form the basis for our 1958 
NEW planning guide and kit of mate 
rials which will be distributed through 
out the electrical industry this Octo 
ber,” Skinner said 

“Our advance contacts indicate we 
will have at least 250 state and local 
committees formed for the 1958 ob 
servance.”’ 

NEW is sponsored and financially 
supported by 11 of the principal trade 
associations in the electrical industry 
including the National Association of 
Electrical Distributors. It is endorsed 
by 15 other associations 


180 Electrical Firms 
Pledge Support for LBE 


NEW YORK—One hundred and 
eighty electrical manufacturers have 
pledged their support for the industry 
wide Live Better Electrically pro 
gram, as a result of a planned series 
of contacts with top manufacturer 
executives, it Was announced last 
week 

The manufacturer contact program 
was initiated by the Edison Electric 
Institute and its members who are 
active in the LBE campaign 

Robert E. Boian, manager of LBI 
said that this canvass of the electrical 
manufacturing field revealed that 
these firms fully recognized their 
stake in the residential market for 
electrical home equipment”; and that 
they planned more specific and inten 
sive advertising and promotion during 
1958 keyed to the electric living 
theme. 


LOCALLY FROM YOUR 
ELECTRICAL DISTRIBUTOR 


| countless cubic feet of valuable floor space, 
materials as your production demands. 


| Fast delivery ...on one item or a hundred— 
from one manufacturer, or from many. 


_ Simplified bookkeeping ... one invoice, one 


ALL TRIANGLE PRODUCTS 


It's smart today to buy all your electrical 
needs — switches, fittings, wire, conduit, 
cable — from your nearby distributor. One 
call shopping saves you time and money. 


Your distributor's warehousing saves you 


and assures you of a constant flow of fresh 


Your distributor gives you 


statement, one account. 


Low inventory cost... his stock is your in- 
ventory control, gives you working capital. 


Lower insurance rates...less inventory 1x 
means your flood, fire rates are lessened. A y, 


That's why dependable electrical manufac- 
turers advise you to always buy from YOUR 
DISTRIBUTOR — THE BEST FRIEND YOUR 
BUSINESS CAN HAVE! He's the one source 
for everything electrical — and he's local, 


TRIANGLE CONDUIT & CABLE CO., INC., New Brunswick, N. J 


Your 
Distributor— 
The Best 
Friend Your 
Business 
Con Have! 


Buy Smart — Buy from Your Distributor! 
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advanced 
recessed 
lighting 


3. Fibre glass gaskets 
prevent light leakage. ~ 


“The Line With Light Appeal 


Superior lighting design and 
construction plus low cost make 
Atlite the value line in 

recessed fixtures. 


7 Finishes—Chrome ... Copper... 


Brass ... White...Grey... 
Satin Aluminum Anodized... . 
Satin Black Anodized. 


6 Glass Designs 


Plus 


Asbestos lining . . . highest 
efficiency reflectors... 
spring tension lens clip that 
cushions glass while 

holding it firmly in position. 
Union-made, U.L. Approved. 


Installation is easy with 
Atlite Pre-Wired Box and 
Adjustable Bar Hangers: 
Just pull ‘R’, ‘T’, or ‘TW’ 

wire directly into J-Box. 

No asbestos or slow burning 
wire required. 

No additional pull boxes 
necessary. Pre-wired box 

is always accessible. Bar 
hangers eliminate framing-in. 
Housing is easily 

centered after 

nailing up hangers. 


Send for 
NEW ILLUSTRATED CATALOG 
of the complete ATLITE line. 


“ATLAS ELECTRIC PRODUCTS CO. 


315 Ten Eyck Street, Brooklyn 6, New York 


LETTERS 


Continued from page 6 


the shock of a price decline. A 90- 
day protection is meaningless even 
with a good turnover. There are too 
many sizes that move very slowly. 

Conduit is a high investment item 
to the average distributor just as it 
is to the manufacturer and the for- 
mer is the least able to cope with 
such a problem 

It should be kept in mind that the 
small or medium-sized distributor will 
not permit this sort of thing to put 
him out of business As it is, there 
is a lot of resentment among small 
and medium-sized businessmen of all 
industries against the smart operators 
who have been making it tough for 
the independents through cutthroat 
competition and other methods that 
have a loud smell. 

The six-month breathing spell may 
change a lot of the thinking of the 
industry and many of us may come 
up with ideas that may benefit both 
the conduit manufacturers and inde- 
pendent distributors as well 

In the meantime we don't expect to 
be surprised when the underfinanced 
distributors begin to get out from 
under. This can begin within the next 
ninety days. It is not a pleasant pros- 
pect 

SAMUEL KAPLAN 
TUCSON ELEC, SUPPLY CO 
TUCSON, ARIZONA 


e Mr. Kaplan's trenchant remarks add 
still another viewpoint to the con- 
sienment situation. (See “Pros and 
Cons of Consienment” EW-Aug. 
p. 44). How about your ideas? Be 
they brief or lenethy, we welcome 


them 


Glad To Help 


Dear Sir: 

I am gathering some information 
that I will probably use in a talk, 
sometime early this fall, concerning 
the operation of electrical wholesalers 
particularly, and all wholesalers in 
general 

If you have any information such 
as reprints of editorials or charts that 
I might be able to use concerning the 
functions of a wholesaler in the prob- 
lems of distribution, I would be very 
happy to receive them from you 

Danie. H. Lewis 
LEWIS & REIF IN¢ 
SCRANTON, PA 


e The information Mr. Lewis re- 
quested has been sent him. EW will be 
vlad to help any distributor who may 
need material for speeches, talks, etc. 
Just write: Editor ELECTRICAL WHOLE- 

Continued on page 130 
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DENTROL WIRE 


vasoline 


WATER 


oil, water proves resistant t ill 


New Dentrol thermoplastic wire 
RESISTS ALL 3—GASOLINE, OIL, WATER! 


ALMOST EVERY PLANT AND SERVICE STATION IN 
YOUR AREA IS A PROSPECT FOR NEW DENTROL WIRE 


Here's a really salable item —one that can mean added 
dollars for you 

Its Anaconda’ new Dentrol gasoline and oil-resistant 
TW wire—only wire approved by Underwriters’ Labora 
tories for direct exposure to gasoline and oil 

Made with a clear nylon jane ket over-all, Dentrol is spe 


cially designed for electrical circuits in conduit to gasoline 


pump islands at filling stations, and for plant wiring, It 
5023 of the 1956 National 


concerned with installations in hazardou 


meets the provisions ot section 


ele al ( Locke 
locations 


Dentro] i i\ tilable in color ind i pac kaved in SOL’ 


cartons. Dont mi the ile oOpportunite for this me 
wire in your area. Get full information on Dentrol from 
the Man from Anaconda, today. Or. write Anaconda 


Wire & Cable ¢ ompany, 25 Broadway, New York 4, N. ) 
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FOR 4 
EFFECTIVE LIGHTING 


AND TO TAKE HARD 
KNOCKS..... 


_ SUCH AS WITH A 
BASKETBALL — 


WITHOUT 
DAMAGE 


SELL—tLighting Efficiency 


SELL—Unit ability fo withstand ‘ 

shocks and rough treatment GYM N A 
SELL—An easy fo service unil 

from either above or below the LI G H T l N G 


ceiling as construction condi- 
lions require U N T 


SELL—Excellence in appearance 


% You sell all four values when you sell this unit. It is the 
ideal unit for combined gym and assembly halls, rinks, armor- 
ies, and indoor arenas. Designed so that it can be installed in 
many types of modern construction where suspended ceilings 
are used. 


Flush mounted, has detachable porcelain enameled reflector, 
angle iron plaster ring, heavy wire guard, and a dust tight cover 
which is optional. See it featured—with full details—in our 
Catalog No. 10. 


QUADRANGLE MFG. CO. 


32S$.PEORIAST.  (CHICAGO7, ‘LL. 


LETTERS 
Continued trom page 128 


SALING, 330 W. 42nd St., New York 
36, N. Y. 


Live Wire 
Dear Sir: 

In reviewing the “Tips on the Code” 
that appears on page 30 of the July 
issue of ELECTRICAL WHOLESALING, it 
occurred to the writer that although 
the statements made are completely 
factual the inference that Type RHH 
is available to the industry in sizes 
through 2,000,000CM is a bit errone- 
ous. Although the National Electrical 
Code provides for Type RHH in this 
size range, the Underwriters’ Labora- 
tories have seen fit to restrict their 
approval of this product to sizes 14 
through 6 AWG. Consequently, there 
is no Underwriters’ Laboratories la- 
beled Type RHH available in excess 
of size 6 AWG 

We point this out because undoubt- 
edly your article will prompt many 
wholesalers to request Type RHH in 
the unapproved sizes under the mis- 
taken impression that as long as it is 
recognized by the Code it can be sup- 
plied by the wire manufacturers. How- 
ever, as you know, all building wire 
manufacturers subscribe to services of 
the Underwriters’ Laboratories and 
must be governed by their require- 
ments 

L. H. SELDEN 


ROME CABLE CORP 
ROME, N. Y. 


e We called Mr. Selden’s comments 
to the attention of the author of our 
Code series, B. A. McDonald. Here's 
what Mr. McDonald wrote back: 
“Reference to the May 1957 edition 
of the Underwriters’ Laboratories 
‘Electrical Construction Materials List’ 
indicates that Mr. Selden is correct. 
At the time this article was written 
early in January such information was 
not available through normal channels 
and the writer was not advised on this 
particular point. Occasionally _ the 
Code recognizes a material long be- 
fore the U.L. is satisfied that it may 
be labelled as approved. Type ACT 
armored cable was recognized by the 
Code for several years before it re- 
ceived similar recognition by U.L. 1 
wish to thank Mr. Selden for calling 
our attention to this matter.” 


EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 
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HASE TAPHS 


We'll lay you 11 to I odds that fresher, faster-moving Chase Friction, Rubber, 
Plastic and Neoprene Tapes give you plenty to crow about when you tote up tape sales. 
Chase Saran-Wrapped Tapes eliminate ordinary storage problems . . . 

permit full stocking to meet your complete customer requirements 
assure top taping qualities in every roll you sell. See for yourself! 
Order a factory-fresh supply today. 


Chase & Sons, Inc., 26 Spruce Street, North Quincy, Mass. 


CABLE NSULATING TAPE *« CABLE BINDING TAPI 
FRICTION, RUBBER AND PLASTIC TAPE 


nc} husetts 
North Quincy, Massachus ‘ LAMINATED AND REINFORCED INSULAT 


noshor eee by. far! 

% 
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CALENDAR OF EVENTS 


4 ie National Association of Electrical 
Western Region Convention 


Del Coronado Hotel 


he E N E W A RB L E a U S E yg Coronado Springs, Cal. 


September 8-11 
Meetings, panels 


One dependable quality ‘ Illuminating Engineering Society 
National Technical Conference 


with BETTER PROTECTION 


Atlanta, Ga 


...OVER A LONGER 9.13 
OPERATING PERIOD 

ake ichigan Club 
... AT THE REGULAR 


French Lick-Sheraton Hotel 
FUSE PRICE French Lick, Ind 

September 21-24 

Speakers, golf, entertainment 


Pennsylvania Electric Association 
SOth Annual Meeting 
Bellevue-Stratford Hotel 
Philadelphia, Pa 
October 2-3 


Indiana Electric Association 
C onterence 
French Lick-Sheraton Hotel 
French Lick, Ind 
October 2-4 


Int'l Assn. of Electrical Leagues 
22nd Annual Conference 
Sinton Hotel 
Cincinnati, Ohio 
October 2-4 


The Electrical Assn. of Philadelphia 
Electrical Progress Show 
Commercial Museum 
Philadelphia, Pa 
raw material to final inspection under our own October 7-9 


QUALITY CONTROL—we are able to make American Institute of Electrical 
strong claims and GUARANTEE long service. 


Fall General Meeting 
Hotel Morrison 
A complete line of knife blade and ferrule Chicaso. Ii 


October 7-11 


type renewable and one-time fuses; plug 
Panels, conferences 


fuses and spring clips. 


e Canadian Electrical Mfrs. Assn. 
Specify Manarch Fuses 
Niagara Falls, Ont 


tmprovd October 9-11 


Rocky Mountain Flectrical League 
Annual Convention 
Broadmoor Hotel 
Colorado Springs, Colo 
October 13-17 


Hawaiian Conference 
Pacific Coast Electrical Association 
Reef Hotel 
Honolulu, Hawati 
November 7-8 
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National Electrical Mfrs. Assn. 
31st Annual Meeting 
fraymore Hotel 
Atlantic City, N. J 
November 11-16 


National Electrical Contractors Assn. 
Convention & Exposition 
Netherlands Plaza & Sheraton 

Plaza Hotels 
Cincinnati, Ohio 
November 11-16 


American Standards Association 
Fighth Annual Conference on Stand 
ard 
St. Francis Hotel 
San Francisco, Cal 
November 13-15 


Southern Electrical Wholesalers Assn. 
Eighth Annual Industry Day 
Meeting 
Biltmore Hotel 
Atlanta, Ga 
January 29-3] 


National Wiring Bureau 
Annual Wiring Promotion 
onterence 
Statler Hotel 
Detroit, Mich 
Wrarraot Over the years, QUALIFIED Dis February 20-21 


tributors have earned an important 
First National Lighting Exposition. 


New York Coliseum 
recognition as a VITAL LINK in America’s in New York. N. ¥ 


position in the distribution chain. They've gained 


dustrial economy This recognition has been March 9-12 


earned for one reason . performance. 


PROMOTIONS CALENDAR 


‘ Arro Distributors have grown both 


in numbers and in volume of busi ‘ Home Lighting Fixture Month 
ness because they handle an essential job in September 1-30 
the most efficient manner Briefly, Arro Distri American Home Lighting Institute 
industry-wide promotion of home 


butor wovide quality distribution at a minimum 


cost to the user, 


fixtures 


National Television Week 
September 8-14 
For twenty-five years, Arro Ex- NARTB, NARDA, RETMA 
pansion Bolt Company has worked ) NEDA, NRFA, NAMM 
with and through Qualified Distributor: becouse lo promote increased viewing and 
<plain advantages of TV to com 
we feel that Arro users will receive faster and 
munity and family life 
better service at less cost ... than is possible in 
any other way. Say Merry Christmas . . . Electrically 
November 1-30 
Electric Houseware Sec 


tion 


Operation Snowflake 
TRADE MARK November-Decembe! 
S S ecl ( orp 


National Electrical Week 
ARRO EXPANSION BOLT co. February 9-15 


1440 Boone Ave., MARION, OHIO ARI, EEI, IAEI, IAEL, IBEW 
NARDA, NAED, NECA 


NEMA, NISA 
To enhance public appreciation of 
Sold only through industrial, hardware and electrical suppliers electricity and the contributions 
of the electrical industry to the 


nation s progress and economy 


Manutacturing a complete line of Anchoring and Drilling 


devices and related products for fastening to masonry 
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""G.E.'s NEW SIZE 0 AND 1 MAGNETIC STARTER "YOU'LL FIND IT EASY TO DEMONSTRATE 
is designed for my customers. For example, contractors and of “‘snap-slide’’ construction, You can show ir Customers 
electricians will go for the wrap-around cover, removable features like vertical contact idjustable erload trip set 


sides, straight-through wiring, and pressure-type terminals 


"YOU CAN MEET ALMOST ANY CUSTOMER NEED 


"SALES AIDS ARE A BIG HELP. 


right now. Forms in Sizes 0 and 1 include non-reversing, introduction of the new starter with advertising in the 
reversing, multispeed and combination starters. Modification magazines my customers read, with bulleti : ple kit 
kits make them adaptable for almost any application.” exhibits and othe iles aids to make n elling job easic 


“This G-E Magnetic Starter Is Really New” 


Says George Gardner GESCO, Chicago 


George Gardner is one of the top salesmen with If you'd like more information your G-E repre 
General apres As 2 Corp. in Chicago, Ill. George sentative will be glad to help. For more details on 
has had a preview of the new Size 0 and 1 General the new starter write for bulletin GEA-6611, ‘* Ne 

Electric magnetic starter. Above he tells why he G-E Magnetic Starters Size 0 and 1."’ Write to 
feels the new General Electric starter has so many Advertising Section 733 32, General Electric Com 
good sales features. pany, Bloomington, Ilinois 
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Fach of the two illustrated troughs can carry as much cable as all of the poralleling conduit 


COPE CABLE TROUGH 
SAVES STEEL BY THE TON! 


Problem. | 00 miles of ible to be up 
ported iat Ne Jersey power genet 
ti i 
Solution. A careful cost analysis of 
tihable method mid materials con 
plant ec! that Cope 
p inded-metal cable trough is the 
heal | ther re 
trmeant a ing of more than a 
ton of steel for every GO feet of ti Ih 
installed ad to duit 
total in of tons of 
teel for the ft trough re 
quired for the « npleted job! 
Here’s How You Save. (rice 10) foot 
ection of 24 th, ¢ ype tron } up 
port iV ¢ 16 lengths of 
1 conduit and it onl veighs 54 Ib 
‘ pared to » Ibs. for thi aL 
i t ida up to 
il i valle ol the ot 
oul tu Cope exp ded 
metal cable t uch np Lise 


steel to do the job and oby iously this 
can mean substantial savings for you! 


Cuts Labor and Maintenance Costs, 


Too. Wesivn ind construction feature 


of |i htweioht ¢ trough speed in 
tallat ol Space iving tem 
even in the most cramped quarter 
i to-cveteat tr hi cable 
Wisp ction and repan provide 
id re-routing ind facilitate tem 

You ive three Vial vhen vou pe 
ope ( ible upporting equip 
tient trough, ladder or channel 


* LOWER FIRST COST 
* LOWER INSTALLATION COSTS 
* LOWER SYSTEM MAINTENANCE COSTS 


Diseu these advantage for your 
i talhat vith ¢ (ype rep 
resentat ol vrite to | | ( 
Division. Rome Cable ¢ orporation 
Collegeville, P 


T.J. COPE 


ROME CABLE 


AT te 


PEOPLE IN THE NEWS 


W. A. Pratt has been named mana- 
ger of the Youngstown, Ohio, branch 
of the Moock Electric Supply Co., re 


placing William Hallam, now vice 
president of sales at Canton head- 
quarters (EW—Aug. °57, p. 108) 


Pratt, recently sales manager for the 
Youngstown branch, has been with 
Moock Electric for 10 years. 


Edward M. Fortin has been named 
controller of Englewood Electrical 
Supply Co., Chicago. He was formerly 
treasurer's assistant in an investment 
company associated with the indepen 
dent telephone field 


L. D. Pulsifer has been appointed 
general manager and assistant 
to the president of E. B. Horsman 
& Son Ltd., distributors of electrical 

and apparatus 
Columbia. Until 
was district 


sak 


upplies 
British 
Pulsifer 


throughout 
earlier this 
yeal manager of 


Canadian Westinghouse Supply Co., 


Ltd., which he established as a divi 
sion of Canadian Westinghouse Ltd 
in British Columbia in 195] 

Sam Gurley, Jr., new vice presi 


Olin Aluminum, for 
same title at H. K 
Porter Co., Inc. Olin Aluminum is a 
Olin Mathieson Chemical 


York City 


dent-sales for 
merly held the 


division of 
( orp., New 
Gorden W. Howson is new sales 
manager of the Westinghouse Electric 
Corp. large lamp dept. He will be 
responsible for nationwide acti- 
vities for the full line of large lamps, 
vith headquarters at Bloomfield, N. J 


sales 


Henry V. Van Valkenburg, for- 
merly manager of the Anaconda 
Wire & Cable Co., has been elevated 
to the 


sules 


post of general sales manager 
of the Appointments in the 
company's engineering 
Hickernell vice-president of 
ngineering and Leonard L. Carter as 


chief engineer 


company 


section are L 


Henry Gluck has been appointed 
national sales manager for Sunbeam 
Lighting Co., Los Angeles, with juris 


diction over Sunbeam’s present region 


il sale managers and others soon to 
be named. Gluck will have head 
quarters in Los Angeles, coordinating 


ales activities there with those at the 
firm’s new Gary, Ind. plant (EW 
Aug. ‘57, p. 114) 


Joseph H. Williams has joined Ben- 
jamin Electric Mfg. Co., Des Plaines 
Il., as 


director 


idvertising and sales promotion 
Williams 


advertising 


spent 21 years as 
manager for San 


Springfield, Il 


general 
mmo I lectric Co 
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INSPIRATION LIGHTING 
E LIGHT 


for distinct! commer by MO 


| > Moe | first 
| you'll have two customers 
door for you inthis new m 


Edward A. Hall has been appointed 


drill masonry faster ; general sales manager of Hollywood 
Wholesale Electric Co., Hollywood, 
Calif. Howard S. N. Stultz, president 
of the firm, announced the appoint- 


and FaSsl al ment of Hall, who has been with the 
company for 20 years. Hall succeeds 
Jack | Bisset, who had been named 
the 


SUDDEN DEPTH 
DRILLS 


assistant general manager 


Andrew Falciani, recently with Al- 
lied Electrical Supply Co., Inc., Dor 
chester, Mass has been named sales 
manager of the supply division of 
Hilco Electric Supply Co., Cambridge, 
Mass 


Bertram F. Given, former executive 
vice president of the Waste King Corp., 
Los Angeles, was elected president of 


SUDDEN DEPTH 


the company, succeeding his father, 
Samuel Given, who continues as chair 
man of the board of the companys 


Westinghouse Electric Co. has con 
currently announced the formation of 
a new appliance service div. and the 
appointment of W. B. Creech as its 
manager. Creech, formerly manager of 
major accounts, will have his head 
quarters in Mansfield, Ohio 


Martin Barnik has been appointed 
showroom sales manager for Jay Light- 


DUST EJECTION ray ing Mfg. Co., Inc., Brooklyn 


Richard H. Bamford has been ap- 


for maximum drill speeds pointed sales manager of Rockbestos 


Products Corp., New Haven, Conn., 


ford has been with the company for 
18 years and has been assistant sales 


and a clean hole with manufacturers of wire and cable. Bam 


manager since 1953 


Thomas T. Arden, former executive 


Te", and drills shanks vice president of Robertshaw-Fulton 


Controls Co. was elected president of 


on sizes from tol af the company, succeeding John A. 


Robertshaw who was elected chairman 


Charles K. Rieger, a vice president 
of the General Electric Co. and gen 
eral manager of GE’s appliance and 


made of television division in Louisville, suc 
finest tool steel ceeds R. J. Sargent as chairman of the 


major appliance division of the Na- 


with the famous tional Electrical Manufacturers Associ- 
SIZES ation. 
AVAILABLE v diamond hard 


With Spiral Flute BullDog Electric Products Co., 


in 1/16" CARBOLOY Detroit, has announced the promo 
4, tions of Hugh V. Diamond, Jr., to 
and } TIP sales service manager, and Charles 
E. ot and 


right Moran as supervisor sales 
Tute 


Sizes Im”, 1%", product training. He will work under 


i Diamond's supervision 


THE PAINE COMPANY, 3 Westgate Road Addison, Ill. Ore ae 


y « ager for the electronics and appliances 

Take div. of Arvin Industries, Inc., Colum 

The Best Craftsmen Always : bus, Ind., has been named to the firm’s 
managerial group 
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Is your Lighting 
Fixture Department geared for 


peak selling? 


Complete this checklist and find out 


1. Do you buy to a basic stock plan? [| [ 


2. Do you stock the fixture styles that [J [J 


ire the fastest moving? 


3. Have you adopted a year-round | 


calendar of advertising and promotion 


effort? 


4. Are your sales people qualified to [J [] 


advise your customers in the selection 


of | ghting fixtures? 


5. Do you display and merchandise your [] 


fixtures in an appealing way? 


6. Do you have literature that helps [J 


your customers select the right fixtures? 


General Electric's “FIXTURE SALES 


Nowe see KIT” covers all these points... and 
partment so it will capitalize on the 
greatest volume of store traffic? then some! 


8. Is your inventory control system up 


to date? 


9. Do you keep fixtures turned on as 


an advertising and sales tool? ‘ ‘ | 


10. Do you hold regular sales meetings [J [J 


where you can keep your sales stoff ' 
abreast of the latest home furnishing ' 1) 


trends and information on lighting 


fixtures2 -— 
| GENERAL ELECTRIC CO 
J | Large Lamp Dept. EW-97, Nela Park 
Cleveland 12, Ohie 

4 
| 
Progress /s Our Most Important Product | 
7, | 
wo ELECTRIC | 
GENERAL 
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New Opportunity 


for Dealers 


sel Automation 


In metal working, wood work- 
ing, textile manufacturing, paper 
converting, chemical process 
ny’, On Conveyors, packaging 
hinery ck speed control ol 
the motor drive from zero to full 
nameplate reading can climinate 
waste, improve production and 
cut costs 

Rev-O-Trol converts 230° volt 
alternating current to IIS volt 
direct current thus permitting 
the use of direct current motors 
plus unique speed control ad 
vantages with 100% torque 
availability 

Industry 1s automation con 
scious and here's the simplest, 
most inexpensive control to give 
speed control and automatic 
torque requirements to drill 
presses, lathes, winding ma 
chines, knitting machines, print 
ing presses, folders, and hun 
dreds of other equipment re 
quiring “4 HP or less 


Write today for Bulletin R-313 


4 
| 
‘ 


ACME ELECTRIC corporation 


679 Water Street 


Manutacturers of 


REV 


— 4s 


Cuba, New York 


OBITUARIES 


Harry T. Bussmann 


Harry T. Bussmann, vice president 
of Bussmann Mfg. Co., died Aug. 7 
He was 68 years old. Bussmann, with 
four brothers, founded the St. Louis 


fuse firm in 1914 and became its 


Harry T. Bussmann 


sales manager. He filled that post until 
1929 when Bussmann became a Mc 
Graw Electric Co. division and he was 
named vice president. Bussmann was 
a member of the NEMA board of 
governors in 1929-30, and a section 
chairman from 1933 to 1935. He was 
at one time president of the St. Louts 
Electrical Board of Trade 


SALES REPRESENTATIVES 


Amplex Corp., Brooklyn, N. Y., has 
appointed S. L. Prager, Rochester, 
as its representative in northern New 
York. He will be responsible for the 
promotion of the complete line of 
Amplex lamps, lighting fixtures and 
photo lamps 


Cannon Electric Co., Los Angeles 
is now represented by Alden ¢ 
Olsen, as the firm’s distributor sales 
manager in charge of all jobber ac 
tivities throughout the country 


Swivelier Co., Inc., adjustable hghting 
products manufacturers, has appointed 
Barney Hartley, Phoenix, as Arizona 


sules representative 


Tomic Sales and Engineering Co., 
Detroit, has appointed two new sales 
representatives: in North Carolina 
and South Carolina they will be rep 
resented by Wilson P. Byrd, Greens 
boro, and in southern Florida, by 
Qualmann & Puia Associates, Ft 
Lauderdale 


The Wiremold Co., Hartlord, Conn 
has appointed Albert I | ubbesing 
as sales representative for the St 
Louis area and assistant to Victor A 
Meier, district sales manager at 
Kansas City 
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New water-tight EMT fittings are installed quicky, easily 


Full. true, perlect threads for ease and speed of 
installation. Bodies of heavy steel cadmium 
and zinc finished to eliminate corrosion. UL ap 
proved. water-tight EMT connectors and cou 
plings, quality controlled, compression type. In 


demand for electrical jobs large and small, and 


ized to fit vour needs 


Blackhawk Industries takes pride in announcing 
this new line of compression type EMT fitting 

\ complete range of sizes is now available, They 
are a product of Blackhawk research and auto 
mated methods of manufacture, Order a stock 


advanced de iti 


today to meet the demand 


quality, EMT fitting 


Blackhawk Undustries, pubuque, lowa ideas come from 


COMPRESSION NUT 
COMPRESSION GLAND 
BODY 

LOCK NUT 
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ASSOCIATION NEWS 


SAN FRANCISCO George N 
Hawley, vice president of Southern 
California Edison Co was elected 
president of the Pacific Coast Elec 
trical Assn. at the association’s 40th 
innual convention Directors named 
to two-year terms included H. ¢ 
r, General Electric Supply Co 
Anveles. and S. W. Scott. Gray 
Electri Co Inc also. Los 
Ang les 


NEW YORK Electrical Associates 

In vill hold its annual meeting of 

Oct. 14% in the Associates’ Room at 

Lexington Ave Annual Jack 

Memorial Golf Tournament 

held at the Baltusrol Golf 
Springfield, N. J., Sept. 19 


NEW ORLEANS— Electrical 

tion of New Orleans will hold Annual 
Outing and Golf Tournament Oct. 8 at 
Lakewood Country Club 


ri d M T KANSAS CITY, MO.—At the June 
OU in ore rue conomy meeting of the board of directors of 
the Electr Association of Kansas 
S City, the following men were named 
in Lighting Units by TEBER to serve out unexpired terms on th 
board: | S. Gershon James M 


All New Series 4000 Stafford, Jr., Joe Majempsey, Marshall 
Aluminum Floodlights 


‘r lighting hel 
teber lighting units will help MINNEAPOLIS. MINN.—J ' 


you solve your lighting problems McEachon, vice president and general 
ules manager of Minnesota Power & 
Light Co., Duluth, was elected chai 
est cost. ; man of the North Central Electrical 
: League at the annual board meeting 
July 19. The Electric Apphance Deal 
use a variety of handy, versatile ers Association of Minneapolis has 


Casier, Quie ker, better and at low- 


Every Steber unit is designed to 


| extended its membership to include 
Steber mounting f{ anges and acces- 


distributor dealers manufacturers 
sorics lets you tailor-make light- ind all segments of the appliance in 
dusts Ihe new membership policy 

ing units for highest efficiency and Me. 

‘ / is established at a recent business 
custom appearance, meeting at which the following officer 
get every necessary floodlight were cted: Don Frank, president 

init! Heavy gauge aluminun Stan Larson, vice president; Bill Ryat 
steel ler ing and rugged 


ecrelary-tre ure! 
Condensed Catalog 


j ac 
P she esistant lens wit isbestos gasket 
CTC-2 gives you / DENVER—Rocky Mountain Electri 
d heat radiating cast aluminum neck 
specificaiions cover / with watertight connector, rifle sights and a cal League will hold its 54th annual 


ing the entire Steber / host of other special Steber extra values fall convention at the Broadmoor 


sitive spring latches, thermal and 


line. Send for your You can pay more, but you cant buy a better Hotel Colorado Springs Oct 13-17 


floodlight! Mark your inquiry for new litera 


ture on the Steber Series 4000! 


tree copy today! Ihe League reports that over 300 


members and guests attended its an 


Designed to meet NEMA Spec. FL 6-210 nual spring conference in April 


Lighting Units STEBER for Every Need NASHVILLE first meeting 


the new Nashville Electric League 
held June 6. H. P. Edwards. of 
STEBER MANUFACTURING CO. e¢ Dept. 71, Broadview, Illinois nesenn Vi; Electric Supply Co 
STEBER MANUFACTURING CO. OF CALIFORNIA STEBER-WOODHOUSE, LTD. elected president, A. P. Brown 
242 So. Anderson St., Los Angeles 33, Calif. 33 lngram Drive, Toronto, Canada inghous¢ ctric Corp., vice president 
B B \ NEC \ chi yter man 
treasurel men were prese 


the firs 
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the original estore 
concrete-tight 


_INDENTER 


a for E. M.T. 


Cross section 


#100 
Cutter for Ya, 


ond 1” E.M.T. 


#1000 
Holder for ‘A, % 
ond 1° E.M.T 


“BM" #600 


Changeable Jaw Indenter 


THE NEW BM607 INDENTER FOR 2" FI 
Pocket Size—Only 10” Long! 


TTINGS 


~\ 


FREE 30 DAY TRIAL OF THE 
NEW BM-607 '/2” INDENTER 


Your BRIEGEL Distributor has been authorized to give 
you a 30 DAY FREE TRIAL of the New BM-607 
indenter for '/2” fittings. 

This Smaller Lightweight Tool requires only half 
the hand pressure formerly needed to make neat 
deep positive grounded impressions. 

Ease of action is made possible by an exclusive 
new Floating-Fulcrum principle that greatly increases 
leverage. 

Try the New BM-607 Indenter Free for 30 Days. 
See for yourself how much lighter it is to carry—how 
much easier it is to use! 


THIS FREE TRIAL OFFER IS LIMITED TO 30 DAYS 


GALVA, * 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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All B-M indenter Fittings are UL 
Approved as concrete -tight and 
oll Compression Fittings as rain 
tight os well os for general use 
File Cord £10863). Also comply 
With Federal Specifications 
W.F.406 


METHOD 
H T00L 


ILLINOIS 


i 
FITTINGS | 

Red Throat L 
3 
| | | 
| 
& 
\ 
(BM) 

: 


BOOKLETS & REPRINTS 


“How to Find Money for Your Busi- 
ness”-—An_ excellent report the 
problem of financing reprinted from 
the Nov. '56 issue of American Ma 
chinist is detailed, yet easy to read 
It covers borrowing from banks—dis 
ussing choosing a bank, borrowing 


POSITIVE 
PROTECTION 
FROM HOT REFLECTOR 
When Using 
100-Watt Lamp 
procedure, and types of loans. A sec 
HThhe tion 1s devoted to funds from finance 


f firms and another to public financing 
snaps over reflector to \ equipment, increase 
guard against burning es in space, o: other forward goals, un- 
$1.02 a new sure of the best type of financing, can 
standard “ Ze on draw happy conclusions from this re 
Pre: 4 with half port. Available from American Ma- 


FOSTORIA LOCALITES © space 
Finest Seeing Tools Ever Designed <aaues chimist, McGraw-Hill Publishing Co., 
for Machine Tools, Assembly, Inspection 330 W. 42nd St., New York 36, N. Y 


Frictional arm and collar dis« 


MODEL joints give flexibility of a thousand Deak ne, 
55-BH-701) =positions to direct light exactly as The Profit Squeeze and the Market- 
$8 03 wanted. Rugged construction with ing Dollar Marketing Memo #30, 
F tach heavy duty industrial socket Levo concerning the profit squeeze, should 
( in Std. Phg, Hier switch and universal base be a matter of concern to marketing 

oe of 4 Millions in use for fast, accurate, 

safe socing men, because reduction profits 
7 means more pressure on sales to pro- 


duce results. In 242-years, 30 of these 
memos have been published and many 


Ss should aid and interest the wholesaler 
storia lor a complete set of them write 
THE FOSTORIA PRESSED STEEL Sweet's Catalog Service, Dept. M-30, 


CORPORATION, FOSTORIA, OHIO 7 119 W. 40th St.. New York 18. N. Y 
Localites are available through 


wholesalers everywhere 


WRITE for complete 
catalog of Localite 
Models for every in 
dustrial use 


You'll be happy 


The New 
selling 


(OLDEN 


in Miami Beach 
transforms 

a vacation into 
an event. 


And for the finest in transformer 
value, this famous resort uses 
MARCUS for power and lighting 
distribution. You, too, can guar 
antee trouble-free performance 
and a real vacation from mainte 
nance and replacement problems 
by specifying MARCUS for your 
next transformer installation 


KNOPP 


Patented Prod-Mount 


More user-value at Less Cost— 
means more turnover tor you at good 
profit margins 
@ Five Safety Features- 
Knopp Voltage Testers sell themselves 
Rugged, Reliable 
build goodwill and repeat sales for you 
Tell if circuit is open of closed; magnitude 
of voltage between 110 and 600 a-c or d-<, 
pure or rectified; 25 or 60 cycles 
Two models. Free Sales Aids 
Write today for full details 


TRANSFORMER CO., inc. 
RAH WA Y, NEW Hens ies Founded in 1928 by Otto A. Knopp under the 


name of Electrical Facilities Inc 


A COMPLETE LINE OF DRY TYPE AND LIQUID-FILLED TRANSFORMERS THRU.5SOOO"KHF 4283 Holden St., Oakland 8, Calif 


Representatives in Principal Cities 
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Mian, wouldn't this sell coconuts? 


Nobody knows any better than you what good pa kaging ws toOmake 
During the last year, National Ele as made more than 600 impro 
ments in the way NE product 
These changes were mad 
during 
stocking or « 


New easy to-open oyster-white car- 
ton for underf r duct service fit 


ting it ha ‘ it ter king 


National Electric Products 


greater strengtt 


PITTSBURGH, PA 


2 Warehouse 


» In every product line, vational Electric conducts a continuing pack 
j aging program desig d promote the most ecllicient warchousing and 
‘3 
t 
2 Plonts 4) Sales Offices 
7 


ALL 


\ 


Just who makes the big decision in selecting the 
products used in electrical] construction and 


maintenance work? 


Not one man but three. The electrical] con- 
tractor... the plant electrical engineer |. . the 
consulting electrical engineer. All carry equal 
welght in deciding that your products — or some- 
one else's will actually be selected to do a 


marticular job 
} 


How do you convince them that your own prod- 
ucts offer the practical advantages they seek, 
at reasonable cost? Read what three typical 
ubseribers to ELECTRICAL CONSTRUC- 
TION and MAINTENANCE have to say about 


the one single publication that appeals to the 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 
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To sell electrical products... 


practical job interests of al] three. 


These men — and more than 35,500 others like 
them — pay to receive ELECTRICAL CON- 
STRUCTION and MAINTENANCE each 
month. As a result, the magazine gets their con- 
centrated attention when it reaches them: the 
articles that describe improved, efficient ways 
to do their jobs the advertised products 
Which serve that same purpose, 


Remember every one of those 35,500 paid 
subscribers has been carefully screened and 
verified by rigid circulation standards. Each is 
in a position to specify or buy your electrical] 


products! 


The men who design, build and maintain America’s electrical systems pay to read . . 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, 
NEW YORK 36, N.Y. 
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The man who DESIGNS 

electrical systems... 
Robert C. Ritz is a consulting electrical en- 
gineer with Kaiser 


Engineers, Oakland, 
California. He 


says, “I find the magazine 


most useful in keeping up with new methods 
being developed in the field. Many engineers 


and designers lose touch with the actual 


work being done at the job site, and Elec- 


trical Construction and Maintenance 


new 


Is a 


constant source of ideas and trends.” 


The man who INSTALLS 
electrical systems... 
John A. Pinner, Jr 


, owner-manager of Pin 
ner Electric 


Company, Brookfield, Illinois, 
, “Electrical Construction and Mainte 
nance surely covers all phases of our busi- 

The articles on installation and 
maintenance are of particular interest, and 
help keep us abreast of new developments 
in the industry. We 


cover to cover 


ay 
ness 


read your magazine 


Each page is of real interest.’ 


The man who MAINTAINS 
electrical systems... 


Lowery L 


Berry, 


chief electrician of Pot- 
latch Forests, 


Inc., Potlatch, Idaho, values 
the publication for the information it gives 
him on new equipment and techniques, He 
says, “The magazine keeps me up to date 
on new developments. I have found many 
valuable suggestions and answers on main 

tenance problems, as well a 


labor saving 
ideas.”’ 
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Explosion- 
proof 


Non-sparking cast aluminum 
strong and rustless. Availabk 
in a wide range of standard 
and special sizes 


Send for Bulletin | 


cast 


aluminum 


Lightweight, easily mounts 
onto equipment, Drilled and 
tapped to specifications. Made 
to Underwriters and Military 
Specifications 


THE Adalet MANUFACTURING COMPANY. 


14300 LORAIN AVENUE 


* CLEVELAND 11, OHIO 


GENERAL PURPOSE RELAY 


THE MOST USEFUL RELAY FOR INDUSTRIAL APPLICATION 


NO OTHER RELAY 


~ 


MULTI POSITION 
REMOVABLE 
JUNTING BASE 


1S SO VERSATILE 


RATINGS 
20 amp. at 115 V 


CONTACTS 
Single and double pole 
Single and double throw 60 Cy. AC or 24 V DC 
UL. Approved 


DIMENSIONS 


Aux. OT contacts available 


MOUNTING BASE 
Metal strap or bokelite 
Base can be rotated 90 
degrees either direction 


COILS 
AC& DC 230V 
(Interchangeable) 
Power—? watts 


for mounting convenience. 


Bose—! 


Request complete data on Series 130 Relay 


FILMS AVAILABLE 


“The 100 Line Magnetic Starters” 

Full color, 20-min. film is on the 
features of the new GE Size O and | 
magnetic starters as they can be sold 
to different markets: contractors, de- 

maintenance men, and 
Available from General 
Bloomington, Ill. or from 


apparatus sales office 


Sizn engineers 
electricians 
Electric Co 
any Gil 


“People, Profits and You”——The cha! 
lenge to business of a growing pro 
ductive capacity, together with in 
creased population and disposable pet 
sonal income, is major theme of 26 
min color film. Case histories of suc 
cessful advertising and selling tech- 
demonstrated motion 


inspirational 


niques are 
picture, suitable as an 
guide for creative selling to salesmen 
generally. For a viewing of the film 
contact a regional office of the Bureau 
of Advertising, American Newspaper 
Publishers Assn. Offices in New York 
( hicago Detroit, Los Angeles, San 


Francisco 


Let’s Look at Lightning.”-—A_ 1!6-min 


film features review of basic causal 
conditions of lightning and solutions 
to distribution lightning arrester appli 
cation problems. For showing, write 
Material Industries, McGraw 


Milwaukee 1, Wis 


Line 
Edison Co., 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 
NEW TRIPPE 


HI-BALL 
MARK Il! 


Fascinating just to watch it! Can increase 
trade 25% or more the day it's installed 
Covers 360 like an airplane beacon with 
o different colored fiesh every 7 sex 
onds. Does not conflict with traffic signals 
Made like a fine watch to run trouble free 
indefintely from 40 below zero to hottest 
days. Long life 50-watt bulb burns over 
2500 hours 
Write or Wire today for Beaut Catalog 


silent! 


TRIPPE MFG. COMPANY, Dept. 
133 WN. Jefferson St., Chicago 6, Ill. 
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WIN FAME AS A 


Lighting Expert: 


Enter your outstanding 


lighting jobs in the 
1957 International 
Lighting Competition 


The parade up Broadway is an exaggeration, of course 


a 


But you can win a reputation in your own commu- 
nity as a lighting specialist. . . a reputation that will 
help you build lighting business and bring you greater 


lighting profits 


The 1957 International Lighting Competition offers 
you that opportunity. It requires that you supply in- 


formation on an outstanding lighting installation in 
which you've had a part — selling, planning, or sup- 
plying equipment 


Besides cash awards and certificates, winners of the 
contest will receive valuable publicity. Stories on the 
winning entries will be published in ELECTRICAI 
WHOLESALING and other trade publications. Pub- 
licity will be released to newspapers and other chan- 
nels on a national scale. You can use this published 
material as a tremendous selling advantage with your 
customers and prospects — to bring new business to 
your door, and to “sell up” on the range of lighting 


work you handle 


[he contest is open to electrical distributors 
electrical contractors . . . architects or engineers 
electric utilities. It closes October 25th Berlon C. Cooper, Chairman 
1957 International Lighting Competition 


By cooperating in joint entries with electrical con- 
330 West 42nd Street, New York 36, N. Y 


tractors who have installed your outstanding lighting 

jobs, you're both in the running for the business- Please send me the rules brochure and entry forms for 
; y 

building prestige th: res the 1957 International Lighting Competitior 

uilding prestige that contest winners will reap 


Let your outstanding lighting jobs help you create Wome 


greater lighting profits, by entering them in the 1957 Company 
International Lighting Contest! Right now, before Address 
you forget, mail in the coupon for full details 
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NEW LITERATURE 


Plug-in Busway—Company’s combi- 
nation feeder, plug-in busway rated 
from 600- to 4,000-amp, 600-\ oF less 
is described in a four-pag three 
color bulletin, GEC-1446. Provides 
application and descriptive informa 
tion on busway known as_ Type 
LVDP. Copies may be obtained from 
Distribution Assemblies dept., General 
Electric Co., Plainville, Conn 


Footswitches— Bulletin conta 
tailed pecifications ot 
40 Hercules footswitch models also 
showing how footswitches may he 
used for direct control of small mo 


tors and other electrical devices 


HAND or HYDRAULIC OPERATED toga A from Linemaster Switch 


Corp 498 Woodstock Ter W ood 


Each Punch 2" to 4” has the ORIGINAL 4-POINT stock, Conn 
cutting feature which takes the toil out of the job. 
Cuts clean, quick knockouts speedily, smoothly 


PATENT 
No 1754568 Fapes—Recently revised catalog con 
taining veneral informatior recom 
and burrless. Ball bearing chuck prevents fric- 


tion. Hand or hydraulic. Try a NYE and know 


mended uses, packaging details and 


data charts on tapes for permanent 
the best. Order today from mpicture seatini rapid insulation 


your local supply house. build-up, permanent cable jacketing 
> high-voltage ible splicing and gen 
i purposes vatlable 


hop Miz. ¢ orp if infield 


. 
Built of Rad 


NYE TOOL COMPANY Sanding Kit Catalog 


WEST FULLERTON AVE, CHICAGO 39, ILLINOIS Model 700K sanding 


protes ma itures to hom 


It may be obtained from Weller 
Easton, Pa 


Bus Enclosures atalog 
You can feel its scribes Wadsworth 200-amy 
new flexibility...see enclosut tor E-Z-Red ircuit 
the new supp eness of Breakers. Enclosure dimensions and 
conduit knockout sizes are al riven 
log pages l-a and 7 are 
| trom Wadsworth Electr 
Mite. Co Inc lith St 
Covington, Ky 


Disconnecting Switches—Gt bulletin 

Portable Electrical Cords & Cables GEA-4980C illustrates design features 
RE-2 line of disconnecting 

switche Ol ectionalizing id 

Bronco 66 ¢ ertified, becau 

lating ncluding dimension 

data ind tch operatior iting 

General Electric Co 

5, N. ¥ 
on 

on the onduet Vhien the Wiring Systems Wiremold Data 
cable lexed i ‘ lid Sheet A-1] nves three suggested 
friction solutions problems of roviding 

outlet ctrical typew and 

busines nachines in offices and class 


Write for a free sample of the 
; that rooms rite for it to The Wiremold 


new Bronco 66 Certihed 
you may feel and see this neu - Co., Harttord 
Hexibility for yourself 


10, Conn 


Watertight Downlights—fo! 
describes corro on-resistant 


lighting units 


WESTERN INSULATED WIRE CO. Stallation nm concrete pouring 


LOS ANGELES 58, CALIFORNIA plaster ceilings. Free from MePhilben 
Mtg. Co., Inc lloughby 


Ave Brooklyn 37 


incandescent 
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klectrical ittings New 36-page cat ’ 

<7 eee 
alog describes full line of electrical 


hitting cable racks and wiring special e e e e 

ties. It illustrates installation details 

"With Heinemann Service Equipment 
and complete vith latest prices 


Elect Mite. Co., Inc East Palestine 


edesigned for the job 


Ohi 

Iuminated Ceilings Paragrid Tilk 

for iminated ceiling describe 

in two-color folder. Additional 4-page 

hooklet gives installation instruction 
Bott e available trom J. A. Wilson 

Light ind Displa h-5 (;. D 


Bald Bldg.. | Pa 


Heavy Duty Caps and Connectors 


Cat bulletin 2-3-57 ck es Royal 

ivy dut vriy il nad conned 

tors. The caps are vinyl and designed SAFELET has receptacle for 
for k wiring. Bulletin also describe power tools or appliances 


Built-in circuit breaker 
interrupts short circuits 


ind dual fact-tags and pract il Shell 


lesigned for fast identification and dangerous overloads, 
nd order filling. Available from Royal prevents damage to 
Elect Cory Pawtucket, R. I equipment that's 
plugged-in. For use in 
Industrial Fixtures two-color, the home workshop, 
Hatin dearrily on the test bench or 
Ml Ivanhoe line of imeandescent Write for Bulletin 1010 
ina 1 cury lighting equipment for in , 
aust Use beatu of the new lin 


d chart huded 


timation of the num 
al 
Mill 


Mi 


RECEPTACLE 

TYPE OUTDOOR 
SERVICE UNIT is 

a portable, protected 
power outlet 

for temporary plug-in 
service. Easily moved 
from job to job. Write 
for Bulletin 2016 


Fractional Horsepower Motors — Bul 


letin GEA-6424 if pag n color 


illustrates design advantages and show 
omponent ot y irs Ahead” general 
purpose thp motor Application 


quit nt manutacturin field il 
ce bed. Published by General Fle« 
Schen 


Wiring Systems— National Electri 
bullet describes “Baseduct has INDOOR SERVICE 


hoa el surfa racew lectrica CENTER replaces 
old-fashioned fuse 
list system and outlet assen 


boxes, combines either 


bly, discusses product a H to obtan two, four or eight 
ng! Housepower from 1 rewired circuit breakers in 
{ ture Contains photographs of a handsomely styled 
fittings used ir ' istalla unit for mounting 
May Wai anywhere in the home 
Elect Products Corp Iwo Gat In office building 
vay Center, Pittsburgh, Pa installation shown, each oh 
office has its own f 
Fluorescent Fixtures—Complete in Service Center so that Nema £4 
formation on four new fixt power interruptions 
are isolated. Heinemann 
ITwosome” which featur x 4 circuit breakers 
des ompoun hielding wu hallo assure immediate, ° 
unit: “Executive d illest lou simple restoration of 


ered nit ( extruded slum service. Write for 

ad Bulletin 1002. HEINEMANN ELECTRIC COMPANY 
plastic en losed to be 152 Plum Street 

Trenton 2, New Jersey 


ital heet on hd Avail " 
ible from Smiuthcraft Lighting, Chel ye 


Mas 
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M&W 
MAST KITS 


SPEED YOUR SERVICE 
ENTRANCE INSTALLATIONS 


They're thrifty! M&W Kits contain every 
needed fitting for a quick, reliable wiring 
job. No lost time, no costly inventory 
They've fast! Modern, time-saving slip 
fittings are used throughout With no 
thread-cutting, you reduce installation 
time to fractions. Complete range of sizes 
and fittings available to meet all local 


codes and « onditions 


NEW CATALOG 57 wives full details, 
prices, installation data on Mast Kits, 
Vlectrical Vittings, Cable Racks, Wiring 


Specialties, Write for your copy today ave furnished to 


Complete package Kits 


your 


order and including 
fitting houn above 


~The M. & W. ELECTRIC MFG. CO., Inc. 


OHIO 


EAST PALESTINE, 


A 


THE 


KEEPS COOL 
because ERCE 


Renewable Fuses Keep Cool 


(DURING SAFE OVERLOAD) 

@ No unnecessary blows! @ Longer fuse life 
@ Vented for coolness! @ Quick-change links! 
@ Satistaction repeat business ! 

MAIL COUPON TODAY 

PIERCE RENEWABLE FUSES, INC. Leicester, N.Y 


Gentlemen | 
Please send details on the Pierce active stock plan 


Include a sample fuse for comparison with any other 
make 


Name H 


City State 


Company 
Address | 


KEEP 


Lighting System—Full color, 6-page 
brochure on Sylvania “Sylva-Lume” 
lighting systems illustrates 
ability to create different luminous 
ceilings to suit interior. Available from 
Sylvania Electric Products, Inc., 
Wheeling, W. Va 


Kitchens—F ull color Kitchen 
Sketchbook” illustrates Kitchen 
Maid’s Iriple-H Kitchens _ line. 
Kitchens shown represent Hospitality, 
Heritage and Holiday lines, accom 
panied by illustrations of convenience 
features available with lines. Of inter 
est to dealers and consumers. Write 
on letterhead to Kitchen Maid Corp., 
Andrews, Ind 


Stepdown Transformers—-New cata 
log lists stock sizes with specifications 
and dimensions; also includes infor 
mation on refrigerator transformers 
for voltage and frequency compensa 
tion. Available from Acme Electric 
Corp., Cuba, N. Y 


Recloser—C atalog bulletin CRIW de- 
scribes new 200-mva Kyle Type W 
oil circuit recloser, illustrated with 
graphs, charts and tables. It contains 
information on application, operating 
and design features, ratings, and 
modifications possible through use of 
accessories. Available from Line Ma- 
terial Industries, McGraw-Edison Co., 
Milwaukee 1, Wis 


EASY-DRIVE 


FE 


Por No 263235) 


6 
FASTENERS 
FOR ELECTRICIANS 
REFRIGERATOR MEM PLUMBERS 


NEW “GRIP.TYPE” 


ON 


NEW HUMP 


ANOTHER FIRST FOR Trinh 
@ Essential for Electrical Men 


@ Greatest Improvement in 30 Years 
THRU LEAOING WHOLERALERS 


THIEL TOOL & ENGINEERING CO.,INC. 


1417 N MARKET ST. LOUIS 6. MC 
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Underfloor Electrification Brochure 
describing Ceco Electro-Channel 
Joists fully explains construction fea 
tures and advantages—in text and 
diagrams—of this method of under 
floor electrification. Available from 
Ceco Steel Products Corp., 5601 W 
26th St., Chicago 50, Ill 


Carbon Brushes Leaflet describing 
special assortment of 128 brushes for 
servicing most common models 
among electric tools of 23 “name” 
brands is available trom Ohio Carbon 
Co 12508 Berea Rd., Cleveland 11 
Ohio 


Wire Iwo data sheets describing 
PIW series 120 lead wire and 200 
hook-up wire, describing products and 
giving performance requirements are 
available from Philadelphia Insulated 
Wire Co., 200 N. 3rd St., Philadel 
phia 6, Pa 


Discount Chart Reference chart 
shows decimal equivalents needed to 
determine cost from standard list 
prices. Publisher suggests wholesaler 
tack chart on counter or insert it in 
master catalog. Size is & x 10-in, 
printed on heavy stock. Available from 
Arrow Conduit & Fittings Corp., 129 
30th Brooklyn 32, N. Y. of 
Arrolet Corp., Montgomery, Pa 


Armored Cable Fittings—New ©. 7 
bulletin describes terminators and 
splicing fittings for interlocked ar 
mored cable. Specifications, variety 
of types, and physical description 
of each item is given in detail, with 
each one photographed, diagramed o1 
both. A price list concludes the bul 
letin available from O. Z. Electrical 
Mtg. Co., Inc., 262 Bond St., Brooklyn 
17, N. 

Crimping Tools—-Catalog page ce 
scribes and illustrates uses and per 
formances of two tools for crimping 
Standard and insulated solderless ter 
minals and connectors and stripping 
insulation from wires and cutting wire 
and insulation. Information for tool 
identification and wire gauge capaci 
ties are included. Write Electrix Ter 
minals & Connectors, Inc., 990 BE. 67th 
St., Cleveland 3, Ohio 


Magnetic Starters— Salesman’s presen 
tation book covers new size O and 
| magnetic starters in the GE 100 
line. Full page photos are tagged as 
to features salesman can demonstrate 
Describes modification kits availab 
le and lists advantages of starters 
Write to General Electric Co., Sche 
nectady S, N. Y 


Adjustable Lighting Units—I\lustrated 
catalog and price list, including com 
plete description of all Swivelier items 
may be used as a self mailer to deal 
ers. Free from Swivelier Co., Inc 

43 34th St... Brooklyn 32. N. 


They Sell Themselves 


MOTORS 


@ Exclusive Design 
Features 


@® Complete Line 


HERE'S @ Self-Selling Motor Display 


WHY !, Motor Tags, Highlighting 


Motor Features 
@ National Advertising 


e free Motor Selector Guide 


This unique ilesmas tells customer 
instantly the mot need minate 
— ay indecision, stimul cu ertob now. The 
ase most effective m sé aid ever devised 
— 
multi 
u Use This Convenient Coupon To Order 
Your Free Motor Selector Guide Today 


THE EMERSON ELECTRIC MFG. CO, Dept 4.137 
$T. LOUIS 21, MO 


Send me a MOTOR SELECTOR GUIDE at no 


cost to me 


Emerson 
Electric 


COMPANY 


of St. Louis Since 1890 . ZONE STATE 
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Latrobe 
klectrical 
Products 


For long, smooth service ‘‘La- 
trobe’’ Floor Boxes and Wiring 
specialties are tops. Years of 
performance have proved that. 
And, ‘‘Latrobe’’ Boxes are de 
signed in a way that permits 
fast, easy installations—cutting 
labor costs. 


Two Gang Adjustabl 
Floor Box 


Adjustabl Boxes come in 
bodies. Also in 


sank Two Gang 


single round or 
square 
( 


square type Single 
Three Gang and Four Gang 
Boxes All adjustable boxe ire now bonded 
whic h manecs 


them fire proot 


“Latrobe” 
Pipe or Conduit 
Clamp 

This clamp is madi 

double 

safety bite of case 

hardened tool steel 

Right 

und the Par 

Each model comes in 10 sizes 
thru 4” 


with 


Two models 
Angle 
support 
to handle pipe or conduit 


Insulator Supports 


Malleable won clamps of 
high tensile strength Four 
sizes to fit all standard 
porcelamn or glass insu 


lators 


Sold Only Thru Wholesalers 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Cover Plates 
Junction Boxes Noazles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Gang Boxes 


Write for new catalog 


Sales Representatives in all principal cities 


91215 JEFFERSON STREET 
LATROBE, PA. 


NEW PRODUCTS 


continued from page 11 


Splicing Compound 
lape div Plymouth Rubber Co 


/ Canton 


Slipknot Brown Splicing 
m item to Slipknot Brown 
( hara ristic 


( ompound 


cation 
ved. Packaged 
wick with 
xed for ndivi 


vailable in shoy 


Breaker 


Square D ¢ Detrou. Micl 


Low cost 


miake QUICK ik Opn 


breaker with quick 
rating mecha 
m with thermal and independent 
magnetic try aid by company to 


permit expensive panel 


ithout wri 4 ulety perlorm 
in Nuisance tripping said to be 
idditional 


chiminated | bimetal to 


orrect rating tor surrounding tem 
peratures. Company claims overcenter 
times the 


Availabl 
U-amp 


tovvle mechanism has five 
lite of | rated 


and 


switches 


FOR 
MODERN 
QUALITY 
FITTINGS 

Specify 


BOSTON, MASSACHUSETTS 


STOCK GENERAL ELECTRIC 
BALLASTS to get your share 
of the ng ballast replace 


iG-E Balla 


boosting 
replacement 

r local G-E 
Office for more 

is plan. General 
npany, 


101-48, Schenectady 5, N. Y 


GENERAL ELECTRIC 


ELECTRICAL WHOLESALING—September, 1957 


— 
} 
D D 
| You 
ASTM 
M elect 
tat Ke! 
ft roll 1.3 
SS ipped and 
les. It is ao 
pen if of 10 roll 
, 
' 
i 
+t} tiny 
an 
T 
ment market. As st 
aes Service Center you can give 
] 
met better service 
by making immediate off-the 
elf replacement of in warral 
sales, too. ¢ 
: ApparatusS 
154 


Light Control 


The Superior Electric Co Bristol 


( onn 


D« velope d to meet higher wattage re 


residential and 


quirements Of many 
ommercial circuits, Luxtrol light con 
W BD750 is Said to provide 


blend 


trol type 
full dimming, brightening and 
ng for 750-w of incandescent light or 


twelve 40-w ray id start fluorescent 


imps 


All-Weather Lights 
hlectri Produc 18 


S1ONCE 
niin ortn 


Complete line of aluminum = all 
veather lights 


compact 


cluster claimed to he 


maller and more than pr 
ous lights designed tor low-bud 


et lighting, 3300 line, UL approved 
Mercury Lamps 
Llectru 
Bloombfteld 


Westinghouse Cor Lany 


that all 400 
mereury Vapor 


Weather 
glass bulb 


Company announces 


OO- and 1000-watt 


amps will be made with 
Duty 


I he present soft glass 


weatherproot outer! 
bulb line will 


deleted, and “Weather Duty prices 
educed. New lamps are interchange 
ible with present mer Vapor 


amps of the same Vallage 


POWERCRAFT 


SPOOL INSULATOR 


CABLE SUPPORTS 


e 5 different 
styles are 
available for 
prompt ship 
ment, in single 
or multi-con 
ductor units 
_ of flat or tri 
angular configuration, for any type 
of mounting, and cable diameters 
up to G including 3”. Top clamps 
of non-ferrous metal assure cool 
operation 


Other Powercraft products: 

Indoor G outdoor type disconnect- 
ing switches G bus support, bus 
clamps, power connectors, and pipe 
frame fittings for 114” I.P.S. pipe 


© Send for new catalog. 


POWERCRAFT CORPORATION 


2215 De Kalb Street, St. Louis 4, Mo 
Phone PRospect 6-4532 
| Since 1932 
| 
L 
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DROP LIGHT 
REELS 


Perfect portable industrial light- 


ing—ideal for warehouses, load 
ing docks, construction jobs and 
dozens of other uses! Available 
in 20’, 30° and 40° cord lengths 


ELECTRIC 
BALANCE 
REEL 


for 


POWER 
TOOLS 


costly 


Eliminates 
“waste motion’ on 
production 
Completely elec 
trical—does away 


lines! 


with separate bal 
ance wire cables 


17th & Indiana Ave. 
Philadelphia 32, Pa. 


Here's 


your opportunity for 


the same high unit profits and 
easy sales that have made the 
with 


Cordomatic line popular 


automotive jobbers for years 
Now, Cordomatic has developed 
a new line of products which is a 
“natural” for the industrial and 


and 
to all of your 


electrical fields they're 


being pre-sold 
customers in the trade books they 
read most. The products are uni 
formly high in quality ... fully UL 
approved yet, in keeping with 
Cordomatic's policies, are priced 


to sell! 


Warehouse stock available in all 
principal cities in U.S. and Canada 
Write today for free illustrated 
brochure and price sheets 


CORDOMATIC DEPT 
17th & Indiana Ave 
Philadelphia 32, Pa 


Nome 
Address 


State 


City Zone 


> 
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SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 


30 
To 
1200 
AMPERES 


AND 
6” « 6” 
FULL INSIDE 
DIMENSIONS 
1 5 FOOT 
LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 


Interlock Cable Fittings 
O. Z. Electrical Mfe. Co., 262 Bond 
St Brooklyn 17 N. y 


Complete line of interlocked armor 
cable terminators, cable supports and 
splicing fittings is available for use 
FEATURES “TWIST-OUT”’ with all types of interlocked armor 
FOR SURFACE WIRING cable. Eleven different types of ter 
provides tor replocement minators and 16 splicing fittings com 
prise the line. Angle adapters are 
available for use with the terminators 


Lamps 
General hlectru Co Nela Park. 
Cleveland 12, Ohio 


GE has announced five new 400-watt 
mercury lamps. Corresponding to five 
models of the GE H400 line, these 
lamps are designed with weather-r¢ 
sistant glass Outer bulbs to withstand 
shock of exposure to snow and cold 
water. Company suggests use In gas 
station parking lot ind other yard 
area lighting 


Room Heaters 
loastmaster di McGraw-kdison 
klein, Il 


Joustmaster’s entry into the electric 

heater field feature instant-heat ele 

No. 192 ment said to produce radiant heat the 

No. 174 Totally instant unit is turned on. Heater con 


4° Bell Enclosed Bell 
f nclosed 6 tains thermostat and blower and 


SERVICE EQUIPMENT MINERALLAC 


A Fusible Device for Every Need 


DRYER RANGE —~ WATER HEATER Be 
HEATING PANELS —— AIR CONDITIONERS 


sonen Hangers-Clips-Straps 


30 
To 
200 
AMPERES 


SINGLE — 


DOUBLE POLE : 
AND Qutserve! Outlast! 


SWITCHING 
NEUTRAL > 
15 to 50 Amps. ’ s Minerallac Cable, Conduit and Messenger Hang- 
THERMAL Cae f ers ore STEEL. Easier, quicker to install; permit 
MAGNETIC : 5 speedy, compact wiring, economical, Also in Ever- 
QUICK dur Porcelain Insulating Bushings available 


MAKE & BREAK Jiffy STEEL Clips (Pipe-clamp) require only one 


screw, nail or bolt; rib-strengthened; for hanging 


“E.7-RED”’ BX cable, mounting coils, etc 
CIRCUIT BREAKERS Steel Straps for Messenger-cable services on outlet 


40 to 710 Amp. Enclosures boxes, may be used in conjunction with hangers 


INDOOR OUTDOOR 
ORDER FROM YOUR ELECTRICAL WHOLESALER 


Send for titercture 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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employs a tip-over switch that auto 
matically turns off heater if it ts 


tipped over CIRCLESHEATH 


Portable Humidifier 


Safeguard Corp., Lansdale, Pa Type SP Fe cable 


Humi-Zon” room humidifier, termed 
the first portable one, will be intro ai a 
duced for tall sales. Weighing 5'2-lb CIRCOZONE — a butyl base resist 
unit uses ordinary water and house Conductor compouns Gesigt 
The 12x8x6-in) Humi-Zon from 600 voltage applications up to 15,000 volts 
1umidifies by drawing air through a 

removable, washable filter and a sys up to 15,000 Multi-conductor cables have individ 

tem of baffles. According to producer volts for ually insulated conductors twisted to- 
appliance is test-rated to raise humid grounded and gether wi fillers, a tape cover PA’ 
ity in 140-sq ft room (8-ft ceiling) ungrounded and a neoprene sheath overall 

from “danger level” to “health level” systems 


on ungrour ded ystems 


CIRPRENE — a tough Neoprene compound 
jacket with high re tance to abrasion, 


2,000,000 C.M. oils, acids, alkali and heat Specifi- 


stated ally designed for dire irialin earth 


in five hours. Unit ts quiet, regulator , 
| Size 14 to 
prevents excessive humidity, it ts 


Caps and Connectors New WIRING / 
Royal klectric ¢€ orp Pawtucket CALCULATOR — REE: 
| an 8 Send today for this handy, useful 

wiring aid. Gives conduit sizes, 
‘PVC” heavy duty grip caps and con amperage Capacities, and helpful 
motor running data 


nectors are the first to utilize vinyl 


according to company. Devices will WIRE & CABLE 
not chip, break or crack and are re i | hwid of 
sistant to oils and acids, it is claimed ae 7 E Pasco 
Caps are ssizne hac 
‘T are designed for back wirin PLANTS: Maspeth and Hicksville, N.Y. SALES OFFICES: In ali principal cities 


making fibre washer unnecessary 
Dep't EH-9 5500 Maspeth Avenu Maspeth, NY 


eliminating possibility of shorts caused 


by conductors touching opposite ter 


minals or conductors 


Announcing . . . AMERICA’S 


MOST MODERN . .. MOST EFFICIENT 


R DRYER 


FAST! FLEXIBLE! SIMPLE! 
NEVER BEFORE SO MANY 
EXCLUSIVE SALES FEATURES 


® Decorator Styling! @ Faster Drying! 
@ Quieter... Simpler Operation! 
@ Push Bar Starter... Automatic Shut-Off! 


GUARANTEED 2 FULL YEARS! 


Write Today for 
New Brochure! 


AND JOBBER 
oe a | Write today for new catalog and prices! 


“Dependable Since 1897" 


THE CHICAGO HARDWARE FOUNDRY CO. += THE HUENEFELD CO. 


6397 Commonwealth Ave North Chicage, 
Spring Grove Ave nmnati 275, Of 
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NEW SALES BUILDERS 
TE TAPE- 
_| MATE 
The 


he Winder! 


PROTECTS 
yYOuR 
HANDS! 


ELIMINATES 
KINKS AND 
BROKEN 
TAPE! 


attaches 
winds tape fast with an e 
slidi action. PUSH to WI 

LL to PAY OUT TAPE! 
‘For flat fish tape reels, 


Hi FISH TAPE, REEL and PULLER 


A 3-in-1 TOOL 
he OFFSET SEAM 
© SMOOTH SURFACE 
ing Protects 
Gives a safe 
ive grip! Available jin 
6 sizes 


Hi FISH TAPES (Less Reel) 


Highest grade oil tem 
pered flat 
blued finish 
against detect 


spring steel, 
Guaranteed 

handles 

easily, and runs smoothly 

sizes 

individually packed.) 


“Hi-SPEED” WIRE STRIPPERS 


~ ally utomatic 
, Delayed return action pre- 


and lengths. (Tapes 


vents crushing of fine 


stranded or solid wire. Sin- 
gle squeeze operation 

Easy grip! Razor sharp AD- 
USTABLE blades. 7 Models 


choose from! 


STRIPS FASTER, 
CLEANER, BETTER 


PLEASE SEND COPY OF 
1957 Hi CATALOG 


450 ELM ST. - SYCAMORE, ILL. 


NEW PRODUCTS YOU CAN USE 


Kardex 
Rand dir Rand 
) 


Spe 


In celebrating Oth anniversary of 
kK irae tem 
ing new Kardex model 
New feature effect, 


pod ket construction 


company is introduc 
Aristocrat 

two-tone 
inree new olor 


aid to add 
ord more card 


trength and protection to 
capacity, and steel 
aflord less 
tocrat aubinet are 


heights, in 


onstructed hell aid to 
im us Ari 

itlable n thre 
lide ce pth 


three 


Shelving 
Standard Pre 
Pa 
Hallowell bere 
» features 
aid to provide 


ed Steel Ce Jenkin 


ctomatic stecl 
shelf-locking 


faster erection 


built-in 


und subsequent disassembly and re 


positioning. Some teatures claimed by 


the company are removal of shelves 


without tilting, repositioning without 


unloading, imdependent hanging of 
helve ind climination of angles and 
ter in onstruction tour 
folder 


ible trom the 


ribing it in detail 


company 


Solves Low Ceiling 
Lighting Problems 
@ Recessed appearance at 

surface-mounted cost 


@ Only 3's" deep . easily 
joined in continuous runs 


Glare-free uniform 
surface brightness 


Polystyrene shield 
concealed hinges 


Send for bulletin 


PLATING AND MFG. CO 
1740 WN Ashland Ave 


Chicago 22, Iilinois 


now! a low cost 
gasoline/oil resistant 
insulated wire... 


the NEW Nylon-jacketed 


CONTINENTAL 
WIRE 


CONTINENTAL PETROL 


APPROVED BY 
UNDERWRITERS’ LABORATORIES, INC. 


Looking for a low-cost gasoline and oil 
resistant insulated wire? An insulated 
wire approved for use in wiring gasoline 
pumps and in refineries BUT at lower 
cost than lead jacketed rubber insulation? 
Then you've been looking for this NEW 
Continental PETROL wire 
Nylon-jacket over 
insulation, PETROL wire is not affected 
by most oils, acids and alkalis. It ts 
approved by Underwriters’ Laboratories 
for 30°C in gasoline . . . 60°C in oil 
or arr. 
Available in sizes from 14 to 6 AWG 
in rainbow-range of colors. For 
more information on the new Continental 
PETROL wire, outline your requirements 
in a letter and mail to us immediately. 
A Continental field engineer will be 
glad to help with any insulated wire 
problem in your area. 


thermoplastic 


FREE 72-page catalog of the complete 
line of Continental Insulated Wire 
and Cable availoble on request. 
Send for your copy today. 


ontinental 


WIRE CORPORATION 


WALLINGFORD, CONNECTICUT 
YORK, PENNSYLVANIA 
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Mobile Stock-Picker 
Lake 


rine Co 


4, 


lee 


unit i for filling order 

sarchouse stocks. Cailed “Stock 
automatically transports 

clerk to desired shelf o 
neg him to fill his o 

on shelves which ca 

It ws batters 

push Hhutton controlle 


from 
Picke: 


he unit 


from plattorm. It 1s 30 
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Reel Cart 


All-Purpose oe Unit 


We 


For Fast. Profitable Sales 


P-L WIRING DEVICE DISPLAY NO. 5 
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LINEMASTER SWITCH CORPORATION, 


U-10E ‘‘EXTRAFLEX”’ 
(AUTOFLEX) 
Conduit 


IMMEDIATE 
TRADE AREA STOCK 


im_y SHIPMENT 


Write for Distributor 
Electrical Conduit Catalog 
EP6.3(7-1-57) 


“SEALFLEX” 
Liquid-Tite 
Synthetic Covered Conduit 


Quality... ALL METAL FLEXIBLE HOSE PRODUCTS 


2107 South Kedzie Avenue Chicago 23, Illinois 


here is the NAUTILUS 


* Waterproof * Dustproot 
* Oilproot * Rustprooft 


GREATER PROFII 
FOR YOU 


GREATER VARIETY 
FOR YOUR CUSTOMERS 


INA 


LINEMASTER 


AMERICA’S 
FOOTSWITCH 
LEADER FOR 
OVER 20 YEARS 


nemuster atalog more 
than footswitches 
a model tor every need 


438 WOODSTOCK TERRACE 
WOODSTOCK, CONN 


Ne ¥ 
= : q 
%, 
plac 
he a Re: 
opera ¥ 
Leere wid pe 
ha h elevat 
5-11 
Columbia Products, Inc., Wright 
ville. P 
Reel t ws equipped with hydraul 
yuck ible to litt reels weighine 
up t O0-Ib. Purposes as outlined 
ol ree met nev tand tor pa 
{5 turntable larg 
+) lifting reel 
Mat handl lrukcart 
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DOMES Recessed and Pendant 


Kurt Versen dome fixtures give highest 
quality indirect lighting—glare free and 
shadowless with wide lateral distribu 
tion, low-brightness and top efficiency 
Pre-wired, recessed models feature the 
patented NO FRAMING” installation 
method which is simple, rapid and 

expensive. Pendant fixtures have twist 
proof swivels* which always hang 
straight and permit installation on ceil 
ings up to 28” pitch. Wide selection of 
models beautifully designed, carefully 
made and competitively priced. Rapid 
delivery from stock. Write for catalog 


kurt Versen 
V 


contemporary lighting 


6 PAY 2.456.905 


SALES AIDS 


Boston Woven Hose & Rubber Co., 
P. QO. Box 1071, Boston 3, Mass 

Company's Bull Dog Friction, Pre 
mium Brown, and Rubber tapes are 
available in all-metal shop dispenser 
Crush resistant cans hold 10 rolls 
of tape, cellophane wrapped. Com 
pany suggests the use of empty cans 
as storage containers for small parts 
Ontario 
Counter display 


Vaco Products Co., 317 | 
St., Chicago 11, Ill 
box intriguingly presents complete 
range of Vaco handles and _ blades 
all interchangeable—-enabling cus 
tomer to custom-build his own kit 
add to his present kit, or replace miss 
ing parts. Display box is divided into 
separate sections-——containing six 
each of 16 individual components 
Producer emphasizes merchandiser’s 
aid to self-selection, time-saving, and 
inventory control 

Kdwards Co., Inc., Norwalk, Conn 
display provides demonstrations of 
six extra applications ol company s 
Bolero Ill chime by means of wired 
in push buttons and automatic fire 
detector activated by match All ex 
tra features are diagrammed to right 
of the chime. Complete selling kit 
contains two Bolero IIL chimes and 
the display mounted unit, one &90 
transformer, and one 243 fire detec 
tor 

Westinghouse Electric Corp., Lamp 
div., Bloomfield, N. J As part of 
the industry-wide “Home-lite” lamp 
program, the company has announced 
a new line of “Beauty Tone Home-lite” 
fluorescent lamps designed especially 
Home-lite”’ 
merchandising program will include 


for household use. The 


colorful wrappers plus a self-merchan 
dising carton which folds into a display 
“Home 
“Home 
lite” lamps will be about the same 


holding an assortment of 39 
lite’ lamps. The color of the 


Westinghouse 
Beauty-Tone 
trademark tn relation to tinted incan 


as warm white deluxe 
has already used tts 


descent lamps 


L. B. ALLEN 
co., INC. 


930) W. BERENICE 
(BOX 96) 
SCHILLER PARK STA 
METROPOLITAN CHICAGO 
! 


you catit $2 


STOCK GENERAL ELECTRIC 
BALLASTS. This can mean 
bigger profits for you. Give 
your customer the ballast he 


needs when he needs it! 
G.E.’s full-line stock plan can 
help bring quick, easy sales to 
you boost your sales dol 
lars. Your local G-E Apparatus 
Sales Office can tell you how 
you can meet most ballast re- 
quirements by stocking as few 
as 10 ballast types. Call today! 
Electric Co., Section 
401-47, Schenectady 5, N. Y 


Gener: 


GENERAL ELECTRIC 
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BOOK REVIEWS 


Electricity and Electronics— 
Basic 

William B. Steinberg G Walter B. Ford 
American Technical Society 

Chicago, III. 

[his book is an introduction to tunda- 
mental concepts common to virtually 
every field of electricity and electron- 
ics. Discussions of each basic prin 
ciple—-magnetism, current flow, wave 
propagation, etc.—and each impor 
tant application home electricity, 
electric motors, the telephone, televi 
sion, etc.—-are followed by inexpensive 
projects for the reader to build if he 
is so inclined. The style of the book 
is detailed, yet easily understood 


245 pages 


Anaconda 

Isaac F. Marcosson 

Dodd, Mead & Co. 

New York, N. Y. 

This authorized history of the Ana 
conda empire traces the company’s 
activity and growth from the days of 
founder Marcus Daly to its present 
far-flung operations. Personalities, am 
bitions, trials and triumphs of the 
pioneers and their successors are inter 
woven with the detailed narrative of 
the firm’s beginning and expansion 


370 pages 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 


WHEN YOU WANT IT 


From Chicago you can get 
immediate delivery on. . 


INTERLOCKED ARMOR CABLE 
600V to 5,000V 

which is one of the many constructions carried 

in our Chicago Warehouse stock 

Also, all types of Power, Control, Lighting and 

Communication Cable 


Let us supply your wire requirements 
2915 North Paulina Street, Chicago 13, III. 


UNIVERSAL WIRE AND CABLE CO. 


Branches in Houston, Los Angeles ond Sen Francisco 
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LIGHTING MANUFACTURER'S 
REPRESENTATIVE WANTED 


FOR NORTH AND 
SOUTH CAROLINA 


exceptional opportunity for 
experienced lighting sales 

to represent a_ national 
npany now being specified 


and displayed in this active 
territory 


manufacture a full line of 


es provide good service 
deliveries and strong 
motional backing 


The man looking for a better 
than average income will find 
here the chance to make ability 
experience and drive pay-off in 
a big way. Send full details to 


LITECRAFT 
MANUFACTURING (CO. 


ast 36th Street, New York 16, New York 


CIRCLE-AIR INDUSTRIES 
Brookiyn 16, N Y 


MANUFACTURERS REPRESENTATIVES 
WANTED TO COVER WHOLESALERS 
San Francie and Northern Califernia 
Pittsburgh Area 
¢ New York State 
neulated Electrical wires and cable 


Write giving details 


ELEC TRICAL WHOLESALINGE 
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CONDUIT & 
FITTINGS 
core 


It is also our business to keep 
daily pace with the contrac- 
tor's complex wiring prob- 
lems. The resulf is our 
modern line, geared to your 
current needs, For example: 


1 Box Does the Job of 3! 
ARROW 


4” OCTAGON 
OUTLET | 
Deep 

Means Compact 
Versatile Stock! 


Full 4” wide box has 8 side 
knockouts FOUR 
and FOUR %”" sizes (plus 
reg. 5 bottom K.O.'s) 
Gives 25.5 cu. in. wiring 
more than any 
other 4” octagon box 


5 pac c 


4-00-A box replaces these 
three 
54171-Y 
~with four 
54171-% 
“with four 
54171-SP 
“with two ! 
side K.O.'s 
available with POUR 
FOUR 1” side K.O."s 


side K.O.'s 
4%” side K.O.'s 


ind two 4 


*4.00-8 


‘ 


Depend on all Arrow prod- 
ucts for premium quality; for 
greater time and cost econ- 
omies. Specify “Arrow Con- 
duit” in your next job order. 


wy 


FREE! 


WALL CHART — Rox 

guide for maximum 

number of 

t Quickly identi- 

fiew be & covers 

ASK FOR NEW CATALOG, TOO. 
WRITE FOR BOTH, TODAY! 


ARROW CONDUIT & 
FITTINGS CORP. 


129 30th STREET, BROOKLYN 32, N. Y. 


onduce 


Soles Representatives & *Warehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, W.C. * *CHICAGO, 
* "CINCINNATI, OHIO * *DENVER, COLD. 
DALLAS, TEX. * *LOS ANGELES, CALIF. * *MIAMI, 
FLA. NEW YORK, * NEWTON CENTRE, 
MASS, * *PHILADELPHIA, PA. * ROCHESTER, N.Y. 
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Here’s WH)... 


’ | We would be con pelled to mecrease 
our sales force by at least 300 me 


if we were to cover direct al 
tractors, dealers and industrial plant 
now sited by the wholesalers 


men 


ee Our ollee force would have to be 
2 augmented tenfold to take care of the 
numerous smal! billings that would 
be required--also our packing and 


shipping foree would have to be muct 
larger 


We could not hope to furnish the 
prompt service and elhcienc y given 
you by your wholesaler who mair 
tains enormous stocks in your ter 
ritory 


distributing Shipkn 
mpound and Plyn 
through your whe 
The 


American industry 


listribution from manufacturer 


stances be pre hibitive 


7 


SOLD ONLY 
THRU 
RECOGMIZED 
i or the past 61 years, this has been our written policy for all to - WHOLESALERS 
see. More than a million copies of this pamphlet have been di ay 
tributed to tape users throughout the world. A supply, imprinted 
with your name, is yours for the asking 


One more reason why Plymouth Tapes lead the industry 


Makers of SLIPKNOT most widely used friction tape in the world 


PLYMOUTH RUBBER COMPANY, INC. 


mce 


CANTON, MASSACHUSETTS 
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Our Turbo Air Blowers Wr. McGaughey continues... 


our Turbo air blowers build up speed there ts 
up pressure exerted which puts an overload 


were often shutdown by motor 


to gain norm running speed 


starting currents... until we 


changed to Fusetron Fuses” 


2. WcGaughey were anxious to eliminate these down-periods 


ELECTRICAL but we didn’t want to sacrifice ife fuse protection 
SUPERINTENDENT 
Copperweld 
vole oto } Ww thre 
Steel Company 
Glassport, Pa 


Frequently, t 100 ampere renewable fuses we 


were v oul t hold these overloads ind we 


on our 3O hop 1600 RPM vi phase, 60 


blowers 


We decided to ot { otors with 100 
ampere Fusetron ilelement fuse This move 
0 o be the ver to our problem Since 
» Fusetron haven't had any 


DON'T RISK LOSSES! 


FOR LOADS ABOVE 600 AND UP TO 5000 AMPS. — 
USE BUSS HI-CAP FUSES! 


Bussmann Mtg. Division 


jeff ersor 


Play Safe! install FUSETRON Fuses and BUSS Hi-Cop 
Fuses throughout entire Electrical System! 


The condensed message shown above tells how de Point out to customers this “plus value’ of FUSETRON 
pendable FUSETRON Fuses eliminated needless fuse Fuses its one of the 10 Points of protection available 
blows that were causing costly production shutdowns only in FUSETRON Fuses. Showing interest in your 

You probably have customers and prospects who are customer's production problems, and offering help that 
troubled by comparable conditions in their plants and will prevent costly, unnecessary down-time, builds good 
factories. Show this message to those customers will tor you. Goodwill builds business puts money 


1 your pocke 
Because FUSETRON Fuses are engineered to protect se ur pocket 


not to blow needlessly they hold on motor-starting The FUSETRON message shown here is available in 
currents or other harmless overloads. Motors start as larger form trom your BUSS Fuseman. Call on him for 
they should, production lines operate without letdown sales help if you wish he’s always glad to lend a 


the cost of down-time and idle workers is eliminated helping hand 


BUSSMANN MFG. DIVISION 


McGraw-Edison Company 
St. Louis 7, Mo 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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